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BUSINESS PROSPECTS 


Businessmen plan bigger capital expenditures, expect prices 
of capital goods to be up substantially — page 82. 


PROFIT SHARING 


It may create some headaches for you, but here a distributor 
sets up guide posts to keep you on the path— page 91. 


IS THERE A PURCHASING PATTERN? 


Sales director says emphasis is always shifting in plants; 
if you want to know how to keep abreast see page 102. 


HOW TO GET OUT OF A RUT 


Next time you feel down in the dumps, just think of the 
antidotes recommended by a salesman on page 98. 
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New Year’s Resolution... 
- 


Next Year’s Revolution at Holo-Krome! 
= 


YEAR-END GREETING WIRED TO ALL HOLO-KROME DISTRIBUTORS 
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What 1957 Holds For You PROFIT SHARING 


An editorial 





a 


It’s a complex uncertaking 

but well worth the effort 

Business Will Continue Spending on New So says the management 
Plants, Equipment ofa Charleston, W Va 
distributor firm on mark 

Price increase will be a factor, predicts ing the 15th anniversary of 
McGraw-Hill survey its profit sharing retire 


ment fund. Page &] 
Today's Manufacturer-Distributor Relations 86 


More than 1,000 attend Central States meeting 
PHREE ELEMENTS 





Profit Sharing Has Its Problems 


Charleston, W. Va., firm lists six chief 
problems and tells how it handles them 


Don't Move Until You Answer These 
Questions 


Cincinnati distributor analyzed seven vital 
relocation problems 


How You Can Get Out of a Rut REALIGNMENT 


Knoxville salesman describes six antidotes — He 

for the doldrums in industrial supply selling When applied to sales ter 

ritories, it improved the 

coverage of a Pittsburgh 

Progress Spurs Progress firm. On page 106 you'll 

read about the problems 

they faced and how they 
solved them 





Richmond firm moves to industrial area, offers 
faster service and more complete stocks 


“. . Watch a Plant's Purchasing Pattern’’. . 


Cleveland distributor finds that three elements 
determine buying pattern changes 





The Order's Near When You Hear 


Here are seven phrases that usually mean 
your customer's ready to buy 


REGULAR FEATURES 


Update Your Salesmen's Territories 


After enatysing wovel goattome, eran You Said It . 
firm realigned territories for easier coverage 


Talk of the Trade 


Business Decisions —They Can Affect Supply Sales Trends 


Your Tax Return Outlook for Business 


Year-round tax thinking can save you tax dollars a ‘ — 
’ What's New in Merchandising . 


What About Repairs and Parts for 
Obsolete Equipment? 
Survey shows suppliers’ policies vary On the Market Today 


Price Index 
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Quick FA CTs 


Get your copy of Free Wall Chart 
showing MORE NEW STOCK SIZES of Precision Ground, Ready- 


to-Use for making Punches, 


Dies, Jigs, Gages, Fixtures, 
Templates, Machine Parts, 
Small Tools and 1001 


other uses 


Fi a { G roun d Made of High Grade Alloy 


Tool Steel from Simonds 


Di TEE Wide 
E —, L Wide Hardening Range 


Simplifies Heat-treating — 
(HIGH GRADE ALLOY TOOL STEEL) Assures Consistently Excel- 
lent Results 
Choice of Oil or AIR Hard- 
ening Types 


Finding or selecting the right size bar of ready-to-use tool and die steel 

is a simple matter with this specially designed wall chart (19” x 20” 

At your fingertips it shows ‘1001 sizes for 1001 uses” flats and 

squares including hundreds of newly added sizes . . . all precision Widest Selection of Stand- 
. al 1 ard Stock Sizes Ever Of- 

ground, packaged and on the shelf ready to save time, cut costs anc ood 

give your customers consistently better results. 


For Fast Service 


Complete stocks _ SIMONDS 


é SAW AND STEEL CO.| ° 
sented 


Factory Branches in Boston, Chicago, Son Francisco and Portland, Oregon FIT BUR 
Cenedian Factory in Montreal, Que. * Simonds Divisions: Simonds Stee! Mill, Lockport, N. Y. oe = CHI v wt MASS. 
Simonds Abrasive Co., Phila., Pa., and Arvide, Que., Canada * Heller Too! Co., Newcomerstown, Ohio , med n 
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Link-Belt Enclosed Drives Satisfy 
Any Condition of Ratio, Hp, Load 


Link-Belt with industry's and heavy loads. All three 
one low-speed gear set 














most complete line of enclosed have 
drives can meet practically per drive size 
any power transmission Link-Belt Parallel 
need from prime movers . Shaft Gear Drives pro 
to driven machines. Oil- * Sales vide permanent, accu- 
tight units are available Meeting rate shaft alignment and 
in sizes from 4% to 2400 =, = the ability to absorb 
hp, ratios to 8000: |} in Print heavy shock. They are 
This complete line available for single, dou- 
GEARMOTORS maintain WORM GEAR 1“. ves includes the new I ink Belt ~ nd — speed ee 
alignment. sizes to - Gearmotors—featuring flange oO ef icient ligh-ratio, 
— 30 hp, ratios ratios up to 8000 mounted NEMA motors with right-angle speed reductions, 
sae: 1 . built-in alignment—and new Link-Belt offers a full range 
Motogears, which offer quick of Worm Gear Drives for ver- 
easy replacement and re-aligr tical or horizontal connections 
ment of bracket-mounted foot And Link-Belt’s P.L.V. Vari- 
type NEMA motors—all able Speed Drive provides 
makes and enclosures. New Slipless, stepless speed varia- 
Link-Belt In-Line Helical tion with its unique self tooth- 
Gear Drives provide double or forming chain. It’s the only 
. triple speed reduction under variable speed drive using 
MOTOGEARS incorpo- aaa on heavy duty conditions of shock. reversing chain for changing speeds 
a ors ry i in sizes to over 2000 hp 
motc . 


ee eee Greater “Dynamic Strength” Fights 
Fatigue in Link-Belt Roller Chain 





: static dynamic 


- y ARIABLE SPEES 
N-LINE HELICAL GEAR a Pio — ig! to 25 75 strength 


DRIV for double or 
ot bp reduction, to 118 hp, ratios to 6:1. 


hp = _ 


strength 





1957 Link-Belt Product Advertising 
Designed to Spark Distributor Sales 


Link-Belt’s 1957 advertising to Link-Belt distributors 
campaign—-the most compre- Messages will reflect the 
hensive in company history vast scope of Link-Brlt and the | 
will emphasize distributor- leadership which distributors 
sold products. Over 200 pub offer with the many lines car- 
lications will carry advertising rying this trade name 
to every market of importance RESISTANCE TO TENSILE STRESS STRENGTH OF CHAIN IN MOTION 
is achieved by use of properly results from such Link-Belt “es 
accurately machined tras” as pitch-hole preparation 
micro-finish of parts, special 
side bars rol J 





Pr eos 


_ 


| 


| 


* - 
Seaway 


heat-treated 
side bars made of premium steel 
and fitted with properly hardened processing of 
pins, bushings and rollers lubrication, rigid quality contr 





Design, manufacturing and 

LINK-BELT COMPANY processing extras” provide 

Link-Belt roller chain with 

solis ¢ Philadelphia “dynamic strength” to resist 

danta ¢ Colmar increased impact from sprock 

uston ¢ Minneap et contact, shock of starting 

San Francisco « Los ind centrifugal loads. Refine- 

Angeles ¢ Seattle 4 ments contribute to longer 
Offices in Principal Cuts chain life—less maintenance 


ae s in: 


























TYPICAL LINK-BELT STANDARD PRODUCTS ADVERTISEMENTS 
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The Cover 


1957—and our cover welcomes it in with 
words and music. But we don’t intend to 
blow our own horn. We'd rather lead off 
with a quartet of articles that will help 
to solve the problems of industrial dis- 
tributers and salesmen. This is our way 
of saying—may 1957 be the best and 


happiest yet 





Editor 

Managing Editor 

Senior Associate Editor 

Associate Editor 

Associate Editor 
(Chicago) 

Assistant Editor 

Assistant Editor 

Assistant Editor 

Editorial Assistant Do 


McGraw-Hill Domestic News Bureaus: 
\ I Cle and, Detroit, Houston, Sat 
I o, Washington, D. (¢ 


McGraw-Hill World News Bureaus: in 


Publisher 
M. Morris 





District Managers: E. N. Grantvedt, Chi- 
eago; E. J. McOsker, Cleveland; Joh: 
P. Ora, New York and Philadelphia; 
W 4. West, New York and Boston; 
Otterson, San Francisco; H. L. 
K r, Los Angeles; Gordon | J 
Dallas: Business Manager, C. H. Hold 
Advertising Production, |. W 





-oo make tracks 


Met ‘ 
Executive, Editorial Advertisie g and Subscriptio 
McGraw-Hill Building 330 West 42nd St 
ation Off ‘ " 


to /¥ first 


A 


For Subscriptions te t Jj. E. Blackburn, Jr 
Director of Circulatior Industrial Distribution 0 
West 42nd Street. New York 36 Y \ 


FOR THE FINEST IN ‘ > ar Dee's rt : 
CUTTING TOOLS AND on, : Stes ’ Position and company con- 


LL » must be indicated on subscription orders 


Made by THREAN WELL, Greenfield, Mass. 
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HERE’S WHY... 


1. You are served by an old and stable company of high integrity. 
2. Policies are sound and fair. 
3. You are protected by controlled and limited distribution. 
4. PROTO is the nation’s No. 1 line—first in acceptance. 
5. Industrial users prefer PROTO professional quality. 
6. The PROTO line is very extensive for industry. 
7. Patented TAC open end ratchet tools are exclusive with PROTO. 
8. Torquers and many other superior, exclusive tools are offered. 
9. PROTO makes thousands of special tools to users’ specs. 
10. Powerful advertising increases demand and your sales. 
11. The line is fully covered by easy-to-use catalogs. 
12. Over 40 effective promotion aids help you boost your volume. 
13. You receive valuable services from full-time representatives. 
14. Your salesmen are trained to develop greater tool sales. 
15. Technical assistance on tool problems is available. 
16. PROTO warehouses process your orders quickly, efficiently. 
17. You are assured of a steady, dependable source of supply. 


18. The whole PROTO organization is characterized by a friendly, 
understanding relationship with customers, a desire to serve 
accounts well, and an intense pride in PROTO’s leadership. 


Leading industrial distributors who 

handle PROTO enjoy these many wee 
advantages in selling the leading line of ‘ 

hand tools. They are “going places” > A 

with PROTO. Send for catalog of p Q 0) T 1 Pec) | 0 0) LS 
entire line to PROTO TOOLS PROTO means PROfessional TOols 


2227 Santa Fe Ave., Los Angeles 54, Calif. 
Eastern Warehouse & Factory, Jamestown, N.Y., Canadian Factory, London, Ont. 
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—— (reat 
Ferformance! 


-is the verdict 
from the field on 


FLEXIDYNE 


E 
swe DRY FLUID pRIV 


Your customers will find that Flexidyne is the answer to two age- 
old problems — starting heavy inertia loads and insuring overload 
protection. Flexidyne Drives and Couplings are used in a wide 
variety of applications—and already reports like these are coming 
in about Flexidyne performance: 


RAILROAD CAR PULLERS... “Starts fine .. summer or winter!” 
CONVEYORS... .°We start under full load now!” 
COTTON CARDS...*“Finally .. the soft start!” 
TRAVELING CRANES... .“Spots our load ..and how!” 
PUMPS ...“Now we are using smaller motors, too!” 
VENTILATING FANS... .“Takes off smooth as silk!” 
-»» AND OTHER HEAVY INERTIA LOADS... .°Wonderful performance!” 


THE TRANSMISSIONEER is featured in Dodge advertise 
ments, which appear in leading industrial publications 
Prospects are directed to ‘call your local Dodge Distri 
butor’ for information and assistance on new, cost-saving 


developments in power transmission machinery 7 
£ of Mishawaka, Ind. 
DODGE MANUFACTURING CORPORATION, 500 Union Street, Mishawaka, Indiana 
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One man’s views on ‘scientific sell- 


a 
ing’ draw other men’s cheers and 
fire; buyer’s problem: how to keep 


record of requests for non-stock items 


‘Helpful to Thousands’ irticle, neither 


thing constructive 
Kansas Crry, Mo In essence, Mr. Chr 
We have read George Christensen'’s  taing that if vou live 
article, “There Is No Such Thing Country and Home 
\s Scientific Selling” (Oct., p. 200 tion you wear a tic 


with a great deal of interest ther port ons of 


5 oul tl 


iS t ] \ } ; 
This material would be very hel ) will guarantee 


full to the thousands of automotive — ceccful salesman 
jobber salesmen who read The 

MEWA_ Selling Job (Motor & Not Substantiated 
Equipment Wholesalers Association 


public ition he fact of 


As publishers of that magazine, WS originally 

we would appreciate the privilege of cle because of the 

g Mr. Christensen’s article 1s No Such Thing 

in a forthcoming issue. Credit to '"g- and found that the 
Mr. Christensen’s art 


‘ 


vour publication and to the author 
of the article would be given in any fute or substantiate this 
manner you prescribe he dictionary tell 

\ IRGINIA W ILCOX 


] . : . ley 
Martin Fromm & Associates laws, especially as de 
induction, experiment 


ence Is Acknowledged truth 


tion 


Misdirects Salesmen 
You must admit that sa 
Brook.yn, N. ¥ irt of salesmanship are comp. 
| should like to restate some of with a liberal helping of ea 
the points I made over the tele- these ingredients. Mr. Christen: 
phone in regard to Mr. Christen irticle does not contain 
sen’s article, “There Is No Such _ nor any figures. hh 
Thing As Scientific Selling.” What _ the very broadest of g 
I have to say should not be taken as_ this is what I believe 
a personal criticism of Mr. Chris- detrimental to the a’ 


tensen. Rather, I object to the ideas reading his article 


} 


toward selling which he advances One of the greatest problems 


From the contents of your recent working salesman has to over 


editorials, | know you will agree with is the inertia of Ins potential 
me that although Mr. Christensen tomer. This type of article will on 
would not seem, at first blush, to be idd to the misdirection « 


offering anything destructive in his” man, rather than giving 
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KEY-LINE SELLING 
| LUNKENHEIMER distributes through 
distributors 


We cooperate with our distributors; instead of competing with 
them. All too often, valve distributors are forced to take com- 
mission business on inexcusably narrow margins. This isn't 
a profit—it’s a gesture—and distributors cannot meet their 
rising operational costs with gestures. Lunkenheimer Valves 
sell out of stock at good profit-margins, and their recognized 
quality keeps them constantly in demand. 


| LUNKENHEIMER — gives you outstanding 
new products 


specifically designed to sell off your shelves as stock distributor 
steady-volume items. The LQ600-150 and new LQ600-200 are 
notable examples, and their success is proof of the soundness 





of this policy. 
LUNKENHEIMER 
KEY PRODUCT LINES LIKE LUNKENHEIMER : 


VALVES HELP GIVE YOU A GOOD PROFIT 
BRONZE - IRON - STEEL - PVC 
Namal 
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LUNKENHEIMER VALVES ARE HIGH ON THE 
LIST OF GOOD-PROFIT, OFF-THE-SHELF LINES 


Today’s top industrial distributors are concentrating sales effort on the key 
lines of high-demand items that sell off the shelves at full distributor profit. 
Key-line selling is the answer to the number-one distributor problem — 
shrinking net profits. And Lunkenheimer Valves are always listed near the 
top of any carefully selected key-line group. Below are four good reasons why... 


boosts your net profits... 





| LUNKENHEIMER | supports its key line with advertising 


in all the leading trade publications read by valve buyers, 
and with Coordinated Promotion Materials prepared espe- 
cially for distributors’ use. Every Lunkenheimer promo- 
tion is geared to the selling efforts of Lunkenheimer 
Distributors and tied in closely with individual promo- 
tions in local markets. 


| LUNKENHEIMER | helps train distributor salesmen 


in practical, down-to-earth valve selling techniques, 
backed by thorough product knowledge. The factory- 
sponsored Distributor Schooi in Cincinnati, coupled with 
frequent sales meetings in the field, provide the strongest 
program of sales training in the entire valve industry. 


~ 


bo ataie 
: ‘6 


\ ~ Te | \ 


The Lunkenheimer Company e Box 360, Cincinnati 14, Ohio 
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WINNER MILL & FACTORY’S a 
“FEATURE PRODUCT AWARD” : 
Q) a OCTOBER, 1956 You Said It 


Starts on page 








the 
STRIAI 














m ikes d 


SUI REMI voint that there 1s 
| Webster's New Standard Diction 


irv defines science as: “Systematized 


f anv one department 


| knowledge ( 
us e ul tt e mind or matter; acknowledged 
| truths and laws, especially as demon 
| ec RN RR AA ecm | strated by induction, experiment, ot 


inv branch of knowl 





New Power Drill Attachment fre qpkamereneruingpe yy seraphenenateny 
Taps to Highest Standards... HOW IT WORKS: ee ae ae ee 


Cuts Breakage... Lowers Costs = —— 
‘ 1, or skilled in 
Mill & Factory Magazine's Board of Review hos "? vs ’ 
designated Supreme's new Push-Pull Tapper as 
inner of their ‘Featu roduct Award” for ol — 

winne e eature Produc wo ni stensen doesn't believe in 
October. This Board is composed of a group of 
engineers, editors and production experts who 
each month study hundreds of new items that . t he 
are being offered to industry for the first tim ’ = 

=e industry esha aphicaauag | acknowledged truths that he himself 


They select the one product they feel is the most \ 
SCOVET 1 process of ob 


steps to successful selling,” 


does believe in seven other 


needed by all industry. 

The Supreme PUSH-PULL TAPPER is an instant- : 
reversing speed reduction unit made expressly +t seems that Mr. Christensen’s 
for tapping. It attaches easily to either the spin- be; 
die or chuck of any portable drill. Detachment - 
ofter use is equally simple. The speed reduction Pull ° 
of 7:1 gives more than adequate power to tap Thot's all you do— ' —_ — ori : 9 
in all materials, and the instant-reversing means ace Push-Pull ‘ ns 1ws of scientific selling 
that the direction of the tap can be reversed 
without stopping the drill motor. Thus the tap can matter further he would notice too 
be moved into and out of the hole at will. | that those points that he feels are 


i | quarrel is not whether selling is sci 


nd it comes out easily en 1r not but evolves around what 








ist of. If he were to explore the 


Reduces Tap Breakage important in selling are also in 


Tap breakage is held to minimum when the PUSH- luded in the “five steps to success 
PULL TAPPER is used, because the operator has ] ’ 7 

; bad ! \ ] y a » - ] < - 
a better “feel” for his work. When in use the ful selling” that the scientific sales 
TAPPER housing is held in the finger-tips, and 
any unusual strain is felt immediately. Releasing allusion to “five steps” iS an over 


the fingers stops the tap instantly. ie, simplification that Mr. Christensen 
Handles Taps Up to 5/16” Dia. makes with “tongue in cheek.” I 


The complete PUSH-PULL TAPPER Kit, No. 9000, . am sure if Mr. Christensen were to 
costs just $29.95; includes everything except , lvoe | . ‘ ful lling 
taps. Order from your Industrial Distributor. a ae ” 


New Available SUPREME PRODUCTS CORPORATION 


To Distributors 2222 SOUTH CALUMET AVENUE, CHICAGO 16, ILLINOIS 


counselors teach. I assume that the 


techniques he would find that they 


Continued on page 14 
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IN CUTTING-OFF OPERATIONS... 





.- - SPEED WITHOUT ACCURACY 


iS COSTLY £ 


cient cut-off of steel blanks from bars demands a combination of speed and 

1 MARVEL, and MARVEL alone, achieves this combination with 

m chines capable of delivering feeds and speeds which fully utilize the 
strength and heat resistance of the modern high speed hack saw blade. 


MARVEL dual power feed and crank lever method of reciprocation are two 
exclusive features designed to give increased speed and efficiency. This 
unique dual power feed employed on the Series No. 6 and No. 9 MARVEL 
Ball Bearing Hack Saw Machines, simultaneously controls both positive 
\ feed depth and feed pressure sutematicaiie adjusting both pressure and 
\ depth of feed correctly in proportion to the number of teeth in contact 
2 with the work. This automatically forces the blade to cut as deeply as 
possible and practical on every stroke, without demanding the 
attention of the operator. As a result, the work is cut-off in the 
fewest possible number of strokes. Quick return of the saw 
frame on the non-cutting stroke, accomplished by the crank 
lever, delivers 33 more cutting strokes per minute with- 

out increasing the blade velocity on the cutting stroke 
Accuracy is assured by the construction of the machine 
itself. Anti-friction ball or roller bearings are used at all load 
carrying points. The saw frame reciprocates on fully en- 
closed special design ball bearings which are factory adjusted 
‘ with a pre-load, assuring permanent frictionless rigidity. Saw 
4 frame, atin. and upright are precision machined and fitted to 
form a rigid integral unit capable of withstanding any cutting load 

with no deflection or side movement 
fou can sell MARVEL Hack Sow These exclusive features found only in MARVEL Hack Saw Machines, 
Blades and Machines with complete together with the unequalled performance of the unbreakable MARVEL 
confidence that they will produce High-Speed-Edge Hack Saw Blade, form a team that guarantees the fastest, 
the fastest, most efficient metal most accurate cutting-off 


sawing possible 
= 


- 
ARMSTRONG-BLUM MFG. CO. 
5700 WEST BLOOMINGDALE AVE. > CHICAGO 39, ILL. 
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The ace you need 
in distributing 
taps and gages 


To help you sell more by solving \ 
industry's tough tapping and 
gaging problems. 


S. W. CARD DIVISION, pagent genes 
Warehouses: Atlanta, Chicago, Detroit, Fort Worth, Los Ange Ne ork, San Francisco 


CARD 


DIVISION OF UNION TWIST DRILL COMPANY 
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DURKEE-ATWOOD'S hi-tensile 
NOT JUST GOOD Here synthetic cords are specially 
is the finest quality cushion pre-treated for low stretch 
nd extro strength, durot ty 


rubber specially compounded 
4 flexibility 


by Durkee-Atwood's expert 
rubber chemists. Here is the 
quality your customers wont 


Durkee-Atwood te 
withstand countless hours of the ¢ shest ngest MULTIPLE BELTS by 


flexing flexing flexing Atwood ore verticall 


DURKEE AM ie cee inpreaate in thre oe 
subber under tremend error each be 

Wagiliy pressure die rv ndividually for top 
noted eep eor toa nm power transm 


V-BELTS £ a complete line >. ee Se ee ee 


serving industry gives greatest obra ; 


repeat 


sincere SMM | SUPER SERVICE YOUR ACCOUNTS 


Premium Line with 40% 
ee Here are seven features of Durkee-Atwood’s Super Service 
that help distributors se// 1 Factory trained distributor 

men ...2 A complete line of Power Balanced V-belts 
3 Preventive maintenance service . . . 4 Fast emergency ser 
STEEL CABLE vice .. . 5 Readily available field engineers 6 Complete 
V-BELTS design and research facilities at the factory ind 7 Com 





Now available... a com- plete stocks in warehouses across the@country 
plete line of steel cable 
reinforced V-belts 


FIND OUT HOW DURKEE-ATWOOD CAN HELP YOU SELL! 
Write for complete information on the Durkee-Atwood 
Industrial Distributor Plan 





GENERAL DUTY 
V-BELTS 


Power-balanced con 

struction for maximum 

flexibility, durability and ? 
strenath 


for weather proofing 





sound proofing .. . droft 


an COMPANY 


SPONGE RUBBER 


for cushions gaskets... 


pera Saye FEderal 2-0441 Minneapolis 13, Minn. 
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years to your piping 





galions to your flow 


strength to an 
otherwise weak link 


BONNEY 
WELDOLETS 


to your piping drawings 
for all branch connections 


WELDOLET CONSTRUCTION NOZZLE WELD CONSTRUCTION 


compare 


A WEAK LINK 
A STRONG LINK for corrosion 
adds years external forces 
gallons internal pressure 
strength 
and assures a clean, properly fabricated 
and properly designed branch connection 


Labor costs are now at an all time high. 

Reevaluation of your piping costs will now 
reveal Weldolets 4” and smaller to be (BONNEY ) 
less costly to fabricate than unreinforced 
nozzle connections. In the field this is z 
also true of larger sizes and W re 
always more economical than branch THREDOLETS ® 


connections made by welding tees or SOCKOLETS ® 





reinforced nozzles. Weldolets are manufactured 
in all sizes from 36” and all weights from xxs, 
in carbon steel, stainless, alloy, wrought iron 


and non-ferrous metals. 


PENNSYLVANIA DIVISION 


BONNEY FORGE &@€ TOOL WORKS 
ALLENTOWN, PENNSYLVANIA Dept. F 
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You Said It 


Starts on page 





many of the truths in 


46 | 
ie “steps to successful 


g as psychology is consid 
1 science, so must salesmanship 
be considered a science, for selling 


be a 


ympasses psychology. To 
good salesman, a man must be a 
psvchologist; he must be enthusias 
tic; he must be a planner; and he 
must be well versed in his product 
and that, of course, is only part of 
what he must be 
We might concede that salesman 
ship is not an absolute science like 
mathematics but it is a science m 
sense that psychology or the 
i sciences ale 
lustrial selling will become con 
more difficult with the in 
g complexity of the products 
greater competition. If we 
to attract the caliber of men 
s required for this kind of sell 
we must accept the challenge 
| take selling from the hands of 
ymateur and order-taking sales 
ind gain recognition for our 
ofession-as one that is a science 
It is a profession that is more re 
warding than most, both in mone 
tarv and emotional compensation 
Ropert D. GAERTNER 
Sales Promotion Manager 
Rockford Tool & Transmission Co 


Non-Stock Items 


Cepar Rapips, lowa 
We have a problem. In our opera 
tion as an industrial supply house, 
we have a Buchan perpetual inven 
to indicate the amount of stock 
m hand, our cost and selling price, 
ver, and minimums and maxi 

for stock requirements 
Now here is our problem. We 
naturally can not stock all the items 
that our manufacturer has to offer, 
but we would like to have some sys 
tem in order to keep a record of 


Continued on page 1$ 





One more good reason why it pays to sell CHICAGO tasteners | 











“a 





Specialized technical service 
helps you clinch additional sales 


CHICAGO puts a staff of experienced technical problem-solvers 
at your disposal. Sometimes they can help you to make 


profitable sales other distributors can’t get close to. Continuing sales help. Fastener ex- 
perts selling with you and for you. 


These specialists work closely with you and your customer. Full protection on ell sales in your 
Often they can recommend a standard fastener instead of a territory. 

. . A complete fastener line... over 
costly, specially designed fastener. You make the sale, be- 4.000 ero ct wo sal ar AE Ary 
cause CHICAGO makes and stocks over 4,000 standard fastener Succes Geslemer pottesmenen. 
items—including cap screws and ‘“‘Safety-Plus” socket screw CHICAGO'S unique carbon restora- 

tion process and rigid quality con- 


products. Other times CHICAGO fastener experts find ways trol mahe it possible. 


for your customer to make a better product for less money. Fast service and delivery. 


’ . . 1: . Preferred by leading manufac- 
It’s plain to see that our specialized technical and metallur- eens: Gibdeatinnt Suisse. 


gical service is worth a great deal to you. One of many ex- Specialized engineering and metal- 
ceptional advantages you stand to gain. So write our Stand- lurgical service. 

ard Products Division today for complete details on the 

CHICAGO franchise—the most profitable in the industry. 


THE CHICAGO SCREW COMPANY 


DIVISION OF STANDARD SCREW COMPANY @ ESTABLISHED 1872 














2503 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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\ \e These are the 


OINTS 


to remember 






te Family of rotary cut- 


} 
(ME e _ ; a Secteue cel reliable source. 
— “ To -v meeet onpegyneA . 


2. Lower Tool Costsand Higher 
Production when you use “Standard” 
quality tools. 


3. Engineering Service is available 
to you at all times to help you get the 
most from your “‘Standard”’ tools. 


YOUR STANDARD TOOL DISTRIBUTOR 
STOCKS THE COMPLETE LINE 


Quality Toots Sinee (887) 





DARD |OOL (0. C 


3950 CHESTER AVENUE CLEVELAND 14, OHIO _— 


STAN 


FACTORY BRANCHES IN: NEW YORK « DETROIT © CHICAGO © DALLAS © SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores « Carbide Tools - Gages 




















The Maurey MULTIPLE 
V-Drive line includes 


FUL-GRIP Q-D sheaves... in 
complete stocks for A, B, C, and D 
sections 

STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 
MOR-GRIP Multi-V Belts in oll 
standard lengths in A, B, C, D and E 
sections 

MOR-GRIP V-Link Belting in A, B, and 
C sections 

Complete Multiple V-Drive Accessories 


the quality v-drives your 





The Maurey FHP 
V-Drive line includes 


Hi-Q bushed type and fixed bore 
type cast iron and pressed steel 
V-Pulleys . . . 

MOR-GRIP FHP V-belts, O, A and 


B sections in all standard lengths . . . 


Aerodynamically designed 
refrigeration fans and Fan 
V-pulleys . . . 
Interchangeable Bushings . . . 
Flexible Couplings . . . 
Complete V-Drive Accessories 














Variable Speed Transmissions 
provide infinite speed ranges up 

to 10 to 1. Installed on new or used 
drives in minimum space at 

minimum cost. 





customers want 


ce 1917 Maurey 


Industry knows Maurey oy. OEM standards. 


V-Drives have bee 


n meeting exacting 


auirey delivers both 


the cooperation you want... 


SERVICE... 


, 


% 


* 


Complete Maurey stocks strategically 
placed expedite delivery to your cus- 
tomer on every V-drive need from fhp 


to 600 hp. 


ENGINEERING HELP... 


The personal assistance of Maurey field 
engineers as well as the services of 
V-Drive specialists in the Maurey home 
office helps you with special V-drive 
problems 


SALES HELP... 
: COOPERATIVE PROTECTION ... 
The live leads produced by direct mail 


and publication advertising go to 
Maurey distributors. Your sales efforts 
are backed up by folders, booklets, 
brochures and catalogs which can be 
imprinted with your name. 


maurey | 
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By qualifying as an authorized distribu- 
tor of the complete Maurey line, you cre 
guaranteed full factory cooperation and 
protection. We shall be glad to give 
details on territories open. Write today 


manufacturing corporation 
2915 South Wabash Avenue, Chicago 16, Illinois 





ALLIGATOR V-BELT FASTENERS 





STRONG “a 


NATIONAL ADVERTISING 


Supports You... 
Over 5,000,000 Messages Annually 


FLEXCO and ALLIGATOR 


Belt Fasteners 








Vill factor 


souTHERs 


— 


36 leading national trade 

publications carry the story of 

FLEXCO and ALLIGATOR to industry 

—the best advertising support provided 

by a belt fastener manufacturer. 


FLEXCO and ALLIGATOR Belt Fasteners are 
consistently advertised to men who buy and 
use belts and belt fasteners . . . urging them 
to buy from their industrial supply house. 


FLEXCO and ALLIGATOR advertising is par- 
ticularly strong in the coal and metal mining 
fields as well as the vast construction market. 
FLEXCO and ALLIGATOR Conveyor and 
V-Belt Fastener advertising, in leading publi- 
cations throughout industry, is slanted to help 
you sell these leaders — the original quality 
belt fasteners. 
Sell FLEXCO and ALLIGATOR . the best 
known, the easiest to sell, the most profitable 
. the most complete line of quality bel 
fasteners in the field. 


FLEXCO FASTENERS 


FLEXCO HINGED FASTENERS 


FLEXIBLE STEEL LACING CO. 
4633 Lexington Street, Chicago 44, Illinois 
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You Said It 


(Starts on page 7 





movement on repeating, non-stock 
items. The reason, of course, 1s sim 
ple; if an item is turning over stead 
ily it should be added to our stock 

If this problem has come to your 
attention before, or if you , believe 
ny other industrial supplier might 
be able to give us an answer, we 


hearing 


would greatly appreciate 


from you. 
Ken May 
Buver 
Allen Supply Co., Inc 


@ We came up with several sugges- 
tions for Mr. May. How about you? 


Ceramic Tools 
Fort Wort, TEx 


| read your article on ceramic 
tools (“What You Should Know 
bout Ceramics,” p. 106) in the 
December issue and think it is an 
exceptionally good one 


We are 


information 


interested in obtaining 


ill the 


possible on 
eramic tools, and we would appre 
iate it very much if vou could give 
us a list of the present manufac 
turers so we may contact them 

Your cooperation in this matter 
s greatly appreciated 


Bu. Wes1 
Ihe Bauer Co 


® Actually all cutting tool manu- 
facturers are experimenting with 
ceramic tools. At the 1956 Machine 
lool Show, six American manufac- 
turers offered ceramic tool bits: 
Coralox by Adams Carbide Corp. 
Seramet by Vascoloy-Ramet Corp. 
Carboloy Department (now Met- 
allurgical Products Department) 
of General Electric Co. 
Stupakoff Division, Carborundum 
Co. 
Norton Co. 
Diamonite Division, U. S. Ce- 
ramic Tile Co. 
Sintox Corp. of America 























We know 
distributor 
© can offer § 


Sold Through Distributors Only 


t of User, distributor and 


through 
sales and engi 
through him, 


The entire story on O.8 distributor Policy js contained 


booklet, KEEPING FAITR We'll be glad to send you ag free 


Sopy, if you'll mail the Sovupon below 


a 


MANSFIELD 


Ohio Brass Company 
380 North Main Streer 
Mansfield, Ohio 


Please send me a free Copy of Keeping Faith 
Name Title 
Company 


Address 


7 
NUARY, 195 
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No matter how many cutting tools 
the “whole package” is available 


MORSE -FRANCHISED 


Take a close look at this set-up and you'll see 
these 7 tools: Center drill, cobalt drill, carbide 
core drill, facing and turning tool, roughing 
reamer, finishing reamer, tap. 

One man supplied all seven tools. And he, of 
course, is the Morse-Franchised Distributor . . . 
the only source for all the varied requirements 
of a complete tooling job like this. And the job 
is protected . . . results insured . . . by Morse 
Quality in every single tool. How are your cut- 


ting tool sales . . . the most? 


MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASS. 
Subsidiary of VAN NORMAN INDUSTRIES, INC. 
Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 
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in a set-up... 
from the 


- DISTRIBUTOR 





Examine these close-ups carefully. They show several important points. 


First, they indicate that Nicholson-made files are available in the widest spectrum 
of cuts. The cross section at left is magnified from our X. F. (Extra Fine) Swiss Pat- 
tern Square Handle Needle file, Cut No. 6, the finest cut we make. Our X. F. files 
are primarily finishing tools, used by tool and die makers, delicate instrument parts 
finishers and jewelers. And there are seven degrees of fineness instead of the three 
found in conventional American pattern files. 3 


The section at right is from our 18-inch Flat Bastard file. This rugged tool is used 
by machinists, ship and engine builders, repair men—any worker who wants to take 
off a lot of metal in a little time. 
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Secondly, notice the uniformity of tooth structure. It’s just as perfect in the fine 
Swiss F>** 4 cut as it is in the big Flat Bastard. That means topnotch workman- 
*"_ .y Micholson ... and topnotch work in your customers’ shops. 


Remind Your Customers to Specify Nicholson or Black Diamond Files 


oe NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND a 
(In Canada Nicholson File Company of Canada Lid Port Hope. Ontario) 


WORLD'S FOREMOST MANUFACTURER OF FILES FOR EVERY PURPOSE 
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“DAYTON’S COMPLETE LINE 


“That’s what we learned to our profit,” says George E. Phillips, 
President of Grand Rapids Belting Co., Grand Rapids, Mich. 


“Two important advantages made us swing to Dayton. 

1) Our salesmen reported that more and more of their 
customers were switching to Dayton Cog-Belts* and 
Dayton Variable Speed Belts— and we wanted that 
business! (2) We were having our sales territory 
whittled away by over-distribution. That can’t happen 
with Dayton’s Selective Franchise. With Dayton, we 
can count on increasing sales for years to come and 
plan the future with confidence. 

“Our customers gained, too, because they were 
already sold on Dayton quality. What surprised us 





was the effectiveness of Dayton Cog-Belts in clinch- 
ing sales. We sold one customer who was so pleased 
that > installed Dayton Cog-Belts on every drive. 

“Another important point—Roy Hayes, our Sales 
Manager, tells me he gets real cooperation from the 
Dayton representatives. They’ve helped him build a 
sound, high-volume sales program accompanying 
the salesman on demonstrations, helping set up a Pre- 
ventive Maintenance Program, and giving factory 
assistance on the really tough installations. That’s real 


teamwork an 1ade a big difference in our sales!” 








CLINCHES NEW ACCOUNTS!” 


“Dayton Cog-Belts are open- 
ing new doors for us.’’— 
George E. Phillips, President 
of Grand Rapids Belting Co. 


ve s ippl ed the beltir g 


sal Crs iP, ; a f . 
trial Grand Rap ds area for ov 


ffices and warehouse sh 


Ww 


a 

“You've got a powerful sales tool when the customer can 
right into’ the Dayton Cog-Belt and realize for himself why 
its molded construction is superior. Standing behind me are, 
left to right, Roy Hayes, Sales Manager, and Donald M. Collins, 
of the Grand Rapids Belting Co.; Ross Annatoyn and John 
Sly of Dayton.” 


“It’s reassuring to customers like Dan Van Hetener when they 
see the Dayton representative backing us up on installations 
like this ‘V-flat’ drive. 


Dayton Auwbbex 


World’s Largest Manufacturer of V-Belts 


” 


Write today for specific information about 
a Dayton Selective Franchise in your area. 


The Dayton Rubber Co., Industrial Replacement Division 
Dayton 1, Ohio 


"TM 





to bring you NEW business! 


Now—with these new “Light-Heavy- 
weights"’ to make the famous Walker- 
Turner line even more complete, you 
have big new profit opportunities. 


Now you can give buyers the finest 
engineered, most accurate grinders ever 
made! Every model in the line offers the 
features your customers want—low ini- 
tial cost, precision performance, rugged 


Amencan 


construction, and advanced safety fea- 
tures. Walker-Turner Grinders and ac- 
cessories mean expanded markets and 
increased sales for you. 

These new grinders are only one 
example of the big things to come from 
Walker-Turner. If you are not now sell- 
ing Walker-Turner tools, write us to 
learn if a distributorship is available in 
your area. 


To pre-sell prospects in your area, dominant color advertisements 
on Walker-Turner Grinders will appear in leading trade publi- 
cations. These grinders in your display will mean business for you 


A market in every plant that uses 
carbide-tipped cutting tools. Vi- 
bration-free operation assures true 
grinding. Tables tilt to permit wet 
or dry grinding at any angle. 


. . . has strong, pressed steel cabinet, 


removable filter, 


enclosed Ys H.P. 


motor and fan that moves 350 cubic feet 
of air per minute. Unit is compact and 
portable. Tremendous sales appeal in 


every plant. 
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A complete line of ‘‘Light-Heavyweight”’ 


for every precision grinding application 


Sell it as a big capacity grinder thot 
offers your customers the extra ability 
to do chip-breaker and tool and cutter 
grinding, all with maximum accuracy at 
low cost. 


. combines positive accuracy with ad- 
vanced safety features—dual shatter- 
proof-glass eye shields, engineered wheel 
guards, dust chutes, removable steel side 
plates, and adjustable spark deflectors. 


. . « takes up minimum space. Sell it in every 
shop for grinding, polishing, and buffing. Bal- 
anced grinding wheels and precision ground 
shaft provide smooth, accurate performance. 


DIVISION 


Rockwell Manufacturing Company « Pittsburgh 8, Pa. 
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NOW or longer, faster action 


Ta heavy-duty rot alalei ial: iar 


fe) \| >) 


(CW IL BOND 


of IL Bond gives a distinctly different grinding action—cutting 
\ rate is increased without affecting wheel life. If your present cutting 
rate is satisfactory IL Bond in harder grade will give longer 
life. If your present wheel life is satisfactory IL Bond in same grade 


et 7 ~ will increase cutting action. Write for descriptive bulletin. 








6, 





What goes in 


', Makes a BIG difference here! 





CA YOUR SIMONDS SIMONDS ABRASIVE COMPANY 


DISTRIBUTOR 
Tacony & Fraley Sts., Philadelphia 37, Pa. 


— DIVISION OF SIMONDS SAW AND STEEL CO 


LOCAL STOCK 
FAST SERVICE BRANCH WAREHOUSES: BOSTON, DETROIT, CHICAGO, LOS ANGELES, SAN FRANCISCO, PORTLAND 














eS 


the fast cutting 
Toi ife) samme) mr | 
softer grade SIMONDS 


| ABRASivE C0.) 


Alisa m isle lela s) 
life of a | 
hard wheel 





DISTRIBUTORS! Your customers are currently seeing this 


advertisement on Simonds new IL Bond. New resinoid bond 
provides internal lubricant for greater cutting action. Get f 
set to meet demands of steel mills, foundries and industry 


generally with Simonds snagging wheels with the new IL Bond. 


f 








, Sei: 


SIMONDS senna al 


metal to metal fit on mount- 
| ABRASIVE co. palpcenranatitics 
— —_— Simonds Abrasive exclusive. 


ey Pcie) fem.) 4 4 


with VOW IL BOND 











BOSTON 


goes all out for distributors 


On-the-spot service from the home office can 
often clinch an important sale. Here, left, 
Linwood F. Perkins, President, Henry Walke 
Co., Norfolk, Va., confers with James N. 
Mason, Executive Vice President of Boston 
Woven Hose & Rubber Company. 
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BOSTON puts itself 
in your shoes! 


BOSTON knows how to cooperate . . . how to stand in your shoes and 
think of your interests. We work closely with our distributors to give you 
faster action . . . speedier decisions . . . more authoritative technical help. 
We know that helping you to prosper with the BOSTON line is the 
best thing that can happen to either of us! 


The BOSTON MAN 
' BOSTON WOVEN HOSE & RUBBER COMPANY 
7° rency BOSTO BOSTON 3, MASSACHUSETTS 


to serve you Specialists in Industrial Rubber Products 


INDUSTRIAL HOSE e BELTING e V-BELTS @e MATTING e PACKING e TAPE 
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Build sales, build profits on 
Darts, greatest name in Unions! 
Build your sales on the Dart 
GUARANTEE: “If one should 
leak through, we will give you 
two” — that has backed each and 
every Dart Union for over 55 years 
and assures that your customers 
get drip-tight, leak-proof seals. 

Sell the outstanding Dart con- 
struction features: Two bronze- 
to-bronze seats ground to a true 
ball and socket joint, mounted in 
practically indestructible malle- 
able iron bodies. Darts spherically 
true ball joint will make a tight 
seal time and again without jam- 
ming — Darts can be used over 
and over again. 

Build your profits on the Dart 
Bonus Union to earn the extra 
profits that result from the steady 
repeat business coming from satis- 
fied customers — Dart customers. 
You bank more with the very fair 
profit margin that the Darts carry. 


YOUR SALES LEADER OF THE MONT 


Darts are another reason why it pays to making Dart Unions your Sales Leader for 
sell Fairbanks products. Darts, like all this month. Take advantage of the interest 
Fairbanks products, are needed in every created in Darts by Fairbanks national] ad- 
plant and commercial enterprise in your ter- vertising campaign and direct mail program 
ritory. They have the extra sales features to win new customers and re-sell the old. 
that make them easy to sell and open doors Working together we will build-up your 
for the sale of all Fairbanks products. sales — your profits — through Darts. 
Build-up your business on a firm basis by 


Lge é 
THE FAIRBANKS COMPANY 


Executive Office: 393 Lafayette Street, New York 3, New York 
Valves ¢ Dart Unions ¢ Trucks ¢ Casters * Wheels 
520 Atlantic Avenue 393 Lafayette Street 15 Stanwix Street 202 Division Street 
Boston 10, Mass. New York 3, New York Pittsburgh 22, Pa. Rome, Ga. 
Factories — Binghamton, N. Y. and Rome, Ga. 
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if you can’t get it... 


an Francisco 


@ Parilene 


Odessa 


you can’t sell it! 


%, Louis , ee 


? 
St. Joseph 


Charleston 


Memphis adenedt 


Prutso 


New Orleans@~ 


Houstont 


23 WIRECO warehowses have it! 


when you need it. . . Delivery is no problem 
when you use the facilities of these 23 fully 
stocked Wireco Warehouses! Your wire rope 
needs are ready now for shipment! Make your 
sales in the knowledge that promised shipping 
And when your customer 


knows that he gets what he needs, when he needs 


dates will be met! 


it, the selling is easy! 


how you need it. . . Wireco saves you capi- 
tal, space and manpower by maintaining your 
Benefit by this complete network of 
Wireco Warehouses! 

Write for FREE Information! 


WIRE ROPE 
CORPORATION of AMERICA 


St. Joseph Missouri 


Telephone 3-0287 


wire rope inventory for you! You make the 
sale; then contact your Wireco Warehouseman! 
He'll tailor the order to your specific ations and 
your customers needs—any size, any length for 


any job—then ship it immediately! 


where you need it . Wireco Warehouses 
are strategically located to serve you and your 
Regardless of how decentralized the 
operation may be, there is a Wireco Warehouse 


customer! 


nearby to insure fast, efficient service—and to 


save freight costs! 


___Send full information 


—___—_Have representative call 


Address 


INDUSTRIAL DISTRIBUTION ¢ JANUARY, 1957 





RIMCeT 


~ tele 
WE'LL ADVERTISE NATIONALLY. In 1957, SPS ads will appear in all 
these magazines—and more. Over 11,000,000 individual sales talks 
will presell your customers and prospects on SPS products. Free of 
charge, we'll supply you with ad reprints and electros for reprinting our 
ads in publications in your own area. And we'll back up our publication 
advertising with our own direct-mail campaigns. 


sy 


WE'LL MAKE NEWS. Stories and articles about SPS and its products 
will appear regularly in trade journals and newspapers all over the 
country. News items about SPS activities, research programs, and new 
products back up advertising campaigns, interest new customers in 
SPS products, and help keep old customers sold 


WE'LL SUPPLY DIRECT SALES HELP. SPS salesmen, located 
at strategic points all over the country, will help you solve 
your customers’ problems. They'll work directly with you and 
your salesmen in developing new customers for SPS products 


and new business for you 





WE'LL SUPPLY PROMOTIONAL MATERIAL. We'll send you catalogs, —naAnlL 
booklets, direct-mail pieces, giveaways to help you get new business, UNBRAKO SOCKET SCREW PRODUCTS 
keep your present customers supplied with up-to-date information ee 
about our products 





34 INDUSTRIAL DISTRIBUTION ¢ JANUARY, 1957 





WE'LL TRAIN YOUR SALESMEN. The SPS program for training 
distributor salesmen ranks among the finest of its type in the 
Your men can gain a thorough knowledge of SPS products 
‘re made that will help them sell most effectively 


industry 


and how they 


HELP YOU SELL IN ‘57 


Integrated, overall campaign 
backs up your own sales program 


Sales and advertising go hand in hand. Our sales, advertising, 
sales promotion, and public relations programs form an integrated 
overall campaign with one purpose—to help you sell. Our °57 
campaign will be bigger and more inclusive than ever before. 

Developing ways to help our distributors sell is not restricted 
to our thinking in advertising alone. We've initiated new methods 
of order handling and billing, warehousing and packaging, to 
get our products to you when, where and how you want them 
with no lost time or motion. 

Our most important responsibility to you is to keep on pro- 
viding you with the finest in threaded industrial fasteners and shop 
equipment. In °57, as in the past, our research and development 
program will continue to work toward making our present products 
even finer—and to bring out new ones for you to sell. 

We'll keep giving you excellent products, improving them 
where it is humanly possible—and.back them up by a greater 
volume of national advertising that will make it easier for you to 
sell them. Results to you: more sales and more profits—in °57 and in 
the years tocome. STANDARD PRESSED STEEL Co., Jenkintown 13, Pa. 


‘WE'LL EXHIBIT IN TRADE SHOWS. In 
1956 many exhibits like this one demon- 
features of SPS products 
potential ct 
come in °57. And 
send exhibits for your own 
shows. For information, contact George 
Somes, Sales Promotion Manager 


strated the key 
to thousands of 
More will 


you 


stomers 
we tl Bia Hy 


local 


AND WE'LL BOOST YOUR SERVICES and the distribu 
system with advertising and promotional material like this ac 
which appeared last year in national purchasing magazine 


STANDARD PRESSED STEEL CO. 





cee et 
MALLOWELL 
em 


Teena 
FLEXELOC | stir-tockine nurs SHOP EQUIPMENT 
a 


GSEL-LOK spring pins 


JENKINTOWN PENNSYLVANIA 
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MIDDLEWEIGHT CHAMP 


rHe AMERICAN 
Safwey 


PORTABLE 
ELEVATING 
TRUCK 


MORE "MIDDLEWEIGHT" MOVING... 
MORE EASILY... AT LESS COST... 


Here, at last, is the ultimate in modern, efficient 
moving and lifting of middleweight loads . . . yours 
at a fraction of the original and upkeep costs of 
fully-motorized lift trucks. 


With on American Safeway Portable Elevating 
Truck, one mon can do the work of many on loads 
up to 1,500 Ibs. Operating expenses are for lower, 
no fuel to buy, no gasoline pumps to install, no 
costly battery rechargers. No expensive operators, 
because onyone can run an American Safeway! Best 
of all, the work gets done faster and more efficiently 
than ever before. 


Each of the 21 versatile models of this great new line 
hondles easily—manevuvers in narrow spaces like 
the Chomp thot it is. They're available now with 
pedal-operated or battery-powered lift mechanism, 
straddle or non-straddle design, with fork, plat- 
form, or drum-stacker hoisting device. 

Call your American Pulley representative today! 


Write for Catalog HE-56 


. : 
Prod ucts OT 


1957 











LOAD- 
VEYORS 


AND AMERICAN'S NEW LOAD-LIFTS 
FOR SKIDS AND PALLETS... 
LOAD-VEYOR GRAVITY CONVEYORS 


Now, from the same source as world-famous American Pressed- “tig, ora 
Stee! Hand Trucks and Portable Elevating Trucks come these three —— 
new devices to help you speed your middleweight moving. ) 


AMERICAN SKID LOAD-LIFT 

TRUCK—No more flying hon- 

dies because there is no me- 

chanical or hydraulic connection 

between the pulling nandle and AM ER ICAN 
the lifting mechanism. Stroight- 

line, double-acting power- p. 

strokes. Only 30 pounds effort LOAD VEYORS 
on the lift-hondle required. 

Smooth rounded corners, and 

cargo deck combine with orc- 

welded frame to give simplicity 

and safety when handling loads 

vp to three tons. 


American Load-Veyors combine 


greater strength with ghtest 
weight to provide a gravity whee 
conveyor with on exclusive zig 
zag grid comstruction which offers 
AMERICAN PALLET LOAD-LIFT TRUCK —Sizes to maximum wheel support. The side 
handle single or double-faced pallets with loads up to rail arrangement enables you to 
6,000 pounds. The forks enter and leave the pollet move large packages on one side 
easily. Large-diameter front wheels and close-centered jl and by inverting each section 
tandem-articulated rear wheels roll easily and cross small packages may be moved 
over floor obstructions. Truck can not be cornered; will : within the side-rails, eliminating 
lift wherever a man can stand; only 30 pounds “Ne, : danger of fall-off 
effort required. 


The Cmerican Valley Company 


PHILADELPHIA 29, PENNSYLVANIA 


Write for Catalog HM-56 


Pr 
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Inside Story on 
POWELL GATE VALVES 


Gate Valves may appear similar on the outside. But their 
performance may be quite another story -—— for there can 
be a big difference in the metal, in design and in 
manufacture. And the inside story on Powell Gate 

Valves is that every valve has PERFORMANCE VERIFIED. 


LD dd Add de i et, 


Because of Powell's painstaking quality 
control, plant shutdown through valve failure 
is practically unknown. Records from refiner- 
ies, power and industrial plants the world 
over prove it. 


FIG. 1793 -- FIG. 3003 (Sectional) 
Iron Body Steel Gate Valve for 
Bronze Mounted 300 Pounds W.S.P. 
"Model Star" 
Gate Valve for 
125 Pounds 
7.3.?P. 


FIG. 500 -—— Bronze 
Screwed-in Bonnet | | 
Gate Valve for 125 


Pounds W.S.P. 


The Wm. Powell Company, Cincinnati 22, Ohio... 111th YVEAR nan! 


i 4 


1 ec Sw eS a tn — . o— 


POWELL VALVES 


BRONZE. IRON, STEEL AND CORROSION RESISTANT VALVES 
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HELLER 
Uimeican-Swita 


ROUND HANDLE 


NEEDLE FILES 


NAMA Ligs CS. 
SS WEW? 


a complete 
set in this HELLER TOOL Co. 
compact 
carrying case 
FIRM GRIP HANDLE } 
For die makers and other tine tool mak- 
ers. Twelve different shapes, each with 


long knurled handle for firm grip. All are 
double cut. 


Also made in Square Handle Needle 


HELLER (Escapement) 5'/2" size only—cuts 0-2-4-6 
‘Swiss’ nucur® 


FAMOUS BRANDS MADE BY H E LLE R T Oo Oo L Cc Oo . 


Subsidiary of Simonds Saw and Steel Co. 





America's Oldest File Manufacturer 


BRANCH OFFICES... New York © Chicago © Detroit © Los Angeles NEWCOMERSTOWN, OHIO 
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THESE BETTER PRODUCTS ARE 


®& 


> Zs 
\ Yifa 


a 


~ 


COLD FINISHED BARS—supplied in rounds, squares, hexes, flats and special = FLEXIBLE PLASTIC PIPE—for lawn sprinkling, irrigation, industrial uses. Sup- 
sections in standard and special stee! analyses. plied coiled from 2" thru 3” dia. In straight lengths in 4” and 6” dia. Plus 


@ complete line of fittings and clamps. 


REPUBLIC 


Woldi Widest Range of, Standard, Stecle 
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Bott Producta build, Bettor Propits...soll, Republic 


BOLTS and NUTS 


In order to protect the most vital segment of 
your profit potential, repeat-sales, you can’t afford 
to sell anything less than top-quality merchandise. 
And when a product is superior in every way— 
quality, packaging, selling aids and pre-selling— 
you can be sure it will be your best profit-producer 
in the long run. 


suited to the application his customer has in mind. 
Retail prices are clearly shown for all available 
fasteners. 

Extra services like this sales aid — topnotch 
product quality control from raw ore to finished 
fastener—convenient, spill-proof packaging plus 
high visibility labels—pre-selling of Republic's 


name and reputation—all of these elements com- 
bine to make Republic Bolts and Nuts your best- 
selling fasteners. 


These are the reasons it will pay you to stock 
and sell Republic Bolts and Nuts. 


For example, Republic has pre- 
pared the Bolt and Nut Price 
Finder, shown on the opposite 
page, for you to give to your 
retail hardware customers. Hung 
in a convenient location in his 
store, it makes possible a quick 
selection of the type and size best 


Make a check today on the balance of your 
present stock. Then call your Republic represent- 
ative and order the items you need. And when 
you do, ask him for a supply of Republic Bolt and 
Nut Price Finders. 


For complete information on Republic Bolts 
and Nuts, mail the coupon. 


sh. igh 


BUILDERS, 


a 


STEEL SHEETS—for o wide variety of fabricating or 
repoir applications. Available in ENDURO” Stain- 
less Steel, Electro Paintiok ", Continuous Galvanized 
— steel or copper-stee!l bose, Galvonnecied — 
steel or copper-stee! bose 


REPUBLIC STEEL CORPORATION 
Dept. C-2997-A 
3156 East 45th Street, Cleveland 27, Ohio 


Please send more information on: 


ROOF DRAINAGE PRODUCTS—c complete line 
that’s competitively priced ond ready to use. 
These high-quality products are available in gal- 
vanized steel and ENDURO® Stainless Steel. 


CHAIN PRODUCTS— include all types of welded 
and weldiess chain, chain slings and accessories for 
home, farm, product or production use. Intelligent 
packaging and labeling speeds handling and 
identification. 


STEEL 


and, Stack Producla” 


C) Fasteners 


0 Chain Products ) Flexible Plastic Pipe 


0 Roof Drainage Products Steel Sheets 


Name 
Company 
Address___ 


— State 


wore ee EE Ee EE 
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How many sight glass sales did you make last year? 


If your sales of sight glasses weren't substantial, you lost out on some prof- 
itable business . . . and a chance to build some good will for yourself. 


It’s true, sight glass sales are not big 
sales, but they’re an extra item for 
profit on many of your orders. More 
important, sight glasses are vital to the 
operation of more and more equip- 
ment every day. Costly down time, 
because the right sight glass is not 
available, builds good will for no one. 
So why not stock them? Let your cus- 
tomers know you have them. 
Wherever someone must see what’s 
happening during a processing opera- 


tion, there’s a place for a sight glass 


and a potential sale for you. PYREx 
brand Sight Glasses are used for ov- 
ens, absorption columns, reaction ket- 
tles, furnaces, pressure vessels, evap- 
orators, stills, processing tanks 
wherever thermal endurance, chemi- 
cal stability, and transparency are im- 
portant . . . for all pressures up to 300 
psi, and temperatures up to 500° I 
Write for descriptive Pyrex Sight 
Glass Bulletin EB-20 . 
nearest Corning Warehouse Distribu- 


. or call your 


tor. 


Corning Stock Warehousing Distributors 


American Packing & Gasket Co., Ltd. 
Houston 1,Texas 


Cincinnati Gasket, Packing & Mfg., Inc. 


Cincinnati 10, Ohio 
Diamond Industrial Glass 
Philadelphia 6, Pa 

Fred S. Hickey Corporation 
Chicago 44, Illinois 
Hobelmann & Co., Inc. 
San Francisco 3, California 
James Morrison Brass Mfg. Co., Ltd. 
Toronto 1, Canada 

H. J. Murray & Co. 

New York 7, N. Y 
Stemmerich Supply, Inc. 

St. Louis 4, Missouri 

Swift Lubricator Co. 

Boston, Mass 

Swift Lubricator Co. 

Elmira, N. ¥ 

Warren & Bailey Co. 

Los Angeles 22, Calif 


y! CORNING GLASS WORKS, CORNING, N.Y. 
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why sell 
inferior 
“Knuckle-Buster” tools? 


For Safety's Sake—Sell Bonney | 


Strength and precision fit! That’s the 
popularity secret of fine Bonney tools. 
Experienced machinists and mechanics 
have found that Bonney tools help avoid 
dangerous accidents—cracked knuckles— 
lost time on the job. 

That’s why you can count on a warm 
welcome when you carry the complete line 
of Bonney tools. In the automotive, avia- 
tion, construction, railroad, refrigeration, 
shipbuilding fields . . . throughout general 
industry ... Bonney tools rate tops for 
practically every job. 

Bonney tools are consistently adver- 
tised in the magazines your customers 
read. So, take advantage of Bonney qual- 
ity, wide acceptance, promotion—stock 
and sell Bonney tools Now! Write us for 


a “run-down” on why Bonney’s best. 


Bonney is fully equipped to design and manufacture special tools to 
meet most customer specifications. Write us about any tool problem. 


BONNEY FORGE & TOOL WORKS « ALLIANCE, OHIO 
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HEWITT-ROBINS SERVES 


Industrial distributors know that success depends upon the abil- 
ity to render fast, efficient service—whether the customer wants ° 
to know the best belt for his job or needs a length of air hose. 

Hewitt-Robins helps its distributors provide such service. Its 
factory-trained field engineers in 42 strategically-located sales 
offices are always ready to help distributors’ salesmen in solving 
technical problems. And 9 Hewitt-Robins warehouses maintain 
comprehensive stocks of belting and industrial rubber hose to 
back up distributor stocks assuring customers of prompt de- 
livery. 

This service plus—Hewitt-Robins consistent advertising in 
business and industrial magazines . . . its distributor sales pro- 
motion material . . . and its distributor training programs—are 
all designed to help distributors build more profitable sales. 








% REGIONAL OFFICES @ SALES OFFICES 
New York, N. Y. ALABAMA, Birmingham MISSOURI, Kansas City, St. Louis 
Chicago, lil. ARIZONA, Phoenix NEW YORK, Buffalo, Kinderhook, New York 
Houston, Texas CAUFORNIA, Los Angeles, San Francisco NORTH CAROLINA, Charlotte 
Los Angeles, Calif. COLORADO, Denver OHIO, Cleveland, Columbus, Toledo 
CONNECTICUT, West Hartford OKLAHOMA, Tulsa 
@ WAREHOUSES FLORIDA, Jacksonville OREGON, Portland 
ALABAMA, Birmingham GEORGIA, Atlanta PENNSYLVANIA, Philadelphia, Pittsburgh 
CALIFORNIA, Los Angeles ILLINOIS, Chicago TENNESSEE, Knoxville, Memphis 
COLORADO, Denver INDIANA, Indianapolis TEXAS, Dallas, Houston, San Antonio 
ILLINOIS, Chicago KENTUCKY, Louisville UTAH, Salt Lake City 
MASSACHUSETTS, Boston LOUISIANA, New Orleans, Shreveport VIRGINIA, Richmond 
NEW YORK, Buffalo MARYLAND, Baltimore WASHINGTON, Secttle 
NORTH CAROLINA, Charlotte MASSACHUSETTS, Boston WEST VIRGINIA, Charleston, Fairmont 
PENNSYLVANIA, Philadelphia MICHIGAN, Detroit WISCONSIN, Milwaukee 
TEXAS, Dallas, Houston MINNESOTA, Hibbing, Minneapolis 
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WHERE YOU SELL 


FOR SERVICE AND INFORMATION 
ON BELTING AND HOSE 
| | CALL YOUR LOCAL HEWITT-ROBINS 
DISTRIBUTOR SPOTLIGHT | | INDUSTRIAL SUPPLY DISTRIBUTOR 
This notice appears in every advertisement of our Indus- | LISTED IN THE “YELLOW PAGES” 
trial Rubber Products Division to direct readers to your - 


D1 ) ~<fad) _—e, 
listing in the local classified telephone directory. a 
HEWITT-ROBINS, STAMFORD, CONNECTICUT Z) 
a 
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IF YOU HAVEN'T TESTED 
WHITMAN & BARNES DRILLS 


"4 7 te 
You Have Not Exhausted 


All The Possibilities 


. 


Of Cost Saving! 


“ 


} 


<a 


y oy /] 


‘| Here's A Tip From 
4 


P'S 8 8 -> 4 


For the best 

in service 

—call your 
W&B distributor 
today! * 





DRILLS 
and 
REAMERS 


WHITMAN s BRRMES 


TO: ALL W&B DISTRIBUTORS 


SUBJECT: STRONGER 
SALES HELP IN 1957 


This is the first ad of the 1957 
Whitman & Barnes national 
tradepaper program . . . a pro- 
gram specifically designed to 
help and support your sales 
efforts 

First, these ads will feature the 
availability of off-the-shelf 
standards from your organi- 
zation 

Second, every ad will promote 
you as THE source for indus- 
trial tools and supplies. 

Third, a new cartoon character 


“Whitby” 
every ad to visually attract 


will appear in 


attention to our promotion of 


your organization 


Fourth, the advertising themes 
in each ad will be more thought- 
provoking and more attention 
getting thus assuring better 
readership and better results. 


During 1957 you will receive 
even stronger sales and sales 
promotion support from 
Whitman & Barnes. There will 
be more mailers sent out, more 
hand-out flyers and stronger 
distributor publicity support. 


In addition, you will continue 
to be backed in your sales 
efforts by literature, catalogs, 
charts, signs, decals, exhibits 
and displays for distributor use 
and furnished by Whitman & 
Barnes. 


WHITMAN & BARNES 


“Makers of Fine Tools Since 1848” 
40000 PLYMOUTH ROAD 


_ 40010 PLYMOUTH ROAD + PLYMOUTH, MICHIGAN 


PLYMOUTH, MICHIGAN 


NEW YORK . CHICAGO * LOS ANGELES . ' aan 
z “Sy NEW YORK CHICAGO «+ LOS ANGELES 
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-» WITH LENOX MO-SPEED,; 
POWER HACK SAW BLADES 


" 


Here is a power hack saw blade that can take it! 
Power-packed steel, tough-wearing teeth, and straight- 
cutting performance gives you increased production 


rates with minute tolerances. 


Made of the finest high-speed steel, the LENOX 
Mo-Speed: bites into the toughest materials, takes full- 
rounded chips, eats through hard spots. You'll 

spend less time changing blades, get straighter cuts, and 
boost cutting records when you, switch to Mo-Speed. 


There are three types of LENOX power blades 
designed to fit your particular cutting needs. Call or 


write today for full information. 


AMERICAN SAW & MFG. COMPANY 


SPRINGFIELO, MASSACHUSETTS « UU. S.A. 





RBaW FASTENERS - 57/007 


48 


BsW breaks the ‘speed limit’ 
on bolt and nut shipments 


And that’s 
distributors prefer to do business with us. 
Russell, Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, New York. 


1 aed WORKING to hasten orders at RB&W is 
a speedy, new conveyor system. Demand for 
RB&W fasteners had grown so fast, in such 
volume, that handling-capacity had to be ex- 
panded to keep up with delivery schedules. This 
installation did it. Bolt and nut traffic is mov- 
ing faster than ever before. 

Prompt deliveries depend also on the inven- 
tories that back them up. That’s why RB&W 
maintains vast warehouses of fastener stocks 

. also gears its production to make sure that 
the “standards” you’ll need will be on hand 
when you want them. 

Takes a lot of doing, sometimes .. . consider- 
ing we make some 250,000 different fastener 
types and sizes. But modern equipment, plus 
foresighted production runs assure a most reli- 
able source of supply and shipments as fast as 
we can make them. 
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still another reason why so many 


\ 
& 


T11th year 


Plants at: Port Chester, N. ¥.; Coraopolis, Pa.; Rock Falls, Ilt.; 
Los Angeles, Calif. Additional sales offices at: Ardmore 
(Phila.), Pa.; Pittsburgh; Detroit; Chicago; Dallas; San Fran- 
cisco, Sales agents at: Milwavkee; New Orleans; Denver; 
Distributors from coast to coast. 


1957 





Point of any assembly 












DEPENDABLE 


FORGED STEEL FITTINGS 


FOR ALL HIGH PRESSURE INSTALLATIONS 


EXTRA HEAVY 
STANDARD 250+ UNIONS NIPPLES NO RECESS 
COUPLINGS COUPLINGS 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 





QUALITY xcees 


USERS SOLD ON 


MILWAUKEE 
INDUSTRIAL 
BRUSHES 


® Making satisfied customers now is the best kind 
of insurance for future business. The answer to that 
is quality. Therefore the logical thing to do is to sell 
quality and you do that when you sell Milwaukee 
Industrial Brushes. 


To establish yourself as a depend- 
able source of supply we are organ- 
ized to give you a service that is 
complete in every detail. Our job is 
to see that you are supplied promptly 
and that you sell the quality that 
promotes sales. 


Your sales job is simplified through a service 
complete in every respect. 


More than 40 years serving industrial distributors 
with top quality. 


Here is the brush line for every industrial require- 
ment. 


From receipt of order we work to smooth the dis- 
tributors sales job. 


Repeat orders of any quantity are exactly the 
same as initial orders. 


Lay your problem in our lap and we will have 
the right answer for you. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


WRITE FOR 
DESCRIPTIVE 
LITERATURE 
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Tops for Taps... 
isa 


Sacobs 


CHUCK 


Jacobs and your industrial supply distributor are 
ready to deliver the chucks you need and the serv- 
ice you deserve. First in chucks ... first in service. 

THE JACOBS MANUFACTURING COMPANY e WEST HARTFORD, CONN. 


a" 


ir 
, 


U 


The Jacobs Model 91 The Jacobs Rubber- The Jacobs Model 96 The Jacobs Ball Bear The Jacobs Plain Bear The Jacobs Impact Key- 
Spindle Nose Collet Fiex® Tap Chuck for Collet Chuck for grind ing Super Chuck for ing Chuck for drill less Chuck especially 
Chuck for tool room tapping heads and im- ing machines, millers heavy duty and pre- presses, portable elec designed for the air- 
and engine lathes. pact tools. ond jig-borers. cision industrial use tric and air tools croft industry 





MEET THOR’S 12 MILLION SALESMEN 


building portable electric tool sales for you! 


BIGGEST THOR ADVERTISING CAMPAIGN EVER! 


Thor’s 1957 campaign is bigger and better than the record smashing campaign in '56. Spear- 
heading Thor's 1957 push are the Saturday Evening Post, Life, and Popular Mechanics. 


Mivetresl-(MelMi- Meh MEM Mu eu Me-tele |e Mel Mitt Muleleler4 Mel hme mgs alam ee Mie mies em 


Thor industrial advertising upped in ’57, too! 


Powerful Thor advertisements, appearing regularly in these magazines, talk directly to your 
customer, create interest in electric power tools, pave the way to bigger, easier sales. 


Founpry MACHINERY 
—— Mobdern ; 
RAliroap; 


Factory M 9 t & Maint 





e « Industrial Equipment News « Mill & Factory « New Equipment Digest » Buyers Purchasing Digest 
Purchasing « American Machinist « Automotive industries « Foundry « Machinery « Machine & Tool Blue Book « Modern Machine Shop 
Production « Tooling & Production « Modern Railroads « The Pocket List of Railroad Officials « 


Railway Locomotives & Cars 
Industry & Welding « Wood Working Digest + Heating, Piping & Air Conditioning » American Builder 


e Practical Builder * Masonry Building 
Building Products *« Construction Methods & Equipment 


These powerful Thor salesmen-in-print mean Thor is the line to 
stock—Thor is the line to sell—Thor is the line for bigger profits. 
Thor Power Tool Company, Aurora, Illinois. 


— 


"1, — ee nC\ cs <a 4 
ex mor ne ibe we 


THOR. ELECTRIC : uo THOR 
aaa ® 
IMPACT WRENCHES ELECTRIC nani 


THOR ELECTRIC SAWS P44 SANDERS 


aq ee 2% aE = 


NM) 
- 


wu 


THOR #15 
THOR ELECTRIC ee 


moa. ee ELECTRIC ee THOR POWER TOOL COMPANY 


GRINDERS AIR HAMMER 


Branches in all principal cities 
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it’s easier to SELL 


CAPEWELL tools are top quality, made by a company with 75 
years of metalworking experience. 

CAPEWELL products are pre-sold through a consistent notional 
advertising program in the leading trade magazines. 

CAPEWELL provides you with tested sales aids to stimulate your 
sales force. 

CAPEWELL Sales Engineers all over the country are actively work- 
ing in your behalf. 

CAPEWELL's policy of selective distribution means protected saies 
and protected profits for every Capewell distributor. 


CAPEWELL's liberal freight allowance policy means profits to you. 


HACK SAW 
BLADES 


PIPE FITTERS 
HAND TOOLS 


GROUND FLAT 
TOOL STEEL 


“How To Use” booklets that 
graphically illustrote the 
ways to get the most out of 
CAPEWELL products. 


Microloy® Ground Fiat Tool 
Stee! combination Wall Chart 
or File Folder. 


INDUSTRIAL DISTRIBUTION ¢ JANUARY, 


Advertising reprints to re- 
mind your customers that 
they're buying nationally 
recognized quality. 


CAPEWELL Shop Caps with 
distributor imprint. 


Envelope stuffers to include 
in your own direct mail pro- 
gram. They're specifically 
designed to boos! sales. 


The CAPEWELL Pocket Saw 
Selector tells the complete 
sow story ... carry it in 
your pocket. 


THE CAPEWELL MANUFACTURING COMPANY 


HARTFORD 2, 


1957 


CONNECTIC 


UT 
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Here’s Why You'll Sell MORE Tuffy Slings... 
Sell em EASIER... with Sure-Fire REPEAT Orders! 


Tuffy Slings have important exclusive 
features that give your customers longer 
service life for their money. These same 
exclusives give you a decisive selling ad- 
vantage over competitive slings. 


First, there’s the Tuffy patented, machine- 
braided fabric. It makes Tuffy Slings 
more flexible and gives them longer life 
in a greater variety of uses. It’s a combi- 
nation of super strength and flexibility 
found in no other sling. 


You'll find it next to impossible to kink 
a Tuffy Sling by hand. Even when kinks 
are produced, the braided fabric can be 
straightened out with no serious damage. 


Then there’s Tuffy’s exclusive, stream- 
lined, pressed-on ferrule. It holds the 
tucked splice so tight that the eye of the 
sling has 100% of the strength of the 
fabric. Result: greater safety, speedier 
handling, more sling-eye strength — at no 
extra cost! 


Tuffy Advertising Hammers Home 
These Facts to a Third of a Million 
Prime Prospects 

What’s more, these ads send prospects to 
you, their distributor, for Tuffy Slings. 
The distributor “stars” in every Tuffy ad 
He gets top billing not only as the man 
who sells the finest slings and wire rope, 
but also as the fellow who can help sling 
users get the utmost service from these 
products. 


pwet=- 
REFINER “Milla Factory HAZARDS 


Tuffy’s FREE Sling Handbook 


These hard-hitting Tuffy ads invite the 
reader to get a free copy of the Tuffy 
Sling Handbook. Every one of the thou- 
sands of requests we get for this 60-page 
book and sling buyer’s guide is turned 
over to Tuffy distributors for follow-up, 
sale and profits. 


This book shows the sling-user how to 
determine the exact sling he needs from 
Tuffy’s wide selection of factory-fitted 
models. And it includes a complete rig- 
ger’s manual that gives your customer 
everything he needs to know to do his own 
rigging. It’s the only book of its kind — 
and only the Tuffy distributor has it 
selling for him. 








Reporting the Outstanding Performance “i Umion 
Wire Rope’s Machine Braided Wire Fabric Sings 


3,200-Lb. Bell Rides High on 
1%-Lb. Tuffy Sling 


Se Flensble Kinks Q 


Pound Out Witheut ty ~ . yee. 


Siimg Damage 


Machine -Braided Wire Fabric Popular neh thiies & Soomaet 
Successor to Wire Rope in Sling Construction 0 Fervote wate Eyes 


‘ : ; atty I Tough 
= ” 


i 


Mail Coupon for Free 
Tuffy Sling Handbook 


For Canedo, Safety Supply Co.. Toronto 


Reproduced (in reduced size) above is one of a series of 
full-page Tuffy ads running in leading trade magazines. 
A third of a million readers will see it. Thousands will buy 
Tuffy Slings as a result of it. 








Write us for complete information about the money-making Tuffy 
distributor plan. 

Look over your FREE copy of the new 60-page TuffySling Handbook. 
See how complete is the Tuffy 


} 


unro GB Wire Rope. corporation 


Specialists in high carbon wire, wire rope, braided 
wire fabric, and stress-relieved wire and strand 


2236 Manchester Ave. « Kansas City 26, Missouri 
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CASH IN ON LOCAL DEMAND 
for these 
Perfectly Paired Products 


Backed by a generous s 


outstanding products are 


Titeflex 
Quick-Seal Couplings 





Titeflex 
Flexible Metal Hose 


rroblems 
e Withstands high temperatu 
pressure torture 
e Absorbs vil 
with ease 
e Sizes 4%" to 6”. Also made w 
of TEFLON* in sizes 44" to 14" 
Write for details on libera 
distributorship arrangement for 
Learn how you can ca 
demand for doth Titefie 
Quick-Seal Couplings 


CALL YOUR LOCAL 
DISTRIBUTOR Your one source 


— Consult the for both 
\ yellow pages Hose and Couplings 
of your telephone directory 


TITEFLEX, INC., 602 HENDEE STREET, SPRINGFIELD 4, MASS. 
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TWO GRADES OF HEXAGON-HEAD CAP SCREWS 


To enable you to better meet the needs of your 
fasteners customers, Bethlehem produces hexagon- 
head cap screws in two grades: low-carbon bright, 
and medium-carbon heat-treated. 

Bethlehem Cap Screws are furnished with either 
coarse threads or fine threads. They are made to 


close tolerances in a complete range of sizes, and 
fully meet current specifications. 

In addition to cap screws, Bethlehem manufac- 
tures a full line of machine, carriage and lag bolts, 
as well as square and hexagon nuts. Call our nearest 
office about your requirements. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


On the Pacific Coast Bethlehem products ore sold by Bethlehem Pacific Coast Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM 


eeoretettt bers secteeee 


STEEL 
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with Fire Protection and immediately 


»vercomes 78% of any “sales-resistance” you 
might encounter. 

Our “Distributor Sales Policy” guarantees 
you protected rights to the most complete 


line of quality extinguishers, engineered sys- 


THE 


BRANCHES IN ATLANTA 


rYR-F VTER 


Complete line of fire protection equipment 
SS 
Pyrene-C-O-Two means “More Profits For 


You” because the name itself is synonymous 


tems, brass goods, hose, accessories and the 


new packaged marine and industrial systems 


All these safety-engineered products are 
backed by an ambitious advertising campaign 


that directs the customers to you our 


distributor. If you are not a Pyrene-C-O 
Two distributor, write today for complete 


information 


COMPANY 
Dept D Newark 1 


CHICAGO 


nderw ters 
Laboratories 
and Factery 
Mutual Approved 





Gad 7 fa —s . ba . , r - 
Looking down this aisle in the bulk storage section of Cleveland’s new Lee Road plant, you see part of its 40,000 
keg fastener inventory. Both bulk and package goods are warehoused on expendable pallets to speed handling 


HELPING YOU SELL MORE THREADED FASTENERS... 


Cleveland is increasing factory stocks 100% 
to help its distributors fill orders faster 


At its new suburban plant, Cleve- We can load and dispatch as 


land has allotted some 50,000 many as 6 railroad cars and 60 
square feet to inventory, thus dou- trucks a day. And because we are 
bling its warehouse capacity. In hex now served by rail and highway 
head cap screws alone, Cleveland lines that bypass city congestion, 
now carries the largest stock in freight moves out without delay 
the world. If you feel the need for a more 
This increased stock, plus a complete fastener line, backed by 
streamlined inventory control sys- extensive manufacturer's stocks that 
tem and the latest fork-lift equip- can be tapped for immediate de- 
ment, means that your Cleveland livery, why not talk to your local 
orders almost invariably get same- Cleveland representative. Or write 
day shipment. us direct for more information 


Cleveland maintains warehouses in key cities throughout the country 


Cleveland distributors handle a complete 


quality line of cold forged hex head cap Bee | THE CLEVELAND CAP SCREW COMPANY 
screws, socket screws, square-heac set 
screws, milled studs, and dowel pins, 4444-15 Lee Road, Cleveland 28, Ohio 
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* w : : . , 
i This advertisement is helping you sell OIC 
OIC Dis trib uto rs @ Forged Steel Valves in yourtrading area now! 





BRINELL 
DURACASE TRIM... 


Stops galling and erosion 


Since the introduction of OIC’s Duracase 
Trim, many forged steel valve specs are obso- 
lete. This 139 chrome stainless steel trim with 
1000 Brinell, case-hardened wedges and discs 
assures positive protection against even the 
simultaneous attack of the three valve-destroy- 
ing agents—corrosion, erosion, galling. 

OIC offers you a choice of two modern 
body-bonnet connections—union ring or 
bolted bonnet — on its entire forged steel gate, 
globe, angle, and check valve line. 

In addition, gate valves offer a choice of 
standard-flow or high-flow body ports, both 
with 1000 Brinell wedges. 

Step up your valve requirements to the 
modern high-quality standards reflected in OIC 
valves. Include OIC on your next specification. 

For OIC forged steel valve specification 
literature, write for Forms No. 195 and 195-R. 


THE OHIO INJECTOR COMPANY e WADSWORTH, OHIO 


ALVES FORGED & CAST STEEL, LUBRICATEL 
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SCs’s sales-building product 
improvement is but one rea- 
son why the Ss franchise 
is the most valuable bearing 
franchise there is. Among 
other reasons are — S(Si’s 
complete line of ball and roller 
bearings— {S's strategically 
located warehouse stocks — 
S0S’s training program for 
distributors’ salesmen — 
S0S’s top flight field engi- 
neering assistance — and 
@csr’’s fair play on price 
policy. 


More New Customers 
For Authorized SKF Distributors! 


Already, industrial equipment manufacturers are putting SKF 
Type “C’ Improved Spherical Roller Bearings in their products. 
Hundreds of the users of these products will therefore become 
new customers for Authorized SKF Distributors. 


But that’s not all. For with 20S Type “C” Sphericals in stock, the 
SS Distributor offers a superior replacement for old style sphericals, 
too — at the same price, a bearing that, size for size, has more capacity 
and, in many applications, longer life. Thus, he gets new customers 
among users of older machines as well as the newest. 7653 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA., 
manufacturers of SKF and HESS-BRIGHT® bearings. 


BEARINGS AND 
PILLOW BLOCKS 
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for extra profit... 
WITHOUT extra work 
sell 





REPLACEMENT MOTORS 


Porformance- Rated for Blower, 
Pump and Compressor Applications 


Think how many of your jobs need new motors. You can 
cash in on this natural selling opportunity when you stock 
and sell Century Performance-Rated replacement motors. 
Century's complete range of size, speed, frame, mounting 
and torque characteristics helps you give every job pre- 


cisely the right replacement motor for top performance. 











Your nearby Century distributor will be happy to work 
closely with you to provide ample stock and speedy 
service. 

This handsome, sturdy display stand puts you in the motor 


business immediately .. . and it requires only a few square 


feet of floor space. Find out how you can get it FREE witt 





your first assortment of Century Performance-Rated motors 





GET FULL DETAILS on this opportunity ... 


Offices and Stock Points in Principe! Cities CENTURY ELECTRIC COMPANY, 1806 Pine St., St. Lowvis 3, Missouri 


Send me all the facts about Century's Display Stand Motor Selling Pian 


MAIL THIS) wae 
COUPON TODAY!! Compony 


Address 
2 City 
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More than meets the eye 
7 
There are extra values in ARMSTRONG 
TOOLS that become apparent only with use. 


TOOL SENSE— convenience in use — the 
most efficient “tool approach” built into 
ARMSTRONG Tool Holders; the balance 
and “feel” of an ARMSTRONG Wrench; 
the rigidity of ARMSTRONG “C” Clamps; 
the extra soughness of ARMSTRONG Lathe 
Dogs and Eye Bolts; the universal adaptability 
of ARMSTRONG Set-up and Hold-down 
Tools — the evidence of “tool sense”, the 
understanding of each tool’s requirements. 


STRENGTH — built into each individual 
ARMSTRONG TOOL is a safety factor of 
extra strength — strength beyond any need, 
the inherent strength of specially selected 
materials enhanced by proper heat treatment 
and hardening. 


UNIFORM QUALITY — the uniform 
quality made possible by modern manufac- 
turing methods, in a specially-built plant 
equipped with every needed quality control. 
The name ARMSTRONG with the Arm-and- 
Hammer Trade Mark is universally recog- 
nized as a guarantee of finest quality. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 WEST ARMSTRONG AVE. + CHICAGO 30, ILLINOIS 
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METAL CUTTING 
SHEAR BLADES 


CHIPPER 
KNIVES 


gf “ 
° - x 
| (, P ‘a 
CIRCULAR 
METAL 
VENEER CUTTING 


KNIVES » KNIVES 


SCRAP METAL j 
BLADES y 


SOURCE FOR ALL MACHINE KNIVES 


Every type of machine knife needed by virtually every 
industry has been supplied with unerring accuracy 
by The Wapakoneta Machine Co. Specialists in the pro- 
duction of machine knives since 1891, Wapakoneta is 


now one of the oldest and largest ind 


knife manufacturers in the world. 


Every blade is engineered to fit the job, 
; it’s for the woodworking, steel, paper, plastic 
A complete line by ~a veneer industry. Unsurpassed precision production fa- 
knife specialists. Adver- 
tised in U. S. News and 
World Report. WRITE FOR COMPLETE CATALOG ond information about your ter 


ney 
< SQUARE EDGE 


SHAPER STEEL 


cilities assure quickest possible deliveries, 


—— 
. 
. 


CORRUGATED 
PAPER CUTTING KNIVES HIGH-SPEED KNIVES 


THIN PLANER KNIVES SLOTTED HIGH-SPEED ¥ 
PLANER KNIVES 


(4 
THE WAPAKONETA MACHINE CO. | b «4 


WAPAKONETA, OHIO 


iia Engineered for the Job tiieas 1891 Comm GnveS a 
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FERRY CAP announces 





NEW LABELS 


They'll soon be showing up on the packages you receive... 


an entirely new family of labels. 

Of modern design in gothic type, these labels are easily read and 

promote quick, positive identification of packaged products. 
“Hi-Carbs” : ; 


They have a family resemblance—<al! of ‘em—quickly recogniz- 
able as Ferry Cap. 


A costly change but, we believe, well worth it. It’s a part of 


our program of cooperation with distributors and users. 
Fiat Head 
Cap Screws 1/, —— ? Y,| "ise" = |2 
4] coarse 4 


White Background Green Background 





To facilitate identification, in the case and light green for fine threads. This 
- f all products, the backgrounds of the imprinti is black for all duct 
H 1 " ” ° Pp ” g p ng is c pro cts 
Rang mc endl ' at oi blocks—imprinted with sizes, quanti- except for ‘‘Hi-Carbs’’ which has the 
; 


ties, etc.—are white for coarse threads imprinting in red. 
: : 


FERRY CAP 
2153 SCRANTON ROAD «+ CLEVELAND 13, OHIO 


Pioneers and recognized specialists, cold upset screw products since 1906 
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Your Wickwire Rope Distributor 
and our closer operator 
...ready to help you 


This closer operator—running a machine which 
forms our rope—is with your Wickwire 
Rope Distributor every time he makes a call. 


True, he’s physically in the mill, where he’s 
carefully conducting this final fabricating operation. 
But, whenever your Wickwire Distributor makes a 
call, he has the full assurance that every foot of 
Wickwire Rope has been carefully assembled by 
skilled craftsmen ...and that it will give you 

long, trouble-free service on your job. 


It’s just one more reason why your Wickwire Distributor 
knows he’s got top-quality wire rope, slings and strand to 
sell. ..and that these products will serve you well. 


4085 


A PRODUCT OF THE COLORADO FUEL AND IRON CORPORATION 
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FOUR NEW HAMILTON SALES CAMPAIGNS... 


directed to construction, quarrying, plant maintenance and mining markets. 


SELL MORE HOSE AND CONVEYOR BELTING... 


With Hamilton you'll get outstanding advertising support... plus Hamilton’s 
complete line, engineering help, regional stocks, quality products. 


MANUFACTURING CORPORATION + Trenton 3. N. J. 


UU tek ae Lota halal Mee Ofela -lela- haley a) 


ATLANTA CHICAGO -CLEVELAND - HOUSTON « PITTSBURGH - INDIANAPOLIS - LOS ANGELES- NEW YORK SAN FRANCISCO 
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Williams = ILLIAM 
Halts 
listributors eee 
make EXTRA © (iieemespeesstaene 
SALES on He sores: 


frame. The skyscraper 


TOOLS OF INDUSTRY 


era and modern con- 


eS struction methods 
i¢ ~ were introduced 
i SS 
, ' : 
id \ 


“CONSISTENT PRE-SELLING” 
with strong advertising 
and promotion to back 


up your selling effort 


BROADEST LINE OF ITS KIND 
enables you to supply 
the right cools for 


any industry. 


J A Wit LtA Ms 


UNMATCHED ACCEPTANCE 
through quality and 
performance, builds repeat 
sales for the Williams 


brand 


Williams cooperates with 
Industrial Distributors 
all the way. That's why 


IT PAYS YOU T0 
STOCK and SELL 


2 Pete Bee 


vy. H. WILLIAMS 


& CO. 





BUFFALO @® NEW YORK e CHICAGO e LOS ANGELES 
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MACWHYTE ror auick service 


Send for these catalogs This photograph above shows only a small sample of the wide 
range of wire rope products manufactured by Macwhyte Company. 
Included in the Macwhyte line supplied to users through Macwhyte 
distributors are: a thousand and one types and sizes of PREformed, 
Internally Lubricated wire rope, Round-Braided and Flat-Braided 
wire rope slings, Stainless Steel wire rope, Monel Metal wire rope, 
Aircraft Cable and swaged fittings, and Safe-Lock wire rope 

Genera! Wire Rope Catalog G-16 + Aircraft assemblies. 

Products A-3+ Wire Rope Assemblies 5201 Large factory stocks of wire rope with complete handling and 

Sling Catalog S-8 cutting facilities are available for quick service. 


Catalogs provide consumers with complete, —_ 
For greater service to distribu- 


detailed information and specifications on all : ~ —T 

Macwhyte products. Literature on specialized WHY T & ors, Macwhyte Company car- 
es Of wi also available on reauest ries stocks in the following 

uses of wire rope also avail: juest. a on ong 

For catalogs or information, contact any 

Macwhyte wire rope warehouse or write direct 

to Macwhyte Company, 2940 Fourteenth Ave- 

nue, Kenosha, Wisconsin. 





Designed for rugged use, the Emergency Pipe Clamp is a clamp of 
almost unlimited strength. You might say it looks fairly simple. Yet fifty years 
of experience have gone into its design... the heavy ribbing to “take” the 
bolt-pull, the skillful shaping of the bolt lugs for terrific strength and a free 
wrench swing. The full length, massive hinge which no strain can loosen! The 
over-thickness of metal throughout to make child's play of any pressure! The 
Write for Catalog GW glove-like fit...result of shaping each clamp over an accurate mandrel, 
M.B. SKINNER CO., South Bend 21, Ind. pulling it down with a 12,000 pound air vice and sledging to complete snugness. 
Made in all pipe sizes V2" to 12” for steel pipe and in cast iron pipe 
sizes from 2” up. 


Carried in stock by over 1300 distributors! 


SKINNER-SEAL — emercency pire CLAMP 














| 
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NOW! A PORTABLE BUCKET PUMP WITH 





ADJUSTABLE LEVERAGE 





SAVES YOUR CUSTOMERS TIME AND MONEY! 


s ¢ “ - 5 . a 
My, 
a 
e 
rn, ¥ 


= BIG A’ 


PORTABLE BUCKET PUMP 


lubricates hundreds of 
bearings with fewer refillings! 


© 35-lb. Capacity! 
® Hard Chrome Piston! ® Non-tilt Foot Rest! 


© 7 Models 
types of lube fittings! 


@ Exclusive Patented for all 


Adjusto Lever! 


The all-new design and construction 
features of the new Alemite “Big-A” 
Bucket Pump bring you these impor- 


tant advantages: 


@ Handles either oil or grease! 


® Adjustable 3 ways, for 
(1) Light or heavy lubricants 
(2) Cold weather 
(3) Pressures from 2,500 to 5,000 lbs 


@ Easiest to carry ! Oval shape prevents 
bucket from bumping leg 


@ Easiest to fill! Rugged cover is gasket- 
sealed ... opens in a jiffy for fast filling. 


@ Easiest to service! One wrench dis- 


assembles entire unit re 


© Permanent P 


Pump 


For complete information, write Alemite, Dept. H-17 
1850 Diversey Parkway, Chicago 14, lil. 


spilling - 
ressure 
packing provi 





a 1G nm FEATURES! 


jusive DY namic 
Ch 


ven at low term 


n 
ssure © 

yll pre 
yres f 


h icant 
ney: using a") lubr 
isture 
No dirt o moist 
lean. 
y < 


finer 
rease 


tion. 
never needs om 
ese otecuo 
nt pr 
ermane -— = 
des P a= 
— - 


STEWART! 





ALEM ITE 


A Division of STEWART- WARNER CORPORATION 
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For top wire 


JOHN A. ROEBLING’S SONS CORPORATION, TRENTON 2, N. J. 
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rope sales 
surest 


ATION IS... 


BRANCH OFFICES AND 
WAREHOUSES FROM COAST TO COAST 
ATLANTA 934 AVON ave — To 
S!SieGerer ST. + cr ss2% 
OSEV ' . ns NNA 23 


SUBSIDIARY OF THE COLORADO FUEL AND IRON CORPORATION 
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DISTRIBUTORS FIND GOLD 
IN STEEL TAPES! 


Demand for high-quality steel measuring tapes has reached a new high as 
American industry switches to these compact, modern, precision measuring tools 


& 

Are you getting your share of this booming market? You should 
be. Distributors all over the country are discovering a big up- 
swing in their sales of steel tapes. Why? Because all over 
America, industry is scrapping the old fashioned folding rule 
and switching to a new standard of accuracy and convenience 
provided by the compact modern precision measuring tape. 


The benefits? Faster work with Evans high-visibility White-Tape 
finish. Better work with Evans close-tolerance graduations. Fewer 
errors with both inch and feet-and-inch markings on Evans 
blades to save figuring. Lower costs with no breaking of fragile 
slats, and low-priced Evans replacement blades to make old 
tapes like new. Safer work with tapes that clip to belt or slip 
fully inside pocket with no dangerous projections 


One company — Evans Rule Co.—has played a significant role in 
this new “Industrial Revolution.” Evans pioneered the trend, 
over 6 years ago. Today, Evans leads the field ...in quality, in 
merchandising, and in sales! 


Three reasons why EVANS Tape business 
is big business for industrial distributors: 


1. Evans Quality... Every Evans tape is packed with high- 
quality features and unconditionally guaranteed to meet 
Government specifications and the strictest industrial pur- 
chasing standards. 


a, Evans Promotion...The industry’s strongest advertising 
and publicity campaign — aimed at your customers — tells the 
steel tape story to the purchasing agent. 


3. Evans Merchandising... Evans, using over 20 purchasing 
agent magazines, offers every purchasing agent a free measuring 
tape — so he can try it, test it, compare it with other devices 
Over 10,000 already have accepted this offer. Evans passes their 
names to industrial distributors for sales follow-up. Distributors 
who picked up these leads report unprecedented sales! 


Many inquiries from your territory 
are coming in— right now! 
... And there’s rich sales potential for you in every one of them. 
To get these added sales - STOCK EVANS NOW! 
Try one of these remarkable tapes for yourself... and see why 
everybody's going for EVANS! 
It’s yours—FREE!—your choice: 
EVANS KING-SIZE 10-ft. WHITE-TAPE 
( Extra-wide blade that stands up straight ) 
or EVANS 12-ft. POCKET WHITE-TAPE 
(Full 12-ft. Measure—in handy Pocket-Size) 
Clip the coupon...drop it in the mail now. 


EVANS RULE CO., 400 Trumbull St., Elizabeth, N. J. 


Gentlemen: 
Please rush my free sample of the EVANS Tape I've checked 


KING-SIZE 10-ft. WHITE-TAPE POCKET 12-ft. WHITE-TAPE 





NEW EVANS “POWER-TAPE”’ 
with Controlled-Speed Blade Return 

e Pull out tape—make measurements 

Press button with thumb— blade re- 

turns automatically—speed is under 

your control all the way! 

Blade can't “creep’ locks where 

stopped. No lost measurements! 

New! Clear Tenite carrying case 

that hangs up for convenience 

Magnifying lens in lid 

6-ft. List $1.19 —— Also 8-10-12 ft. 


**KING-SIZE”’ 

Blade *4" Wide 
Stands up straight for Upright Meas- 
uring — Won't bend or buckle because 
it’s 33% wider than ordinary tapes. 
Complete with removable belt clip 


10-ft. List $2.39 —— Also 12 ft. 


POCKET TAPES 


Still the unchallenged sales leader in 
the Steel Tape field! 
6-ft. List 98¢ —— Also 8-10-12 ft 


LONG TAPES 
Handsome leather-like Vinyl cover 
with double roller mouthpiece and 
chrome-plated winding reel. Stainless 
steel edge band. Combination hook 
ring at blade end 
50-ft. List $4.98 —— Also 25-75-100 f+ 


These are the features that make EVANS 
America’s Most Wanted Tapes 


Heavily chrome plated cases 
Double blade markings 


do! de! ds a3 | |, Work in feet and inches? Reod Here 
22 2\3 24 2)5, Work in inches? Read Here 


¢ Clear plastic carrying cases 

¢ Reasonably priced replacement blades for all sizes. 
Do it instantly—no tools needed. 
Sliding end hook on all sizes up to 12 ft.— 
100% accuracy in inside-outside measuring 
Snow white Bonderized steel blades. Jet-black markings 
UNCONDITIONALLY GUARANTEED 


English-Metric Markings are available on all styles of tapes. 


NEWLY DEVELOPED 


SS 

CHALK-LINE-PLUMB-LINE ES 
| 50 ft.—100 ft. @ 

Nome____ — Title Sturdy, streamlined combination tool & 

| for one man chalk lining. Built-in 

| plumb bob. A precision instrument 

| with more quality features than any 

chalk line made! 

4 


50-ft. List $1.49 


Company 


Address 











co. * Elizabeth, N. J. * Montreal, Que. * World’s Largest Manufacturer of Steel Tapes 
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JAGKS for All Trades 


Ratchet Lowering 
Model 2215SB 

Oil Fields. Bridge Work 
industry. Pole Work by 
Utilities, Railroads 


No matter who your customers are... 
No matter what kinds of jacks they use... 


ae 
Gaac-> 


You can supply them IF you carry... 


Ratchet Lowering 


Model 22156 WESTERN FORMERLY a 
Ship Vards. Oil Fields BUDA J A C & 


Cc tractors 


119 Modeis —-9 TYPES 


\WESTERN is a new name in the jack manufacturing industry, havine 


Ball Bearing Journal only recently acquired the jack portion of Bupa Division, Allis- 
Model 2510 . . fo 
Machinery Movers. Riggers Chalmers Mfg. ( 
—- Bu + ae ae of 119 models in 9 basic types is wisely and widely diversified 
tructural Stee anks and 
Bridges. General Contractors thoroughly complete expertly selected to supply the 


' 


o. This old, established, highly-reputable lin 


demands of the whole industrial market capacities tron 


1) tons closed heights fron ' 


| 
iit 


All Purpose 115" to 24”. This means every jack is a 
Screw Jack . 
Drillers. Riggers prehensive user-market analyses piny 
Contractors. Farms 
Factory Maintenance many basic industries 
But more has been changed than just the name. WeEsTERN 


determined to become the most aggressive jack nanulacture 


the most attractive to buy fron the most profitable 

Hydraulic ‘Two Speed" 
Model 25822 sent. Here’s how 
Railroads. Heavy Duty 
Service in Industry 
Construction, Aviatior New SERVICE Policy New SALES Policy 

| Fields \uthorized Repair Stations strat New representatives are being ap- 

gically located throughout the po several openings are still 

} 


nation. Each will carry complet availabk lerritories are being sct 
} 4 


stoc ks of replacement parts No wait- up so representatives can concen- 
f ’ 


ing for weeks for parts or return ol trate On proper servicing of sclectcd 
repaired jacks distributors 


New DESIGN Policy 
WeSTERN is already announcing a 


100-ton hydraulic jack—illustrated 
above. More jacks are on the draw 


New DELIVERY Policy 

WeEsTERN has built up an inventory 

tf all models, all types. No matter 

how large an order is placed de- 

ng board others are beine 
liveries will start immediately 

<a designed, refined, improve 


Hydraulic “Hi-Speed” New ADVERTISING Policy New PROMOTION Policy 
Model 8-9A 

Shops. Factories. Ship Yards 
Mines. Oii Fields. Contractors 
Truck and Bus Fleets publications urging users to ample space for imprinting s 
Equipment Manufacturers buy Western Jacks from Western tributors can tie-in with West 


Distributors national advertising 


Trench Braces 
Supporting Sides of Ditches, 
Trenches in Construction WRITE ...for Catalog...for All Facts 


Foundation, Subway and Utility 


Maintenance Work aa | RAILROAD 
Vg SUPPLY 
COMPANY 


j 


Hard-hitting, interest-provoking ads Direct mail pieces for distrib 
are scheduled in leading industry to send to their customer lists 


*100-Ton Hydraulic 

Model 100812 

Shop Conversion. Filter Presses Industria/ Division 

Production Lines. General Industrial 

Construction oe — 2400-2434 South Ashiand Avenue Chicago &, Illinois 





proadcasting T° ast 


about this 


amazing new steam trap 
that practically eliminates 
maintenance! 


Big market 
iL. a wonderful story 
a good profit! 


ost exciting steam trap news in years is this revo- 

lutionary new Sarco Thermodynamic Type TD. 

It’s news yourcustomersand prospects are reading 

about in 35 publications—total monthly circulation 
almost 1,000,000. 

This unique and versatile new trap has taken indus- 
try by storm. Demand for it has been great. The mar- 
ket...as wide as industry itself. A wonderful door 
opener ...can be sold on almost every call. 

Write for Special Introductory Offer for Distribu- 
tors. Sarco Company, Inc., Empire State Bldg., New 
York 1, N. Y. 


SARCO 
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Talk of the Trade 


MEMORY LANE: If you think you've got a knack 
for remembering names, try the little stunt Lloyd 
Mize (Industrial Supply Corp., Richmond) used whet 
he entertained at a luncheon recently . . . With some 
50 guests in attendance, Lloyd introduced them by 
walking behind the chairs at the tables and calling 
out each guest’s name, company afhliation and job 
title . . . Everything went fine except one wife didn’t 
sit next to her spouse and—well, Lloyd’s batting aver 
age was still .999 . . . Lloyd and his wife, Helen, wer 
a bit apprehensive about the luncheon menu but it 
went over with a bang—the main dish was broile« 
oysters, swimming in a sauce and poured over a slic« 
of Smithfield ham which topped a stack of thin corn 
cakes Not a bit fattening. 


CHEF SUPREME: Speaking of food (and my wife 
says my waistline shows I’m speaking of it too much), 
reminds me that Bob Fernley (NIDA) was spokesman 
for a group of clambake guests of Bea and Dan 
Northup (Henry G. Thompson) . . . Bob presented 
Bea and Dan with a silver platter with an inscription 


that acclaimed them the tops in clambake artistr 


FEED BAG TO MAIL BAG: There's ne 


like receiving a cheerful note on a bleak Monda\ 


moming . . 
Stray’s (Chas. A 
report 

“Just sold a gold plated prospectors pich W) 


I'm speaking of something like Miles 
lempleton, Waterbury) recent 


1 business for romance. And some people be 
should even get a profit besides. Coup! 
gagsters have a pal who is an amateur geolo 
goes around poking among rocks. They are 
present him with the gold prospectors p 
Christmas. Well, vou can’t hardly turn over 
without a distributor underneath anyway 

“Stanlev can go along with ‘gag’ too. They'll 
one up for ten bucks, probably cost them fifty 
Yes, business can be fun 


HUNTING AGAIN: After seeing the 
Belting & Supply Co., established in its new 
ville quarters, Claude Browning, prc 
Browning are house hunting 

though, for themselves hey re 


Why? Retirement 


ALL ABOARD: It looked as though Santa Clau 

had moved his headquarters from Pittsburgh depart 

ment stores to Frick & Lindsay Co., this year 

Several of the fellows in the warehouse build mo 

railroads as a hobby and they really went to tow 

on setting up elaborate systems during lunch hours 
' 


. . Would it be proper railroad jargon to say 
highball along the right of way to wis! 


A VERY HAPPY NEW YEAR. 
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With a complete line of quality hoists. You satisfy the lifting 
needs of every customer when you recommend equipment from 
the Yale line of hand and electric hoists, winches and trolleys. 
And-—you keep customers satisfied, thanks to Yale’s unvarying 
policy of advanced engineering and quality control manufacturing. 


- 
7» 


why 
—/ 
With dramatic, factual sales help. You get brass-tacks promo- 
tional material to help convince prospects of Yale hoist superiority. 
For instance: the series of “Why” booklets which show engineering 
details of leading Yale hoists in dramatic cut-away views. 


With the benefits of constant research. Yale engineers study 
the handling problems of every industry...develop the new and im- 
proved equipment and techniques to solve these problems exactly. 
Throughout 1957, you will benefit from the results of this research — 
and from the biggest, strongest Yale hoist promotion ever planned. 


THE YALE & TOWNE MANUFACTURING COMPANY, PHILADELPHIA 15, PENNSYLVANIA 


Y A L E_ ‘tnousteiat urt trucks ano Hoists 
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PA ae” 522 . before : a TOUGH felt 


AMD THERE'S & REPUBLIC DISTRIBUTOR WITH STOCK 


helping HING RECORDS 
produce Records OOO 


lepers, 
it of; 


. 
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ttf 





























a QUALITY of product... 
uniformly good and capable of 
delivering service results that should 
reasonably be expected 





REPUBLIC’S 
5-POINT SALES POLICY 
A LINE of rubber items sufficiently 


romplete to permit effectively sur 
sirements of the trade 





A QUALITY of product uniformly 
good and capable of delivering 
service results that should reca- 
sonably be expected. 





A PRICE basis inducing and makin 
| possible aggresive competitior 
with reasonable profit return 
tv's tho tee bet manmicl tet in tho bine - REPUBLICS BUTYL CONTRACTOR BLASTS THROUGH SOLID SHALE 
os FREEDOM from competition from his TO DELIVER WATER TO CLEVELAND SUBURES... 
ir ae ee y. either direct or in A ED SER FBP a 
jirect, among the trade covered by - 


s day-to-day solicitations 


ere men 
i 


SELLING helps of reason 
amounts so that his sales force y 
be given the advantage of specia! 
ized training and a knowledge of 
the product sold 





























RUBBER DIVISION 


~ 


"REPUBLIC 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1 


OHIO 
INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution 





What 1957 Holds For 


T if IU TLOOK FOR BUSINESS 
it. | msulted the leadit 
es gimm 


who spe ialize 
August 


momic realm 
that high 


cement fl 
th if th 


TISCTISUS 


breaking number 
‘tributors will attend th 
ing of the Southern Assoc 
h Builtmore—84.7 per cent 
ication 1 sun 
lights will burn 
executives do their 
management 
equipped 
turn to their busimesses 
I his is one of two outstanding 
grams the industrv will | 
t improve its m 
\l 
md industn 
well under 


D. Wilkinson fem « weme! 


\ 


March 


Uy 


April—S 


ird ho for 2 147 l 
l relat ves / 
is the industrv converges on S$ 

mnual Triple Industrial Supy 
beginnin 
will be 


sons, daughters 


The opening saluation at the 
f the convention, as old friends meet again 
“When-ja-get-in?” and three exhausting days later 
it'll be “When ‘re vou leavin’?” 
July—The Convention Report issue of ID will 


rive on the desks of industry members. Conven 

tioneers will at last get a chance to find out what 

ictually went on at the meetings. Among manutfa e 2 
ol at < . A 


turers, 64.97 per cent will be laying out plans f 


the fall selling push and thinking, “If only | knew 
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INDUSTRY 


All Manufacturing 
Petroleum Industry 
Mining. 

Railroads 


Other Transportation & 
Communications 
Electric & Gas Utilities (1 


Commercial 


ALL BUSINESS (2 





Business Plans 


Millions of Dollars 


1956 
Estimated * 
$12 647 
5.618 

423 
1,263 


1955 
Actual * 
$9,440 
4,992 
318 
923 


3,403 
4,309 
7,349 
30,030 


4,410 
4,817 
7,759 
36,261 


For Capital Spending In 1957 


Percent 
Change 
1956-1957 

+14% 
8 
9 
8 


1957 
Planned 
$14,434 
6,059 
461 - 
1,364 
4,922 +12 
6,018 +25 
1992 +3 

40.936 +11 


* U.S. Department of Commerce, Securities and Exchange Commission, McGraw-Hill Department of Economics. 
1) Gas Utilities based on survey by American Gas Association. 
2) Petroleum refining, included under both manufacturing and petroleum industry, is counted only once in the total. 





Business Will Continue Spending 


On New Plants, Equipment 


MeGraw-Hill’s survey on 1957 investment 


intentions finds price increase also a factor 


USINESS CAPITAL EXPENDITURES areé 
heading for stability at a high 
evel, according to the latest survey 
McGraw-Hill’s Department of 


Most companies plan 


by 
Economics 
to increase spending in 1957 and 
maintain this high level in 1958. 

For 1957, business now plans to 
increase spending 11%. Plans for 
new plants and equipment will total 
$40.2 billion for all business. In 
manufacturing, the total is $14.4 
billion, up 14%. Commercial busi 
ness, the oil industry, mining, and 
railroads together plan a slower rate 
of increase than in 1956. But utili 
ties will accelerate their spending by 
about 25% 

Capital spending plans for manu 


82 


industries do not a] 
1958 


1957, 


ype il 
they 
but this 


pl il 


fracturing 
to be as strong in 
1 vear ago fo! 


utilities’ 


were 
oftset 


stronger 1958 spending. 


by 
At this juncture, business expects 
prices paid for new plants and equip 
ment to be about 6° I 
1957 than in 1956—so that the phy 


il growth in plant equipment wil! 


> higher in 


be about 5% higher than last year. 


Difficulties & Delays 


Difficulties in construction and 
delivery of equipment have delayed 
some 1956 expenditures until 1957 
In some industries, part of the 1957 


spending is being rescheduled for 
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Cash shortages (resulting 


ym lower profits and tight credit 


litions) have also contributed 

) stretching out expenditure plans 

But outright cancellations have 
een reported. 

Neither the elections nor the Suez 

s have had any significant effect 

Only 3% of the 


oll 
ympanies surveyed said their plans 


rev 


plans to date. 
have been changed as a result of 
lection returns. While it’s pos- 


the «¢ 


sible new investment plans may 
levelop as a result of the foreign 
crisis, 1957 spending goals are still 
ihead of last year’s 

In most lines of manufacturing, 
companies are planning higher ex 


penditures during 1957. The largest 








increases are in the steel and non- 


ferrous metals industries, and in 
chemicals and petroleum refining. 
In these cases, planned expenditures 
are so large that some may have to 


be carried over to 1958. 


Some Declines 


1956, this 


also shows some de 


Sut nu ontrast to 
vear's survey 
clines—in spending planned by the 
auto industry, and by compamies 
making residential building mate 
rials, textiles, and miscellaneous con 
sumer goods such as apparel and 
furniture. These are, of course, the 
industries where demand has been 
slack in 1956. 

The big drop in auto company 
also reflects the 
absence of major model change in 
many lines, after very large expendi- 
tures in 1956 for that purpose. In 
textiles and in miscellaneous manu- 


20% 


spending 


facturing, where there are many 


small firms, lower profits and 
credit difficulties were mentioned as 
factors 

Many 


are already scheduling higher spend 


manutacturing Companies 


ing for 1958—steel, machinery, elec 
chemicals, and 
mentioned above, later 
re-scheduling may have the same 
effect in petroleum refining, and 
The auto in 


trical machinery, 


rubber. As 


non-ferrous metals 
generally expects spending 
year. But in 
some other manufacturing industries 
building materials, and 


1958 plans are trending 


dustry 
to level out next 
paper, 
textiles 
downward. 


Long Term Planers 


Significantly, the capital goods 
industries (machinery and electrical 
machinery) are among those with 
the strongest long-term expansion 
plans. 

Among non-manufacturing indus 
tries, the electric and gas utilities 
report plans to invest $6 billion in 
new plants and equipment this 
year—up 25% from 1956. This fig- 
ure is so large that it will be difficult 








Capital Spending Plans 


Of Manufacturing Companies 
For 1957 


Millions of Dollars 


INDUSTRY 


lron & Steel 
Nonferrous Metals 
Machinery . 
Electrical Machinery 
Autos, Trucks & Parts. 
Transportation Equip- 
ment (aircraft, ships, 
R.R. eq'pt.. 
Other Metalworking. 
Chemicals 
Paper 
Rubber 
Stone, Clay & Glass 
Petroleum Refining 
Food & Beverages 
Food 
Beverages 
Textiles 
Miscellaneous Manu- 


facturing. 
ALL MANUFAC- 
TURING 


1955 


1956 


1957 


Actual* Estimated* Planned 


$ 879 $1,257 $1,659 


293 
809 
436 

1,128 


274 
729 
1,016 
518 
150 
498 
704 
718 
505 
213 
366 


922 


9,440 


589 
1,067 
606 
1,719 


467 
850 
1,469 
808 
193 
688 
676 
798 
581 
217 
451 


1,009 


12,647 


937 
1,169 
709 
1,375 


691 
1,013 
1,895 

978 

193 

663 
1,014 

848 

628 

220 

414 


876 


14,434 


Percent 
Change 
1956- 
1957 


+ 32% 
+59 
+10 
+17 
20 


+14 


* U.S. Department of Commerce, Securities and Exchange Commission, McGraw- 


Hill Department of Economics. 





And a Preview of the ‘58 Picture —> 
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Business Will Continue Spending (Cont’d.) 


to achieve. But together with strong 
advance plans for 1958, it indicates 
the magnitude of expansion in these 
industries over the two-year period. 
One-third of the electric utilities 
ilready plan higher spending in 
1958, and another third plan spend 
it least as much. So, with the 





potential carrvover from this yea 


Capital Spending Plans es ie Bie o wit 
Of Nonmanufacturing Industries stantial gain 
For 1957 Oil Industry Expanding 


Millions of Dollars lhe oil industry has a tremendous 
Percent program under way to expand and 
Change upgrade refinery capacity. Its ex 

1955 1956 1957 1956- penditures will be up 50%. Com 

INDUSTRY Actual* Estimated* Planned 1957 plex new processes required for 


higher quality gasolines cost far 


Petroleum Industry $4,992 $5,618 $6,059 + 8% more per barrel of capacity than 


Production (1).... 3,630 4,138 4,179 +1 pence. Ant -smagyien te 
Transportation (2).. 249 3921 350 +9 ee ere 
Refining . . 104 676 1,014 +50 id ing its own chemical plants, 
Marketing | 364 415 452 +9 wee add greatly to total invest 
Other. . . 45 68 64 - 6 cas 25 


Further, construction difficulties 


the oil industry is 


n the refining division 


Mining 318 461 +9 jused expansion and modernization 


C 1 1956 to fall far short of original 
oal *P 147 231 —11 roals. And although most of this 
lron Ore (3) i 27 68 +100 is now planned for 1957, it may 
Nonferrous 94 116 +55 pro\ sap ssible to meet present 
Nonmetallic (4). . 50 46 -15 biectives before 1958 


Railroads... ae 993 1,364 +8 he oil industry's investment 


nd marketing fa 
Other Transportation ities is moving up more grad 
& Communications... 3,403 4,922 4 i Ret “ete te De ell 


tion trends 


Electric & Gas Utili- te 2 ; , 
t taKel 


ry 


ties (5 : 4309 4817 6018 +4 x cm geo “a = a . . . 
ru )] pi uCeTS 1a Pp ins OI 

Commercial 7,349 7,759 7,992 + ly small expenditure increase thi 

This may reflect the difficult 


NONMANUFAC- aon B08 ~eeglemnoee 


SG UCCZE 


TURING........... 21,294 24990 26,816 +10 ee ae ee 


c 
*U.S. Department of Commerce, Securities and Exchange Commission, McGraw- newed export demand — resulting 
Hill Department of Economics. wae 17) 
1) Does not include bonus payments for leases. rom the Suez crisis—could change 
2) Inciudes oil pipelines; does not include gas pipelines (included under gas this picture, and lead to a larger 


utilities) I 
3) Excludes taconite (see text, page 5) 
(4) Excludes mining by manufacturing companies Of hin 1956 a 
5) Gas utilities based on survey by American Gas Association. . ee, expenditures 


increase in drilling and production. 


have been at extremely high levels— 


evidently as high as the steel short 








age would permit. So, unless more 





steel is made available this vear, it 

may not be possible for drilling 

expenditures to rise very rapidly 
"he mining industry plans to 


spend 9% more this year than in 
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1956. Large increases are . planned 
to develop resources of iron and 
non-ferrous ores. Most of these de 
velopment programs are planned to 
continue at a high level into next 
year. Coal companies report lower 
plans for this year and next year, 
but they have always been ex 
tremely conservative in their pre- 
liminary estimates. 

Railroads are stretching out their 
construction and equipment pro 
grams. Expenditures last year were 
less than planned, because of delays 
in freight car deliveries, and also 
because some railroads had trouble 
raising money. The profit squeeze, 
especially on the eastern railroads, 
and the difficult market for equip 
ment trust certificates, contributed 
also 


Prices Up About 6% 


Business expects the prices paid 
for new plants and equipment to 
be about 6° higher in 1957 than 
in 1956. This is, of course, an aver 
age for all types of equipment and 
construction to be installed during 
the year. The price for any one 
item, therefore, may varv widely 

\fter idjustments for price 
changes, a number of manufacturing 
industries show declines in the 
physical volume f investment 
planned for this year — including 
the rubber, food, and textile indus 
tries, as well as automobile and 
building materials. Other industries 


show only modest increases on a 


physical volume basis, except for 


steel and non-ferrous metals, trans 
port, equipment, chemicals, paper, 
and electric utilities. 

For business as a whole, the in 
crease in 1957 investment stated in 
physical terms works out to about 
a 5% increase. This means that 
capital goods industries will have to 
deliver about 5°, more units of 
equipment and construction this 
year. It does not necessarily indi 
cate how much “new capacity” will 
be added, for some of the new 
equipment will add capacity, other 


will merely be replacement. 





Preliminary Investment Plans 
For 1958 


Answering 


INDUSTRY Up Down 


lron & Steel. ..... 32% 42% 
Nonferrous Metals. . . 14 50 
Machinery 27 30 
Electrical Machinery . 29 29 
Autos, Trucks & Parts. . . 14 21 
Transportation Equipment 

(aircraft, ships & R.R. eqpt.) 19 34 
Other Metalworking... 19 31 
Chemicals 26 37 
Paper 29 46 
Se 42 8 
Stone, Clay & Glass... . 17 40 
Food & Beverages. . . 18 30 
Sel Rr 15 34 
Miscellaneous Manufacturing 28 
ALL MANUFACTURING. 22 32 
Mining. . . oe 19 29 
Petroleum’ 17 17 
Railroads 8 13 
Other Transportation & Com- 

munications. . 39 29 
Electric Utilities. 33 33 
Commercial.... .. 29 26 
ALL BUSINESS... 24 30 


‘ Compared with 1957. 





Percent of Companies 


About 
Same 


26% 
36 
43 
42 
65 


47 
50 
37 
25 
50 
43 
52 
51 
55 
46 
52 
66 
79 


32 
34 
45 
46 


2 Includes all reporting petroleum companies; breakdown by divisions not available. 
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eas) 


1957 officers of the Central States Industrial Distributors’ Association are William 
A. Caughey, vice president; L. P. Russon, president; Leonard L. Dietz, secretary; and 
Lewis W. Gilbert, secretary. They were introduced by B. O. Schmaling (above right). 


Three speakers analyze... 


Today's Manufacturer-Distributor Relations 


More than 1,000 attend Central States Association meeting; 


Bradley University 


dean tells of program, introduces two students who received scholarships 


N APPRAISAL of the distributor's 
A osition today and a double 
barrelled discussion on selective dis 
tribution featured the 24th annual 
convention of the Central States 
Distributors’ Association 

Held in November, the 
conference attracted than 
1,000 distributors and manufactur- 


Industrial 
in Chicago 


more 


ers, setting a new attendance record 


for the association. 


NIDA Head Speaks 


Frank Cruger, president of the 
National Distributors’ 
Association and a partner in Indiana 
Mfrs. Supply Co., Indianapolis, ana 
manufacturer-distribution re 
under the title ‘Progress 
while R. C. Lenburg, Fac 
tory Supplies Co., Rockford, Ill. 
and R. C. Morgan, Globe Machin 
ery & Supply Co., Cedar Rapids, 
talked on “Selective Distribution”. 

More detailed reports on the three 
talks are presented on the following 


Industrial 


lyzed 
lations 
Sharing” 


pages 
we 


ware Co., 


Russon, Vonnegut Hard 
Indianapolis, presided 
throughout the convention and was 


re-elected as president, along with 


86 
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Elmer R. Krueger spoke on “The 
World’s Business Is Our Business. 


Leonard L. Dietz, Dietz Indust1 
Aurora, as secretary, and 
Lewis W. Gilbert, Screw Machi 
Supply Co., Chicago, as treasure 
William A. Caughey, John Pritzlatt 
Hardware Co., Milwaukee, was ele 
ted vice president, succeeding Ha: 
Stangel, J. J. Stangel Hat 
ware Co., Manitowoc, Wisc., whi 
isked that he not be renominated 


lhe convention 


Supply, 


vev |] 


opened with 
contact booth 


two-hour program 


which permitted manufacturers to 
visit distributors at the booths. A 


fellowship hour was held afterward 


1957 


started with a gen- 

| a = 
eral meeting. Contact booth ses- 
sions were held in the morning and 


| he ¢ cond dav 


ifternoon, and there was a luncheon 
meeting, cocktail hour, banquet, and 
show. 

Elmer R. Krueger, Paper Art Co., 
discussing 
Business Is Our 
talk on 
He warned that, 
at the threshold 
1 new era—improving the stand 
better 


variety 


spoke at the luncheon, 
The World's 

He based his 

s world travels 

stand today 


for evervone through 


Antidote to Communism 


he new concept and doctrine 
f today, is ‘consumerism’—the anti 
dote to communism. ‘Consumer- 
ism’ means greater consumption and 
there is the answer to any country’s 
economic problems. Wherever there 
ire people there is potential market. 
Potential markets in this world are 
tremendous. The great job ahead is 
to develop people 

Let’s do more about selling bet- 
ter ideas and a better of life 
to the rest of the world.” 


\ highlight of the general meet- 


wal 








Bradley University 


Iwo 


ing. Above, left, 


students 
scholarships in the school’s industrial distribution 
course were introduced at the Central States meet 
Allen Schumacher looks over 
the meeting program with L. P. Russon, presi- 
dent of the Central States Association, donor of 
the scholarship held by Mr. Schumacher. 


hold 


who 


<n! «24a tT! 


ev 
f 


Above, right, J. Forest Bennett introduces Walter 
Wilkinson who holds a scholarship awarded by 


four Peoria distributors. 


Right, the two students, both sophomores, talk 
things over with William A. Clarey, dean of the 
College of Business Administration, Bradley Uni- 


versity. 


ing in the morning was the introduc 
tion of two students who are study- 
ing industrial distribution at Bradley 
University. ‘The introductions were 
made by William A. Clarey, dean 
of the College of Business Adminis 
tration, Bradley University, during 
a talk on “Industrial Distribution at 
Bradlev Dean Clare 


reported on the status of the re- 


University.” 
cently inaugurated course saying, 
“There is a definite need for an in 
dustrial distribution program of this 
sort. You distributors have a splen 
did opportunity to avail yourself of 
this talent 


it is absolutely 


In this technical world, 
necessary that you 
have the trained personnel to handle 
your most complicated tasks. Our 
graduates will become the type of 
employee that you want. You can 


be sure that this program is tailor 


To make 


this program more of a success, we 


made to suit your needs. 


encourage you to talk to promising 
high school students in your area 
and persuade them to study indus 
trial distribution.” 


Students Introduced 


Allen Schu 
a 20-year-old sophomore 


Introduced first was 
macher, 
from Morrison, Ill., who has been 
awarded a scholarship by the Cen 
Mr. Schu 


macher said he definitely plans to 


tral States Association. 


work in industrial distribution after 
graduation. The scholarship calls 
for $250 assistance for the first and 
second years of the course, and $500 
for full 
fourth vears. 

Also introduced was Walter Wil 


tuition for the third and 


ophomore. M 


AITISO) 2 ii> | 
Wilkinson is sponsored by fo 


Peoria distnbutors who are shai 
the cost of a full $500 vearly schola 
ship for four years. Mr. Wilkinso 
ittends college full time and still 
works about 20 hours a week in the 
pricing department at Coucl 
Che 
other sponsors are Hagerty Brothe: 
Co., F. Meyer & Bro. Co., and Isaa 
Walker Hdwe Co. Both student 


were selected by Bradley U1 


Hevle, one of the sponsors 


[he program chairman 

was A. F. Riecke 
president in charge of operat: 

Iron Co., Evansville, Ind. The 12 
member board of directors of Cen 


MMM rec 


meeting 


tral States served on the ct 


Next year’s Central States meet 
d 


r will be hel 


ng Nov. 3-4 al it the 
Edgewater Beach Hotel 


How are manufacturer-distributor relations ? 





Today’s Manufacturer-Distributor Relations (Cont’d.) 


“Let's get our 
houses in order 
before we criticize 
others. “— 

Frank J. Cruger. 


Is the industrial supply in- 
as 


¢ dustry operating efficiently? 


®¢'There is one thing that all of us 


can be sure of—no matter how s 


cessful we may be—no matter how 


well-managed our business may ap 
pear—no business is ever operated 
even near the peak of its potential 
performance. The more seemingly 
profitable a business happens to be 
the 
to remain 


at any moment, 


likely 


hidden or unnoticed.” 


given more 


inefhciencies are 


Have distributors taken any 
action to correct inefhicien- 

cies? 
ee] am happy to report that in 
1955, distributors, on the average, 
reduced their overhead 5% as 
pared to 1954. Distributors, on the 
iverage, had an increase in net profit 
f 1.92% in 
16% in 1954 
part of all this is that the product 


com 


1955 compared to 


But the unfortunate 


margin, interpreted in terms of gross 


continued its decline, a 


proht, 


stead) 


accin - 50.” 
lecline since 1950 





"Distributors 


have responsibilt- 
ties also with 
selective 
distribution. — 
R. C. Lenburg. 


What is selective distribu- 
e tion? 
oe) 


go to no less authority than 


our own National Association, who 
in a pamphlet they issued said this 

‘Selective distribution is a method 

of merchandising by which the 
manufacturer sells his product in 
a given territory through an ade 
quate but selected number of dis 
tributors referring all inquiries to, 
and making all sales through, 
them instead of selling indiscrimi 


nately to every available distribu 





"Want a shock?— 
Determine how 


much of overall 
sales are in selec- 


tive products. — 
R. C. Morgan. 
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Why is there a need for se- 
¢ lective distribution? 
®@Each industrial area, or market, 
has a maximum sales potential. 
When that potential sales volume 
is spread too thinly among too 
many distributors, no one profits 


evervone is dissatisfied.” 
How do manufacturers feel 
¢ about selective distribution? 
®e@Several friends 


have helped me compile a list of 


manufacturing 


typical comments on the advantages 
of selective distribution.” 





the dis- 
tributor expect aid in im- 
proving his profit picture? 


From where can 


®¢!] do not believe we should ex 


pect a manufacturer to subsidize 


in inefhcient distributor operation. 


Neither do I think a federally-con 
structed should be made 
ready for distributors who should 
develop their best effort to stand 


alone as 


crutch 
business.’ 


a sturdy 


Well, 


¢ maintenance? 


what about price 


@e] hope you will agree that better 


price maintenance on the part of 


distributors should be a more ac 


complished fact before we criticize 
our friends about in 


All of us 


margin 


manufacturer 
adequate profit margins 
know that some 30° lines 
do not show money in the till after 
all the expenses have been deducted 
Some 


more 


fairly long margin line st 
to engineer, sell and service 
than the 
You know 


=> © gTOSss 


\ ides 


LTOSS 


margin pre 


I 
that in manv lines a 
margin 


pavs vou more 


net profit than some 30° 


lines 


Apparently there are many 
reasons for this, so would 
you say it’s important for 
a distributor to study the 
reasons? 


PPlt is \ distribu 


t for 


tors to know what it costs to handle 


cr\ importa! 


a line or, if you prefer, the earning 


power of a line—or perhaps what 


pret I the 


ul don't sing powe! 


} 


of a iin 


Is anything being done to 
¢ help distributors? 


For Mr. Cruger’s answer 
turn the page. 





tor who can be induced to carr 


the line.’ 


? Is this definition accepted? 


reference 


PON O was the 


distributor's responsibility under this 


made to 


plan of representation, and the dis 
tributor does have an important role 


if selective distribution is to work 


well for both parties.’ 

? What do you mean by that? 
®@Sclective distribution has to work 
both wavs if the best results are to 


be achieved. How many duplicate 


polic \ 


I 
sentation, 


sales 


concentrate o1 

manufacturer who has made at | 
some attempt to restrict the number 
of distributors 


make it more attrac 


If a manufacturer reduces 
? the number of distributors, 
who benefits? 


For Mr. Lenburg’s answer 
turn the page. 








INDUSTRIAL DISTRIBUTION «© JANUARY, 1957 


2 What is first on the list? 
eeRy supporting our distributors, 
we demand and get equal support 
from most of our distributors. ‘These 
distributors who think this is a one 
wav street where we do all the giv 
ing and they do all taking will be 
Loyalty both 
sides of the street 


replac ed does covet 


? How about sales volume? 
. 
®eBy exclusive sales policy, manu 
facturers get sustained and intensi 


fied distributor sales activity with 


ind 


] 
olumic 


concerned 


increased 
for all 


? Is that a truism? 


> 
@@]’d suggest manufacturers 


ke \ 


age of their overall sal 


thei distributor what per 


OLUTTi 
} ; 


yr selective produ 
a shock 


exclusive 


answer may be 


What about carrying inven- 


e tory? 


For Mr. Morgan's answer 
turn the page. 





Today’s Manufacturer-Distributor Relations (Cont’d.) 


Mr. Cruger was asked: 
“Is anything being done to 


help distributors?” 


@@The National and the Southern 
Associations’ Joint Activities Plan 
ning Committee has established a 
sub-committee for the purpose of 
finding a formula to determine the 
cost of handling a line. In addition 
to the exhaustive work done by sev 
eral of our members, we have been 
extremely fortunate in being pro 
vided with an extensive, and expen 
sive, study along this line, by a lead 
ing manufacturer. I am glad to tell 
you that complete details will be 
released at the San Francisco Con 
vention next June.” 


The program is designed to 

put the distributor in the 
position of being able to 

* provide suppliers with the 
facts of business, but is it 

the solution to all problems? 

@e¢lt must be admitted that this 
system will not correct the greatest 
evil existing in this industrv—the 
refusal on the part of some dis 
tributors to maintain the pricing 
policy of our manufacturer friends 
I do not see how any distributor 
can be more important to a manu 
facturer than the 
the manufacturer's resale policy.” 


maintenance of 


any ma- 


Has been 


terial issued on profit mar- 


there 


_ ° 
ao 
gins? 


e¢The Joint Industry Committee 
had a meeting to discuss the possi- 
bilities of a new pamphlet—to tell 
the facts of business to our mem- 
bers and to our suppliers but the 
plan was discarded.” 


? Why? 


@C@Not because it 
would offend our 
friends—but simply because it was 
believed that the lack of price main- 
tenance in certain areas should be 
orrected before we criticized 
fF our 


was feared we 
manufacturer 


OHret 
HTS 


gross profit margins of 


In what position does that 
¢ put distributors? 


For Mr. Cruger’s answer 
turn to page 201. 





Mr. Lenburg was asked: 
“Who benefits if a 
manufacturer reduces the 
number of distributors?” 


@@The manufacturer knows many 
benefits will be derived therefrom; 
the benefits are by no 
means all his. The distributor has 
advantages under the 


however, 


many selec 


tive system.” 


? Such as what? 
e@e@A feeling of closeness, mutual to 
both distributor and manufacturer 


is sure to result, based on a trust 


in each other.” 


? Anything else? 
®@The possibility for better profits 
for your efforts are many, not only 
because of increased sales, but be 
cause of greater inventorv turnover 
purchasing for 
and 


concentrated 
possible freight 
quantity discounts. Because of your 


and 
allowances, 


concentration and effort on a single 
line, you will be better able to serve 
with better stocks 
stocks, and be 


your customers 


instead of many 


come a more dependable source of 
Oe 


sUuDDIV. 


? Are salesmen affected? 
@®Your salesmen are sure to react 


with greater enthusiasm.’ 


Do both distributors and 


manufacturers believe in se- 


lective distribution? 


For Mr. Lenburg’s answer 
turn to page 206. 





Mr. Morgan was asked: 
“What about carrying 


inventory?” 


@@Because there are no warehouses, 


or no other distributors in town 
where they can pick up, manufac 
turers find it easier to get distribu 
stocks of 
merchandise. With increased stocks 


distributor 


tors to Carry adequate 


of selective products, 


salesmen are more conscious and fa 


miliar with the line and sell on 


90 


merit and quality of product instead 
of price alone. . . Manufacturers 
receive fewer but larger stock orders 
cutting production and_ clerical 


osts..’ 


Do operating costs figure in 
5 > 
¢ the picture? 
@@ It is the least expensive way to oj 


erate 


minimum factory sales force, 
| 


fewer and more productive 

without embarrassing duplication; 
smaller and more intensive training 
inchis« 


courses. An exclusive ft 
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partners in every scnsc of 
including confidential in 


both 


the benefit of 


Does selective distribution 
have any effect toward sta- 
bilizing prices? 


For Mr. Morgan’s answer 


turn to page 208. 
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Booklets promote better understanding of McJunkin Trust, but 


Profit Sharing Has Its Problems 


By Van Ness Philip, Assistant Editor 


C]UNKIN CorpP., 
NM marked the 15th 
Giving employees a share in earn- retirement trust, which 
100 in employee benefits 
$44 million 
We're proud of the rec 


nnanci 


ings is a complex undertaking 


but worth the effort, says McJun- 


veces 


kin Corp’s management after 15 


\ good plan with idequate S 
body's interest is bound to be complex ¢ 


t has retirement features like ours. ‘The 


How McJunkin Makes It Work —> 


years with a profit sharing trust. 





Profit Sharing Has Its Problems (Cont’d.) 





STATEMENT OF PARTICIPANT'S ACCOUNT 
THE McJUNKIN PROFIT SHARING TRUST 


December 31, 1955 


Joe S Smith, 





TONCOME : 


Contribution for the year 1955 
by MeoJunkin Corporation .....+.-. 


Your portion of forfeitures for year 1955 . 
Your portion of earnings for year 1955 . 


Total contributions and other credits to 
your account prior to January 1, 1955 coe e 


Total of all contributions, forfeitures and 
earnings credited to your account to date... $ 


INVESTMENTS FROM YOUR ACCOUNT FOR 


$_S! 7s 
$4955.26 


Cash balance in your personal 
account as of December 31, 1955 





Paid during year 1955 


Total paid pricr to year 1955 








Your Life Insurance Policy odd apap 
hes @ face value of ....+sss ° 


$20, GiS.00 


>__l7air 
- $28 539,00 





And @ contingent monthly retirement income, 
SP wetiveh ebape Gee cc ccccecees 


Or eo lump sum payment at that time of . . 








YEAR-END STATEMENT shows each trust participant 
where he stands after company has made its annual profit- 
share contribution and other trust earnings are in. 


getting it established is full of problems, and we don’t 
yet have answers to all of them.” 
Mr. Wehrle lists these problems as the most per- 
sistent 
Insuring that the plan is understood. 
Gaging appreciation. 

. Protecting the plan against business reverses. 
Protecting interests of both company and em 
ployees. 

Balancing rights of old and new employees. 
Selling employees on the plan’s savings features. 


Success, but Still Some Problems 


Now, after 15 years’ experience, the McJunkin man- 
agement sees the trust’s objectives being fulfilled. But 
there were, and still are, problems, says Mr. Wehrle, 
who believes any management contemplating a plan 
of this type should ask itself these six questions: 


1. Will the plan be understood? 

I'he trustees say this has been their hardest problem. 
The trust agreement is a 20-page document in small 
print, and the company has 220 employees. The man- 


agement has published two booklets on the trust in 
question and-answer form covering questions employ- 
ees ask most frequently, and distributes an annual 
statement for employees on profits and trust assets. 
Individual reports are also prepared for participants 
listing their insurance assets, profit credits and income 
expected on retirement. 

“But an annual statement isn’t the same thing as 
money in the pocket,” Mr. W ehrle points out. “It’s 
hard to get people thinking of assets in the bank as 
their own when they haven't actually felt the cash. 

“We are spending more time now indoctrinating 
and we believe our older employees 
But we still haven't 
So long as one employee 


new employees, 
understand the plan fairly well 
done enough with publicity 
fails to grasp what the trust means to him personally, 


| in its purpose to that extent.” 


our plan has failec 


Will employees appreciate it? 

Mr. Wehrle says it was difficult to gage apprecia- 
tion of the plan at first because employees don't expe 
rience its major direct benefits until they retire. The 
present benefits—automatic savings, profit share cred 


its, free life insurance and avoidance of income tax on 
trust accounts—are not so obvious 

“Of course retiring employees tell us what the plan 
means to them,” says Mr. Wehrle, “but there’s really 
only one wav to judge the reaction of present em 
If we make 


ployees, and that’s by their productivity. 


a good profit, it is largely due to the fact that every 
one has made an effort. 

‘The management seldom sees the subtle effects 
profit sharing can have on morale—like the group pres 
sure on poor workers to improve because fellow work 
ers feel they are jeopardizing every one’s profit share 
even though we know such effects are a natural con 
sequence 

“We don’t try to solicit appreciation. 
is not to make our people believe they are getting 
something for nothing, but to convince them this plan 
(heir profit share is not 


The object 


is a working agreement. 
largesse, but something they have earned themselves. 
“A good record of profits is the real evidence of 


appreciation.” 


What happens to profit sharing in bad years? 

McJunkin’s is not an annual cash-payment plan, 
but a retirement trust to which profit shares are con 
tributed for future benefits. “A big danger of cash 
profit shares is the effect on pocketbooks and morale 
if profits drop,” Mr. Wehrle points out. “Our plan 
minimizes this risk; the participants would miss an 
addition to savings in a bad year, but not money they 
depended on for living expense.” 

Profit shares are used to buy retirement insurance 
policies for most of the participants, and there is still 
some risk that profitless years would endanger these 
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policies if premiums were in arrears. However, it’s the 
trustees’ policy to hold enough liquid assets to pay 
three years’ premiums in a reserve fund. 

“All business is risk,” says Mr. Wehrle, “and we've 
been fortunate in having fairly good times since our 
plan was started. Nobody has seen his profit share 
drop much in an off year, and most years have pro 
duced an increase. 

“Like most distributors, we are concerned that 
profits in our industry are not keeping up with the 
trend of increase in wages and salaries. This trend 
could reduce the effectiveness of even the best profit 
sharing plan.” Mr. Wehrle is convinced profit shat 
ing has no place in a marginal operation. “Only a 
management fairly sure it could make some profit 
every vear would want to take the chance, particu 
larly with a plan like ours tied to insurance premiums.” 
4. How can both company’s and employee's interests 

be protected? 

lhe McJunkin plan protects the company from a 
drain on resources if no profit is made because the 
employees’ trust, not the company, is liable for insu 
ance premiums. On the other hand, the reserve in 
the trust protects policies for at least three years, and 
the company’s management has no option about con 
tributing if a profit is made. This contribution must 
be a set percentage of earnings, and can’t be passed 
over or deferred. Employees, not the company, own 
the trust, and the management cannot use any of its 
funds in the business or borrow on its assets. The 
trust can be discontinued by the company, though the 
management states there are “no foreseeable circum 
stances” that it would be. On liquidation, employees 
would get the full value of their accounts. 

“These provisions had to be balanced carefully to 
insure the company was not undertaking an obliga 
tion it couldn't live up to and employees were reall) 
getting something of value,” Mr. Wehrle points out 

“Such a deal can’t be oversimplified. It has to be 

legally binding for every one’s protection.” 


5. How are rights of old and new employees balanced? 

lhe management believes early participation in the 
plan (employees get profit credits after two vears) and 
life insurance and tax savings features appeal to new 
employees, though they realize young people aren't 
preoccupied with retirement. “We can’t put new 
employees’ interests ahead of veterans’,” says Mr. 
Wehrle in explanation of why short-timers get no 
profit share credits and 3-12 year employees receive 
less than their full pay-off share if they leave (portions 
of shares thus “forfeited” are divided among trust 
participants). “But we did want to let people into 
the plan early enough so it would cover the majority 
of employees.” 

He adds: “It’s not easy to balance these limitations 





The McJunkin Trust 


The McJunkin plan is a retirement trust based on 
profits, to which the company contributes a share of 
net earnings up to the equivalent of 15% of its 
payroll (Federal regulations set the limit). Each em 
ployee receives a profit share “credit” proportional 
to his earnings. He contributes nothing from his 
paycheck. Employees collect 100% of their trust 
credits on retirement or separation, provided they 
are 55 or have been with the company 13 years 
This payment may be in cash, but in most cases con- 
sists largely of paid-up life and annuity insurance 
policies, premiums for which have been met out of 
the employees’ annual profit share credits 


The company contributes on a percentage basis: 
50% of the first $50,000 of earnings before taxes, 
40% of the next $25,000, 30% of the next $25,000, 
and 25% of additional earnings (up to the 15%-of- 
payroll limit). 


Individual retirement benefits vary. A typical em- 
ployee-participant, now 34, can look forward to 
$176 a month at the age of 65, when his annuity 
policy starts paying off, or a lump sum payment of 
about $28,000, plus his Social Security benefits. 


Employees do not participate in the profit sharing 
until they have been on the job two years, but if 
they are seporated after that time will receive about 
10% of the value of their account for each year of 
participation. After 13 years’ employment, they are 
fully vested and on leaving will get their full share 
They also receive the full share if they leave at the 
age of 55 (50 for women) or because of permanent 
disability. 


To protect insurance policies, the trustees retain in 
safe securities and bank accounts sufficient reserve 
funds to pay premiums for three years. (If a new 
participant gets $1200 as his profit-share credit, the 
trustees will buy him policies with premium obligations 
of not more than $300, and the remaining $900 goes 
into his reserve account). 


Savings Features Are The Key —> 





Profit Sharing Has Its Problems (Cont’d.) 





CUSTODIANSHIP of insurance policies is time-consuming 


job for Mr. Wehrle 
estate planning. 


94 


who 


counsels trust participants on 


EXPLAINING DETAILS of profit 
I it McJunkin Corp., Charles 

W. Va.. kee ps plan s trustees busy 

ire H. B. Wehrle, Jr.. B. D 

lock, and A. G. Stone (not in pic 


reduce turnover among new 
? 
same time, long-service employees 


stake in staying with the firm.” 


6. How can employees be sold on savings vs. cash? 
Rumors often get started about what others are 
while ago when some of our 
v why another company paid out 
shares in cash. We looked into 
ompany, unlike ourselves, had 
to the trust out of paychecks, 
returned to them was only what they 
selves. 
the sound of cash, but we're also 
more security conscious than we used to be and we 
expect to li nger. We're also verv conscious of 
personal 
we stress about our plan. 
Over the years our people see their accounts grow 
quite large and can appreciate this kind of saving. 
In every case when an employee has died, his trust 
account has been the biggest part of his estate. 

“We explain that our profit plan can be more liberal 
than otherwise because it is tied to the retirement 
plan, and, for the same reason, the retirement benefits 
are more attractive. We couldn’t do as much with 
two separate plans, and might get over our heads with 
risks and complexities. 

“This makes a good appeal to common sense,” says 
Mr. Wehrle. “How well it sinks in depends on how 
skillful we are in getting all the facts across to every 


employee.” 
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Don't Move 
Until You Answer 
These Questions 





Cincinnati distributor analyzed seven vital 


. Will distance cause loss of customers? 

. Will firm lose will-call business? 

. How are prospects for future potential? 
What will be effect on delivery cost? 
What are real estate problems? 
What are tax advantages and disadvantages? 
What's the zoning picture? 


problems of relocation 


before deciding on a new site when firm had to leave downtown area 


HESE SEVEN QUESTIONS occupied much of Ken Mil 


ler’s time as president of The Mechanical Supplies 


Co., Cincinnati, during the six months before the 
firm moved to its present new building. 

The old quarters had to be vacated to make way 
for an express street. While advance planning had 
been done, it was up to Mr. Miller to evaluate alter 
native sites 

The management tended to favor the northern 
suburbs, because Cincinnati industry appeared to be 
moving that way. Here’s how Mr. Miller assembled 
the facts he needed for a decision: 


1. The Distance Problem with Customers 


The management already had customer locations 
plotted on a territory map. The geographic center 
of customer activity, they found, was not the then 
downtown headquarters, but a point five miles to the 
northeast. 

To relocate that far out, Mr. Miller saw, would put 
considerable distance between the company and some 
of its customers. But after analyzing customer sales 
records, he found that 75% of the firm’s volume came 
from 25% of its accounts, and only a few of the top 
accounts were beyond convenient delivery radius from 
the northern center point. 

The risk of losing this business would not be great, 
he reasoned, if the company moved to the center 
point and got its delivery routine properly reorganized. 
Mileage could actually be cut for most customers; 
there should be adequate time to service the few 
distant ones. 


2. The Will-Call Business 


P ssible loss 
cern at first, until Mr. Miller made am-analysis of 
will-call activity at the old building 


ll-call transactions for six months showed 


. , 
ot pickup volume was of serious 


\ shipping-room 
tally of wi 
they amounted to less than 1% of sales. Apparentl; 
ire to pick up 
orders, or were so far awav that it wasn’t practi i 
Mr. Miller concluded that any will-cal! business lost 


from downtown accounts would be replaced by pick 


most large customers either did not 


ups from customers closer to the new site. He admit 


+ 


tedly could not assess the convenience factor; perhap 


some customers who seldom made a pickup still liked 


} 


to have a distributor close by in case of emergency 


3. Potential 


Mr. Miller made a thorough study\ 


records and trends, suppliers’ potential estimates and 


of past sale S 


facts on potential gleaned from renegotiation trans 
Black dots 


of the territory map indicating customers were 


actions and city and county directories 


formed into colored dots, with various colors 
ing different levels of dollar potential. This resul 
in a new configuration of dots indicating a heaw 
concentration of probable business in the new north- 
ern industrial areas. The logical trading center for 
this was further out than the center point of the 
firm’s present business. 

Mr. Miller felt the company could move seven ot 


eight miles out and still hold its own, provided it 


I 
developed new business aggressivel\ The potential 


How To Minimize Risks Of Moving —> 





Don’t Move Until You Answer These Questions (Cont’d.) 


START EARLY to look for a site 
K. I 


Miller, Mechanical Supplies president, advises 


if you have to 


move, 
Here, 


with | 


suburbs 


acteage in 


room 


more than compensated for the possible losses from 


behind 


old customers left 


4. Delivery 


If the frm moved all the wav out to the center of 


its potential, Mr. Miller reasoned, delivery might cost 


more at first, but 


only until new business close at 


hand was developed. Meanwhile, savings from more 
efficient handling in a new building could be expected 
to finance extra delivery effort for the benefit of down 
town customers Esc ape from downtown trafhe con 
gestion should also result in operating economies 
Mr. Miller used the map to trace possible delivery 
patterns from vanous 
tried to take trafic and 


aS Well aS I rT service 


proposed building sites. He 


road networks into account, 


needs 


5. Real Estate 


management had he location search 10 


go, when po vere taking shape 
yuught two likelv tracts but later sold 
W hen the present site 


The firm had 


to pay about 15° ild have been needed 


three vears previousl\ I iller «€ 
\dequat r Ol building lavout, for 
parking and for future expansion, and 


<< 


MAPPING CUSTOMERS 
tion. Mr. M 


nt 


timates 


} 
suitable zoning 














RESULT OF MOVE is this new, one-story headquarters 


seven miles out from former downtown location. Proximity 


were the major requirements next to location and 
“When you have to have all this,” says Mr 


price. 
T he longer 


Miller, “it pays to start looking early. 
you wait, the more it will probably cost you.” 
6. Taxes 
Mr. Miller checked three major points on taxes 
a. Advantages of being free of city payroll and other 
“nuisance” taxes as a result of moving outside 
city limits 
b. Comparative tax rates in city and suburbs. 
c. Comparative assessments on new vs. old build 
ings 
He had expected the suburban tax load to be lighter 
than citv tax burdens but closer estimates tended to 
refute this. The company would be avoiding a city 
payroll tax, but the higher assessment on a new build 
ing, even at lower suburban rates, made up the differ 
ence. The total tax bill would be about the same 
However, the firm would have a new building in spa 
cious grounds at no additional tax expens¢ 
If the company were moving from a high-assessment 
downtown area instead of a low-rent wholesale dis 
trict, the suburban advantage would have been greater, 


Mr. Miller points out 


. Zoning 


} 


lhe two options which the firm bought in the earl 


period of the search were later sold because zoning 


changes believed pending did not come through. Mr 
Miller thinks a distributor, forced for price or other 
reasons to leok for a building site where zoning is 


to new industrial sections is expected to 


of greater distance from some of the Id a int 


minimize 


ondition 


uncertain, should take an option only on 
that zoning has been changed or made suitable before 


purchase. 


Analysis Pays Off 


Mr. Miller says the company lost none of its old 
customers after the move and its volume from distant 
accounts dropped only 1% The new building 
seven miles north of the former location, in suburba1 
Roselawn. The site is part of an industrial tract zone: 
for light manufacturing 

\ station wagon was purchased 
andes 


gency deliveries and small ler 
Delivery was revamped and greater 
from having trucks start out ft 
the center of the firm’s trading 
downtown site 

While the new site is 
ter of potential business, 
present trading, Mr. Miller 
pense still did not increase 
same as it was down 
however, was 
ind faster inside 

“Moving 
Miller, “whether 

ibout hanging 

to plan ina 

ve could think 
it has worked out 


used the best long-1 
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How You Can Get Out Of A Rut 


Antidotes for the doldrums are present in the job of selling 


industrial supplies and equipment, Knoxville salesman finds. 


By Jack Wertis, Senior Associate Editor 


NE REASON why Clifford Myatt of Tennessee Mill 
0: Mine Supply Co., Knoxville, Tenn., likes sell 
ing in the industrial supply and equipment field better 
than in any other is that the job doesn’t allow him 
to stav in a rut. Selling industrial customers, Mr. 
Myatt added, keeps you running into challenges often 
enough to minimize your chances of getting into a 
rut, or to snap you out of it if you do. 

Naturally, there are times when you come to work 
listlesslv, and stall around doing anything but what 
It iS a 
state of mind and should be recognized as such, 
according to Mr. Myatt. It should last only up to 

: 


the moment of your first call 


you're supposed to be doing—be out selling 


} 


Then things should 
begin to happen to dissipate that indifference. Or, 
if you don’t make the call, Mr. Myatt said, it is pos 
sible that you will get a call from a customer who 


needs some attention and needs it in a hurry 


It is easy to succumb to this indifference and stall, 
Mr. Myatt said, but the salesman who knows the 
importance of various aspects of his job will always 
find an antidote. Actually, the cures are right in the 
job itself and the chances are that not only will a 
proper approach to these cures arouse new interest 
in the work, but also improve a salesman’s perform 
ance. 

\s Mr. Myatt sees it, the important aspects of the 
industrial supply and equipment salesman’s job are 


customer service ustome! problems, ustomer 
ympetition and trainiz 
} 


sound evaluatio1 he importance of each 


tions, Sales analysis, 


understandit : I y they iifect custome! 


will help a1 regain stimulus 


W ould Mii 


LISCUSS thes« ispects of the job? 


mal 
ind here are his ideas on 














CUSTOMER SERVICE—We've all been told at 
one time or another that the only thing we have to 
sell is service. Repetition may take the edge off that 
saying but no salesman can afford to forget it. | 


never do. I’m a great believer in service 


I’ve hauled 
firebrick out of this warehouse at midnight just to 
help a customer get going again. Service covers a 
lot of angles in dealing with a customer but now I'm 
talking about more or less routine things, like deliver 
ing a tool manual to a customer who could make good 
use of it, or checking on the status of a back-order 
just because you know that a customer would like 
to know about it or telling a customer about a new 


tool or new id he might be able to use The cus 


tomer may ask vou lo something for him but it’s 
much better sen if you anticipate these things 
this is a good angle to check 


to help some customer 


There's always 


CUSTOMER OPERATIONS 


some me! ration a salesman can look into 
more closely than he has before, and this is always 
loldrums. After all, it’s part of 


the sal iob to know his 


} 
ad YOOd 


ustomers’ methods, 
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equipment and tools and how his products can fit into 
the picture. The products that the customer makes 
should interest the salesman too, because he may be 
able to suggest a new method of drilling, or tapping, 
or fastening, or finishing. You can’t tell unless you're 
familiar with what’s going on, and what the customer 
feels about his product in the way of quality, finish, 
workmanship. I just had a call from a customer who’s 
planning to make a new product and wants to see 
Before 
we re through talking, I bet we'll cover finishing, too 
I'm looking forward to this date. 


me about the grinding problems involved 


‘a > ee 


CUSTOMER PROBLEMS —Attention to custom 
ers’ problems is one of the top services a salesman can 
perform and, whether or not you can help, the atten 
tion and interest is always appreciated. Actually, 
tackling a customer problem is one of the greatest 
pick-me-ups for a salesman’s morale there is. Nothing 
makes you feel so good, gives you such a feeling of 
accomplishment, as contributing something to the 
solution of a customer’s problem. It doesn’t have to 
be much, something like the time I got together with 
the engineer of a feed mill who was planning to con 
struct 80 feed bins. His problem was how to actuate 
the slide which opened and closed at the bottom of 
each bin. Each bin was to be 100 ft. high, funnel 
shaped at the bottom. At the bottom was an opening 
with a slide, feeding into a screw conveyor which led 
to the mixing bins. The job was to figure out how 
much weight, or thrust, was pressing on the slides 
which had to open and close. Different kinds of feeds 
were to be held in different bins. All these slides 
would be controlled by switches from one control 
panel. Pneumatic cylinders would do the job with 
manually-operated switches on the control panel. The 
question was, what size air cylinders would be required 
to power the slides. 

I called in our factory man and, after sizing up the 
application, he suggested 2} in. cylinders. But I didn’t 
think he was confident enough since the pressure on 
the siides was unknown. I suggested to the engineer 


; 


that, rather than take a chance, we should experimen 
We tried the 


cylinder. It was able to open the slide but 


with one of the heaviest loads 


close. The next we tried was a 3-in 
that gave the necessary double action 
closing. Not much, but you can bet that that en 


neer was pleased by our interest in his problem 


COMPETITION-—If nothing else, 
should keep you out of a rut. Everyone is trying t 
It’s a give-and-take propositio1 
lose a customer here, pick up several new ones thet 
You can’t afford to ignore the competition. I like 
' 


close personal relations with a customer but your best 


ympetition 
I 


sell your customers 


friend will slap you down if you fail him often enoug 
Sometimes you can’t help it, but you must remember 
your customer friends are in business to 

or five years ago when pipe was short 

dole out what little we received from 

little for too many A thankless job 

please them all. When the pip 


. } ] . } 
iain, we had an awful lo 


SALES ANALYSIS—Invo 


reading as far as I'm concerned 


customers invoices and study the: 








Continued on page 200 
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AMPLE SPACE for customers and employeés parking, as w 


inc 


1 unloading activity, features the new home of the Industrial Supp 


Progress Spurs Progress 


HEN INDUSTRIAL SupPLY Corp. learned it would 
have to move from its multi-storied quarters in 
downtown Richmond, Va., to make way for a modern 
expressway, the firm decided to progress with the 
community and construct a new home in a more 
accessible location in a growing industrial area. The 
first move was to obtain a three-acre tract in the 
northwest section of the city at a price of $72,000. 
Ground was broken on April 6, 1956 and, in six 


SOME 1,250 VISITORS inspected the new facilities such as 
the counter and display area which is located in the front 
nter portion of the building 


eb) 


months, construction of a $227,500 building of cinder 
block, brick and pre-stressed concrete was completed 

“Although about the same size as our former home 
about 29,000 sq. ft.)”, said Lloyd B. Mize, president, 
“this modern one-floor layout—plus the convenience 
of railroad siding, four rear doors for off-street loading 
and the use of modern fork-lift truck—assures faster 
service from more complete stocks.” 

An active promotion campaign preceded the move. 


GREETINGS AND CONGRATULATIONS are offered 
by customer, J. N. Boykin, to Llovd B. Mize, Industrial 
Supply Corp., president, at the Open Hous 
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ROOM FOR EXPANSION is provided for on larg 


portion of the tract in the rear of the building 
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”. . . Watch 


Purchasing 


FE ER WONDER WHY you come awa} 
from a good customer without 





rder? Or come away with a 
ller order than you'd expected? 
Every distributor salesman has 
had this happen to him at one time 
or other—and not infrequently from 
plants where he knows the 

il is good and there is no 

eptible drop in production 

rding to H. C. Bothe, vice 

nt and sales director of Pro 
Service Co., Cleveland, 
re always subtle influences at 


especially in large plants, 





an work against the sales- 
} 


11S 


less the salesman keeps 

DEI 
twnad \ tool engineer and former manu- 
Mr. Bothe has. analyzed 


s+ 


Tee. . 
t fluences and has found it’s 


+ 


= a 
“Intensive cultivation of an account enables sales- 
, 
to anticipate changes in the 


men to anticipate buying patterns in a plant.” 


F | 


buying pattern. He says, 
are three main elements 
ning this pattern—cost ac- 
g, quality control, and p1 
In the large plant, the en 
ivs shifting from one to 
Very often a salesman 
when the emphasis has 
th the result he finds his 


itl 


; influences in the pro- 

; - A 

= co irtment suddenly out of 

Anticipate 

yy. I he thing for the salesman to do, 

\ : + ope is to try to anticipate when 

mphasis is going to shift. This 

ee ] aad 

neans listening carefully when he’s 

~ talking to, sav, the engineering chief 
_ i g to, ; g ring chi 

. the production department. In 

i ” Jothe’s cc: selling cutting 


se g 
’ 10 t may mean that one day pro- 
no longer interested in 


That's his sigi 


quality control o1 


' 
ing 


Questioning may 
= 





idenly the plant has be 


“The salesman must anticipate when emphasis shifts from produc- “I trol conscious 
tion to quality control, trom quality control to cost accounting.” us cued, Mr. Bothe will 
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A Plant's 
Pattern 


with the quality control people and 
find how he can help them with 
their problem. “We're engineers 
ourselves,” he says, “so we have 
something to offer them right away.” 

He might pick up the word that 
the front office has begun worrying 
about costs, and so has a ready-made 
opportunity to find out specifically 
what the cost problem is and how 
he can help with it. 


Cultivate 


This kind of alertness around a 
plant ties in with Mr. Bothe’s con 
tention an account should be culti 
vated intensively. He believes a 
product line like cutting tools re 
quires this kind of selling. Fledgling 
salesmen joining Production Service 
usually start out with about 200 
accounts. As they get to know the 
accounts better and discover where 
the potential is concentrated, they 
will work down to the point where 
they are handling only 25 to 35 ac 
counts each. With this kind of 
intensive selling, Mr. Bothe con 
tends, a salesman must anticipate 
and take advantage of buving influ 
ences within a plant. 

“Hints as to shifts in emphasis 
from costs to quality control to pro 
duction aren’t made broadly,” Mr 
Bothe observes, “but they're quite 
plain to any salesman who keeps his 
ears and eyes open. Somewhere in 
the plant, someone is going to tele 
graph the punch. And that’s the 
time and place for the salesman to 
start working on the new buving 
influence.” 

As to a salesman being denied frec 
acce a plant, Mr. Bothe says 
“Practically without exception, I'd 
say the p.a. who prohibits a sales 
man visiting the shop is with a firm 
that’s on the skids. The firms that 
are going places are always looking 
for help from a trained distributor 
salesman.” 


“Eyer wonder why a salesman finds a good account suddenly freeze up on him? 


Vi 


“The firms going places never deny distributor salesman free 
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access to their plants.” 





The customer will give you a hint 
when he's about ready to buy but 
he wont say so in just so many 
words. Hell use different ones and 
it is up to you to figure out the 
words and what they mean. You 
can be sure... 


The Orders Near, 
When You Hear. . 














"Is this the only model "Sure this works as good 
they make ?” as you say it does?” 
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"Does this gadget "What's the price 
come with it?” of this thing?” 





























"Do you take trade-ins?” "What do you think, Joe?” 
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e ic Cumberland / ta, Cumberiand 
*-ALIG NMI NT of Hat ris Pump & Supply Co.'s sales ment it right. Note territories converge closer t ae 
territories has imp! d coverage, savs the management burgh h adquarters a 1 form more logical units All it 
which used maps 4 all rep rts to spot situations causing Nos ind 4+ had areas reduced to get better coverage of 
wasted travel tim Tracing at left depicts old territory ncentrated industry areas. Two salesmen were added—25 
setup, with arrows marking tvpical crisscross routes of ind 4] issignment No. 38's isolated territory was 
salesmen to reach isolated sections and customers who had taken over by No. 4 and No. 38 drew city assignment in 
moved buving centers to neighboring territories. New align the adjustment 
“A SALESMAN S TERRITORY 1S not static. ts poten 
tial and physical features are always changing 
Symptoms and, if boundaries aren’t adjusted to these changes, 
proper coverage may become impossible.” - 
of Faulty Sales Coverage [hat’s management’s opinion at Harris Pump & 
Supply Co., Pittsburgh, where all territories were re 
1. Excessive travel time. shaped several months ago after a detailed analysis ; 
: . f travel problems and customer locations. Evidence 
2. High selling expense. . : 
g g P ” that salesmen were using up too much time in travel 
rs : 
3. Salesman is high-spotting. and were missing many potential sources prompted 
4. Small accounts not called on. the study. It involved pinpointing the situations 
S Me new essnunte being added where salesmen had to criss-cross territories and work 
, out of bounds; identifying physical travel obstacles 
6. Good prospects infrequently called on. and evaluating all accounts in terms of accessibility 
7. Sales in only a few lines. and optimum call frequency. 


Important changes were made in territories to cor- 
rect the defects turned up in the study, and these 
resulted in lower selling expense, increased call fre 
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quency, broader commodity selling and new volume 
from previously neglected sources. 

“High-spotting was the trouble,” says E. A. Duffy, 
sales manager. “The men hadn't time to cover all 
the lines. Several were getting almost nine tenths of 
their volume from one or two accounts. And there 
was a lot of criss-crossing and backtracking. In view 
of their car mileage (Harris’ general line men pay own 
expenses), the men’s reluctance to go off the beaten 
path was not surprising.” 


More Time for Calls, Customers 


Now, with the territories re-aligned, the men appat 
ently have time for more calls and more time with 
individual customers. “It’s early to judge over-all 
results,” says Mr. Duffy, “but we're getting new cus 
tomers on the books and selling a broader spread of 
products to old accounts.” Salesmen’s morale is also 
improved, he reports, because the men have less car 
driving, fewer nights away from home and the oppor 
tunity to make more commissions on each call. Sales 
planning is easier because salesmen now stick to their 
territories instead of crossing boundaries, and broader 
coverage on calls provides more sales analysis data 
to work with. 


. . 
Territories Analyzed 
Maps, customer address cards, call reports, call fre 
quency summaries and sales analysis reports were used 
in the area study, which focused on these eight aspects 


of the coverage problem: 


1. Overlapping accounts 


In many cases salesmen were working outside their 
territories because some accounts had moved their 
buying centers in recent years, or because salesmen 
had changed their source of contacts from buving 
offices to distant plants. Branch plants complicated 
the picture. Depicted on a map, salesmen’s travel 
routes in and near Pittsburgh were a_ bewildering 
patchwork. They crossed each other’s tracks and 
doubled back on their own. 


Solution: Accounts serviced by salesmen 
from out of the territorv were re-assigned to 
the salesman nearest their major purchasing 
center. When plant contacts were more 
crucial to sales than office contacts, the sales 
man nearest the plant got the account 
When the head office had been developed 
as the major source, the account generall\ 
was assigned to a downtown salesman. There 
were necessary exceptions. But in most cases 
where a salesman had to give up an account 


HIGH SELLING COST, neglected potential dre 
t verage problem. E. A. Duffy, sales manag 


dent, may t 


ovetag 


ter 


due to overlap, ne was compens 


quiring new business from < 


who had been invading his 


= 
the 


2. Starting points 


[The homes of several salesmen wet 
located for their travel orbits. Onc 
from his territory. Several territones 
lated from the company's office by d 
10 to 60 miles 


Solution: Salesmen moved then 
where undue hardship was 1 
other cases, territones wer 
boundary adjustments solved the 


problem. ‘Territories that were isolated fron 


the office were made to converge on it where 
possible, if only through a 
land. Those that could not be 


as far as the downtown section were at 


] 
made to converge on part of the 


politan area 


3. Natural boundaries 


lerritory borders were determined by trading area 


and industry dispersion for the most part, but in some 


How to make coverage easier ——> 





Update Your Salesmen’s Territories (Cont’d.) 


cases natural barriers interfered with efficient travel. 


A salesman sometimes had to make a river or moun 
tain crossing for one or two isolated customers. 


Solution: Several boundary changes were 
made to coincide with rivers and mountain 


ranges. 


4. Road systems 


Road improvements, including new freeways, had 


altered travel patterns in recent vears. Some cus 


tomers were easier to reach as a result, but getting 


around metropolitan areas was more difficult becaus« 
of traffic, one-way regulations and limited-access high 


ways. 


Solution: Boundaries were studied in re 
lation to new roads, new tunnels and bridges 
and traffic flow in cities. Where possible 
accounts were re-assigned to obviate cil 
cuitous routes and difficult highway cross 


ings. 


5. Exact boundaries 


Indefinite boundary lines were a problem in some 
sections, notably where new industry had appeared 


near the edges of territories 


Solution: Border accounts were located 
on the map and boundaries redrawn where 
necessary to attach the accounts to salesmen 
who could cover them most conveniently. 
Where the boundary was near a road, in 
structions were made explicit as to who was 


responsible for which side of the road 


6. Isolated accounts 


Accounts at some distance from heavilv-travelled 
areas stood out vividly on the map. ‘The records 
showed that few such accounts were being adequately 


covered. 


Solution: Many of these accounts, being 
close to territory borders, appeared to fit 
logically into other territories, where indus 
tries were more numerous near the bounda 
ries. Where this was the case, they were 
re-assigned. In other cases, nothing could be 
done but to hope that other adjustments 
to the territory would make it easier for the 
salesman to reach the account in the future 


7. Concentrated industrial areas 


Since World War II, new industrial centers had 
sprung up in formerly rural sections. These outlying 
appendages of territories now rated more attention, 


PUNCHED CARD DATA on 
Duffy (right) with assistant M1 


hasis for : 


but established nt f industrv, which had als 


L 


expanded, absorl most all the salesmen’s time 


Furthermor 


ilready toc 


nters themselves were 


tories 


Solution: reach industrial 
scectnions re | ir termtories an 


= . - ry ’ uu} ] 
iddec iguous territones where saics 


' . 
men could vVeT I I onvementi' 


unreasonable 
| 


dix ciet up oT Ie 


1and some territories 

though not in num 

ere communication with 

s good and the added area 
appendage lo fill gaps after 


territ 


new € ories 


these major hanges, tw 


were added 


8. Target accounts 


Sales from hig 
designated from 


up by territories to get a picture of how they wer 
being exploited. ‘This provided a basis for deciding 


on an equitable d on of such accounts, and spot 
lighted territories where coverage of target accounts 
was weak. Location study of target accourts showed 
that many of them were too far out of the way fo 


proper coverage. 


Solution: A fair distribution of the target 
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a simple check-off record show 
had been called on during a give 
Potential data was noted on 
ivailable. Mr. Duffy relied on his 
ind records of the company’s pump 
specialists for this—plus common-sens 
of sales and call data (“If we saw 
being called on only twice a month 
ime from one or two lines, we 


it had more potential for us 


Putting the Changes in Effect 


It took the Harri Pump 
three days to get new assig1 
territory re-alignment had bec 

were coded 
salesmen were 
issignments 
y how mu h volume 
ind how mucl 


len y yf . 
SALES ANALYSIS by lines and custom He also got an « 
i n, as Mr. Duffy explains hov 


ir vom md 


Fy Qoet 


Also 


ittempted, according to vol nv me 


yi 
ial and service required rather 
iumber of accounts. Great care 


. ’ 
In 121 4 isolated us 
, 


good potential; if, by changin 


ippeared that coverage would | 


More Analysis Reports 


‘ d nN 17 
ii actin l'o follow un the 
the sales analysis servi 


i+ 


monthly basis 


) 
| 


issignments based on a similar analysis 
lertaken for the general line. Only one ‘ 
1 mine specialist, still works an area r. Duff 
boundary any distance from Pittsburgh cioalties We 


savs Mr. Duffy, “was to converge and - 
| 

re-alignment, 

ugh work oad analysis 

more exactly in accordance wit 

} 


Equipment for Analysis 


cn 


cover them. Perhaps, w 
| 
17 ] 


For the study on which the territory re-alignment data has been collected 1 


was based, Mr. Duffy used large-size area maps, cus find out if this is practicable 
F 


tomer address cards, sales analysis reports, call reports, “Anvwav. we believe the new 


call frequency summaries, and plenty of colored better framework for planning. We'r 
pencils. re-appraising them was one thing we h 

\n 1.B.M. sales analysis service, which had _ pre our salesmen keep up with a fast-char 
viously supplied quarterly reports, was stepped up to The value of mechanized sales data 
a monthly basis. ‘This reported sales by salesmen by the problem was one of study, org 


customers by lines. The call frequency summary was ning 
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SALES QUIZ: Test your knowledge of .. . 


Products and Mar kets 








1. PAINT 


Spray it on, brush it on, roll it on, or dip it—your 
customers are set to do one, or maybe all four, with 
plenty of paint in the coming year. To get your 
share. in addition to selling protection, tell them 
about such gains as increased productivity (bright 
colors influence seeing conditions), safety (color 
identification of fire equipment, aisles, doorways, 
etc., can be stressed with light-reflecting paint), 
improved general housekeeping (easier to keep shop 
clean when painted, encourages workers to take care 
of equipment more), better morale (an attractive 
place to work improves morale, makes for high pro- 
ductivity with fewer accidents). 


A. Pete, the paint salesman, points out, “For your 
customers to get the most out of the paint 
you're plugging, stress the importance of clean- 
ing surfaces before painting. Even the most 
expensive paint has a rough time clinging to a 
dirty surface. Mechanical cleaning and chem- 
ical cleaning should be suggested in detail.” 

Can you name four methods of mechanical 


cleaning, and four methods of chemical 
cleaning? 


B. In a paper presented before the National 
Association of Corrosion Engineers, it was re- 
cently estimated that losses from corrosion cost 
this country some $6 billion a year. And paints 
form the bulk of the products purchased for 
corrosion resistance. Paint is composed of two 
elements: the —————, composed of metallic 
compounds that act as a corrosion inhibitor; 
and the The type and percentage 
of which element is important for durability 
or permanence? 


. What three factors determine which vehicle 
paint to suggest to a customer? 








2. PIPE TOOLS 


Evidence is abundant that pipe was used extensively 
by early man. Our ancestors, however, were not as 
fortunate as we are today with the variety of efficient 
pipe fitter’s tools at our disposal. 


A. What are the three primary functions of pipe 
tools? 


is the standard pipe thread and is used 
unless otherwise specified. ‘g-in pipe size has 
threads per inch. 


. Solid block dies are available for threading pipe 
up to 2-in in diameter. Can you name three 
other type threaders in popular use? 


. Flaring tools are used to provide a flare at the 
end of the tube to complete installation of 
fittings. The angle of the flare must conform 
to the angle of the fitting seat if a leak-proof 
connection is desired. Every flaring tool, there- 
fore, is designed to form one of the commonly- 
used angles. 

What are they? How do they differ? 
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3. BEARINGS 


Could be the salesman at the right is on the hunt for 
reasons for bearing failure. Whether or not this is 
so, you're bound to run into maintenance problems 
involving use and abuse of this vital item in modern 
power transmission. 

To get your bearings on the different types of 
bearings, and why they fail, start out with the fol- 
lowing queries: 


A. What do you think is the most common cause 
of bearing failure? How can this cause be 
recognized? 


. What is the reason for calling some bearings 
Anti-Friction? Why are they generally classi- 
fied as ball bearings or roller bearings? 


. Plain bearings consist of a bushing, sleeve or 
fitted surface, generally of Babbitt metal, brass, 
or porous bronze, against which a moving part 
operates. 

True [| False 





4. UNIT HEATERS 


During the winter while the heat’s on, or during the 
summer when the heat's off, it’s always a good time 
for industrial supply salesmen who handle unit heaters 
to be on the look-out for more sales. 

Warm up your knowledge with the following: 


A. Projection heaters, commonly called 
unit heaters should be used with ——- 
ceilings and areas. 


B. Harry, the heater salesman, says, “To distribute 
heat where it’s needed, space should be divided 


into sections according to probable heat losses 
You should calculate inside zones separately 
from outside zones.” What does Harry mean 
by an outside zone? 


. What is the best way to heat outer zones? 


. Harry counsels, “In preliminary stages, re 


member that the lowest possible mounting 
height is desirable. Generally, the maximum 
effective mounting height is determined by 
four factors.” 

What are they? 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





1. Paint 


A. Hand. power tools, flame, blast; solvent wiping, 


alkali washes, steam, acid. 4 Unit Heaters 


B. Pigment; vehicle. A paint without pigment would A. Vertical diecherge—high . . . . wide. 


last only a few weeks after application. 
B. Considering an industrial plant with a large 


C. Painting schedule (three days or three weeks floor area, @ grect part of such @ building— 
i ? ’ ;- ‘ 
allowed for job?), exposure Sane oes where only ceiling losses occur—would be what 
meek nemid, sea water, corrosive?), method o is considered inside zone. Heat losses are 
opplicetion. less per sq. ft. of floor area than zones near 
outside walls 


C. Outer zones can be best heated by additional 
projection heaters, usually smaller units located 
closer together. They should be located so 
their air streams blanket the outside walls. 





2. Pipe Tools 


A. Reaming, cutting, threading. D. The four factors are: 


B. NPT is standard pipe thread. 27 threads per 1. outlet eaperacare of the ate 
aot 2. outlet velocity 
3. the cmf capacity for which the heater is de- 


. Three types of threaders are: drop head, three- signed 
way, receding. . whether or not diffusers are used 


. Society of Automotive Engineers (S. A. E.) has 
a 45 degree flare; Joint Industry Conference 
(J. 1. C.) standards call for 37 degree flare. 








3. Bearings 


A. Plain ordinary dirt. Generally, fine dirt acts 
as an abrasive and causes lapping of bearing 
parts. This condition can be seen and felt in 
the ball or roller paths of self-aligning type 
bearings. Bearings of deep-groove type are not 
as easily examined, but a preliminary check can 
be made by feeling the amount of clearance 
between the inner and outer races. 


B. So called because they greatly reduce the fric- 
tion drag of the plain bearings by substituting 
rolling friction for sliding friction. General 


classifications arise from the fact that rolling 
action is provided by metal balls or rollers. 


C. True. 
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STANDARDIZE ON “NATIONAL’”’ u | 
...for the most complete line iver 


Wood Screws 


Plow Bolts 


Because National makes the most complete line of fasteners 
produced by any single manufacturer ... you can benefit by 
one-source buying of the highest quality fasteners. With the ft wate 

entire line packaged in sturdy boxes with color-coded labels Cap Screws 
for fast identification, you'll keep your stock handling costs : Tapping Screws 
to a minimum... another reason why it pays to standardize Stove Bolts 

on National. 


Machine Screws 


Carriage Bolts 


THE NATIONAL SCREW & MFG. COMPANY Lag Bolts 
Cleveland 4, Ohio Machine Bolts 


Cotter Pin 
Pacific Coast: National Screw & Mfg. Co. of Cal. . , 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


/ a =~ 
adie a l 
inteiiieamensl Hodell Chains j Chester Hoists 
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U.S. TOTALS 


October 1956 


Compared with 


September 1956 











October 1956 
Compared with 


October 1955 


” 





First 10 Mos. 1956 
Compared with 


First 10 Mos. 1955 








WL 





CompPi.ep BY INpusTRIAL DisTRIBUTION 


+17% 


+135% 


+15% 





Supply Sales Trend 


Final Figures For October 1956 





October 1956 
Compared with 
September 1956 


October 1956 
Compared with 
October 1955 


First 10 Mos. 1956 
Compared with 
First 10 Mos. 1955 





NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





+21% 
+2 7% 


+20% 


+2 6% 








+20% 


+2 1% 


+14% 


+11% 
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this steam trap 


sales policy 
vilds you greater profits 


@ Twenty years ago when the Yarway Impulse Steam Trap was introduced, a 
policy of selective distribution through Industrial Supply Houses was adopted. 








Today—more than a million Yarway Impulse Traps later—this policy of working 
with and protecting our distributors remains unchanged. 


The Yarway Impulse Steam Trap’s simplicity, small size and proven dependability 
... the fact that it is good up to its maximum pressure without change of valve or 
seat ... that it has only one moving part—and trouble-free stainless stee] construc- 
tion—make it an ideal product for Industrial Distributor merchandising. 


YARWAY 
FINE SCREEN 
STRAINER 


YARWAY IMPULSE 
STEAM TRAP 


Attractive packaging for easy stocking and 
quick identification . . . consistent advertising, 
dealer helps and a strong field organization 
assisting distributors in serving their 
customers needs—ALL THESE MAKE THE 
YARWAY IMPULSE STEAM TRAP AND 
ITS COMPANION, THE YARWAY FINE 
SCREEN STRAINER, 

FAVORITE PROFIT PRODUCERS 

FOR INDUSTRIAL DISTRIBUTORS. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRAINERS 
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SALES TRENDS (Cont'd.) 





October 1956 
Compared with 
September 1956 


October 1956 
Compared with 
October 1955 


First 10 Mos. 1956 
Compared with 
First 10 Mos. 1955 








SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 


Wyoming 


PACIFIC 


California 
Oregon 
Washington 





+11% 


+ 1% 


+15% 


+ 37% 


+16% 





+ 3% 


+ 9% 


+15% 


+ 6% 


+19% 





+16% 


+10% 


+ b% 


+16% 


+15% 
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COMPAR PLASTIC 


WIL-GARD 


INDUSTRIAL 
GLOVES 


When you stor k thre W il-G: 
line. you can hy T 
‘TV ndust 


urea. You handle 


source with a 40-ve ar repula- 


tion for product reliability and 
fair dealing. And vou’re backed 


bv an aggressive new pre m on 


op-quality lines i full range G | 
of stvles and sizes ... all avail- ee 
le fron single dependable , : 
. NEOPRENE 


program the best-b alan ed 


campaign in the indust 


Write for new catalog 


and full information 


4 


, LATEX AND NEOPRENE FINGER COTS | 


THE WILSON RUBBER COMPANY 


INDUSTRIAL DiviSton 
id 


1200 GARFIELD AVE., S.W. CANTON 6, OHIO 


WR.257-10 
A Division of Becton, Dickinson and Company 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


USINESS ACTIVITY is now rising strongly. Next year 
B promises to be substantially better than 1956, 
whether measured in terms of physical output or 
dollar sales, for the economy as a whole and for most 


industries 

l'o be specific, we expect the gross national product 
to reach $435 billion in 1957, compared with $410 
billion in 1956. Some of this will represent price 
inflation. And some will represent the growing volume 
of services. But the Federal Reserve index of indus 
trial production can also be expected to rise—to about 


147 next year, compared with 143 in 1956. 

This outlook unhappily is tinged by the prospect 
of a much grimmer international situation. But it is 
not necessary to think in terms of World War III; 
we can envisage a halfway war situation, such as 
we had during the Berlin Blockade or the Korean 
“police action”—if indeed we have not already re 
turned to such a state 

The economy is not in need of the grim sort of 
stimulation this provides—which might take the form 
of both higher defense expenditures and special forms 
of capital spending. And our own business forecast 
does not depend upon it. But continuing foreign 
troubles would—at the very least—stimulate sufficient 
demand from defense and related programs to take 
up any '57 slack in the private economy 


GOVERNMENT SPENDING: In the present state 
of the world, it seems appropriate to lead off with 
a discussion of government spending. Even before 
the shooting around Suez began, defense expenditures 
were already budgeted to rise $2 billion in the next 
vear. The increasing complexity of new weapons is 
a major factor. And defense contractors, as much 
as others, have been hit by rising labor costs—which 
the government must pay. 

Now it seems entirely possible that defense spend- 
ing will go up even more. Cuts in manpower and 
conventional weapons procurement were expected to 
keep a lid on the total military budget. These cuts 
may not take place, in view of the fact that large 
Soviet forces have been mobilized in Europe and 
many of our own units are on an alert basis. 

The federal government also plans to spend more 
in civilian programs next vear, most notably the soil 
bank plan for agriculture and aid to states for high 
ways and schools 

Altogether, the best estimates now available point 
to a rise of $4 to $6 billion in total government 
spending for goods and services—half the rise in fed- 
eral, half state-local—even without any further worsen 
ing of the international situation 


It is worth noting that, if increased spending did 
rot materialize, the federal government would have 
the potential for giving the economy quite a lift in 
1957—particularly in the last part—by cutting taxes 
and easing credit 

As for new plants and equipment, see the survey 


of plans for 1957, page 82 


INVENTORIES: The steel strike cut off what was 
getting to be quite a pile-up of inventories in 1956. 
\ccording to the only figures we have—and they are 
none too good—total business inventories were last 
reported at 1.6 times business sales, which is about 
average for the postwar period. Apparently, we are 
not at a point where inventories are likely to swing 
decisively one wav or the other 

Somewhat higher inventories will be necessary to 
support a growing volume of business in 1957. But 
a dangerous build-up is not likely when money to 
speculate with is so hard to get as it is right now 
A typical inventory loan costs 4% or 5%. Very few 
people expect that wholesale prices will go up more 
than 2%. So trying to beat a price increase is not an 
attractive gamble—even if the bank and the company 
treasurer will let you try it. Chances are neither of 


them will 


HOMEBUILDING: The homebuilding industry is 
extremely important in the economy and welfare of 
the nation. But it is not important in a forecast for 
1957. It cannot go up or down much 


CONSUMER SPENDING: Consumer spending may 
well be the most dynamic factor in the economy next 
year. And it is the factor most likely to grow in 
strength as the year wears on. There are two reasons 
for this: 
1. Incomes are rising. Employment promises to be 
higher than in 1956 
People are paying off debt. Before 1957 is over, 
much of the overload of installment debt 


acquired in 1955 will be lifted 


WHAT DOES IT ADD UP TO? In 1957 it appears 
that business activity will be better balanced and 
stronger, with government, business and consumer 
spending all making contributions. More explosions 
overseas could make the government’s role the crucial 
one. But a year of high activity is assured without 
a deplorable assist from an armament boom. And 
as always, the capricious consumer will make the 
choice between a gentle rise and a jet propelled 
take-off 
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Announcing the Completion of Our 
First Quarter Century... 


The Bive Devil Line (Left to Right 

* Socket Set Screws 

* Socket Cap Screws 

* Flat Head Socket Screws 

* So ket Shoulder Screws 

Led-Lok’’ Socket Cap Screws 

* **Sof-Lok’’ Socket Screws 

* Socket Pipe Plugs 

* Socket Screw Keys 





BLUE DEVIL SOCKET SCREW PRODUCTS will continue to be a complete line of quality 
socket fasteners backed by good service and delivery . . . our sole objective since 1931 


Carety Cocker Corew Company 


6501 North Avondale Avenue - Chicago 31, Illinois 


Member ASMMA 
Warehouses at: Los Angeles + San 
Francisco + Detroit + New Haven, Conn 


Sold Only Through Authorized Industrial Distributors 
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What's New in Merchandising 





Allegheny Ludlum Adopts 


Carbide Blank Identification 


Carmet Div., Allegheny Ludlum 
Steel Corp., Pittsburgh, has an- 
nounced a new system of identifi 
cation for cemented tungsten car- 
bide throw-away blanks. According 
to the company, the system will 
simplify the taking of inventory and 
also help eliminate high tool costs 
due to the mixing of various grades. 

The new system consists of im- 
pressing a symbol 1/64th of an 
inch into the face of the blank, 
indicating the grade, industry desig- 
nation, and application of the blank. 
For example, a square appearing on 
an insert indicates CA-4 grade, C-2 
industry designation, and applica- 
tion for machining of cast iron and 
non-ferrous materials. Other sym- 
bols employed in the system are 
semi-circle, triangle, circle, dia- 
mond, and horseshoe. 

“Tool room maintenance of 
throw-away blanks and inventory,” 
says the firm, “was a problem be- 
cause the blanks made by many 
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manufacturers, regardless of grade, 
looked alike. Often this resulted in 
the misuse of grades and in high 
tool costs and excessive scrap 
Permanently marked throw-away 
blanks will help eliminate these 
high tool costs and grade mix-ups.” 


Disston Releases 
Saw Folders 


Henry Disston Div., H. K. Porter 
Co., Philadelphia, has issued a four 
page folder on its metal-cutting 
segmental type circular saw. Folder 
contains tables showing saw’s cut 
ting speed and cutting angle and 
specifications. It also points up by 
text and illustration the firm’s claim 
that the locking system for segments 
increases the saw’s cutting life by 
30%. On the back cover of the 
folder, information is given on 
sharpening, accompanied by line 
drawings. 
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Fort Worth Steel Book 
Discusses Standardization 


Fort Worth Steel & Machiner 
Co., Fort Worth, 
a 16-page booklet listing 739 differ 
ent stock sizes of its “QD” (Quick 
Detachable ) Called a 
specification guide, the publication 
emphasizes that the sheaves listed 


Tex., has issued 


sheaves. 


are interchangeable with those pro 
duced by other manufacturers 
Chus, says the company, “standard 
ized” is the key word in the new 
catalog 

The booklet 
and keyway dimensions, listing of 
stock hub bores and keyways, sheave 


also contains hub 


groove dimensions and tolerances, 
and interchangeable hub and sheave 
combinations. 


Milwaukee Valves Have 
Identification Discs 


Milwaukee Valve Co., Milwau- 
kee, is now equipping its heavy- 
duty valves (those with hand 
wheels) with “Ident-A-Disc” name 
plates to facilitate identification. 
Che black and aluminum discs are 
included on all gate, globe, and 
angle valves used in the plumbing 
and heating industry. 

The :disc, according to the com- 
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pany, will enable users to identify GE Enlists Electronics for Carbides 


the type and model number of an 
installed or stocked valve and cut 


down chances for error 


Allis-Chalmers Belts 
Identified by Tags 
Allis‘Chalmers, Milwaukee, has 
announced that its “Texrope’ V 
belts 
showing the size 


will carry identification 
and quantity of 
belts in a set, the date the belts 


were either matched or double- 


matched and give instructions for 
installation and maintenance 
“The tags,” savs the 


“serve to assure customers that the 


COM pal \ 


belts have been selected with extra 
care and will give satisfactory service 
if used according to instructions.” 
Supplies of extra tags should be 
requisitioned by distributors from 
the Texrope Drive department at 
Cincinnati) Works, 
to insure having the proper tag for 


the Norwood 
every set of belts delivered 

One of four colored tags is 
tached to each set of belts, use 
each particular tag depending ot 
whether standard, high 
matched, or double-matched 
are involved. 


capacity, 
belts 
firm 


For the distributor, the 


claims the new avoids 
complaints that 


they are not getting the best match 


tag system 
from customers 
ing service, enables stock reduction 
through more efficient ordering and 
division of matched sets, and cuts 
down work if the distributor has his 
own matching machine. 


Mystik Manual 
Covers Tapes 


Mystik Adhesive Products, Inc., 
Chicago, has issued a manual coy 
ering uses of its line of pressure 
sensitive industrial tapes. The 
publication was designed, says the 


GENERAL ELECTRIC'S Metallurg 


B 








firm, as a handbook for designers, 


production engineers, purchasing 
agents, and materials handling men 

Among its features is a “tape 
finder” section enabling a prospec 
tive user to select tapes by govern 
ment specification, manufacturer's 
product number, tape type, and 
specific application in 134 industrial 


classification 


Laminated Shim Issues 
A New Catalog 
Laminated Shim Co., Glenbrook 


Conn., has issued a new 8-page cata 


log containing technical 


laminated shims of brass 
stainless steel, 
of the pul isa loose 


itemizing sizes and prices 


of solid 


reature 
leaf page 
of more than 100 
brass to fit standard tapered rollet 


cup shims 


bearings of all sizes 
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RUST-OLEUM 


PEN 


TOP-LEVEL INQUIRIES LIKE THESE 
ARE YOUR KEYS TO MORE BUSINESS 


% “I would appreciate it if you would send 
me a copy of the report . . . by Battelle 
Memorial Institute technologists . . .” 

—MANAGER, CHEMISTRY & METALLURGY 














. Kindly forward all available literature 
on “Radioactive Isotope Proves Penetra- 
tion in Rust Layer.” 

—DESIGN & CONSTRUCTION ENGINEERING 
“Please send me (the Battelle Memorial 
Institute report), also complete literature 
and color charts as well as a near source 
of supply on this item.” 

—CHIEF DIVISION ENGINEER 





“We would appreciate receiving an addi- 
tional registered copy of Summary Re- 
port by Battelle Memorial Institute . . .” 
—CHIEF ENGINEER 
‘May we please have a copy of the Sum- 
mary Report offered in your advertise- 
ment (in the) Wall Street Journal...” 
— PRESIDENT 
“We are in need of this type of protection 
and would appreciate it if you would send 
the literature listed below.” 
—PLANT SUPERINTENDENT 


~ RUST-OLEUM. 





~ 





There is only one Rust-Oleum. .. 


it is distinctive as your own fingerprint. 


ETRATION 


new, important doors for you! 


The dramatic proof of how Rust-Oleum penetrates 
rust to bare metal has really made its impact on 
industry! The first announcement of this proof. . . 
the result of three years’ radioactive tracer studies 
by Battelle Memorial Institute . . . has already 
brought active response from all levels of manage- 
ment — including top-drawer men with real power 
to specify and buy. More executives than ever 
before have their doors open to your Rust-Oleum 
sales story. 


We’re wheeling out the Lig artillery to keep hitting 
these big targets all through 1957. Look at this 
lineup of publications: Time . . . Newsweek . . . 
Business Week ... Life ... Saturday Evening Post 
... Wall Street Journal... Dun’s Review & Modern 
Industry! Plus a long, long list of influential 
industrial magazines like Factory . . . Mill & Factory 
... Plant Engineering, etc. 

Use this powerful advertising — use your specially- 
prepared Rust-Oleum sales tools —to capitalize on 
this important penetration story. It means 
thousands of dollars in savings for your customers — 
thousands of dollars in added Rust-Oleum 
sales to you. 


Geiger Counter traces Rust-Oleum 
penetration through rust to bare metal 


RUST-OLEUM CORPORATION 


YOUR MOST IMPORTANT SALES TOOL! 


' 
' 
' 
' 
Be sure that every one of your cus ' 
' 
tomers and prospects knows the ' 
facts in your 30-page report on ' 
Rust-Oleum penetration, prepared : 
by scientists at Battelle Memorial - ' 
Institute. It tells how Rust-Oleum’'s : 
spec ially processed fish oil vehicle ' 
was first radioactivated, then formu : 
lated into Rust-Oleum 769 Damp ‘ 
Proof Red Primer, brushed on : 
rusted test panels, and traced 4 
through the rust to bare metal by 8 
Geiger Counter measurements 
This report is your most’impor 
tant sales tool! Remember+you sell 
the only one of its kind ‘when you 
sell Rust-Oleum. It's as distinctive 
as your own fingerprint 


2412 Oakton Street, Evanston, Illinois 
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Joint Committee Checks 
Ads Directly for 
Distributor Mentions 


lhe Joint Advertising and Awards 
Committee, National and Southern 
Industrial Distributors’ Associa 
tions, has established a new policy 
for selecting annual advertising 
awards. The policy was announced 
in a letter sent to NIDA and SIDA 
members by John D. Williams, 
committee chairman, who reported 
that he 


advertising 


had written manufacturers 
and advising 
them of the new policy 

In his letter to 


and advertising agencies Mr 


agencies 


manufacturers 
Wil 
liams said, “Heretofore awards were 
submitted by 
themselves. It is 


made on. entries 
manufacturers 
thought that some of 


were especially prepared for entry 


these ads 


in our awards program and that in 
many cases the supplier did not 
regularly refer in his advertising to 
the benefits accruing to users who 
do buy from distributors.” 

It’s the committee’s purpose to 
encourage manufacturers to 
larly mention distributor benefits, 
Mr. Williams reported. 

“Instead of inviting manufactur 


regu 


ers to submit in an awards program 
entries of their own selection,” he 
said, “we are now checking every 
each 
And 


we are keeping score sheets on each 


advertisement appearing in 
poe 
issue of 27 trade magazines. 


individual manufacturer showing 
whether or not he regularly and 
consistently encourages users to buy 


from distributors.” 





Atkinson Joins Herman 


Russell A. Atkinson has joined 
the outside sales staff of Otto Her- 
mann, Inc., Glendale, L. I., N. Y. 
He headed the former R. J. Atkin 
son firm in Brooklyn, N. Y. 
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Garrett Supply Changes Department’s Name 





The Garrett Corp., 


and, in 


Robert Daniels, manager 


Los Angeles, slices cake 
keeping with the depart i to power transmission 
department. Waiting for t ike a t k Hardy, assistant manager, 
and Ken Teeples, Wood la Sanford, R Redman and 
Bob Dick, all Salesmecl 


Parker-Kalon Holds Distributor Sales Course 
OQ £3 


7% 


inive;©rsary 





Diplomas were awarded t ) distributor representatives at completion of recent 
held by Parker-Kalor vis veral American Transportation Corp 
Present at Parker-Kalon Standing are: George Schwarts, 
sion’s 11th distributor sales in | Arnold Rofheart and Arthur Towne, 
Parker-Kalon; John Simpson, Caver 
to right) Robert Greendorfer, In- | hill, Learmont; Charles Jones, Val 
dustrial Bolt & Supply Co., Newark, | lance, Brown & Co., Ltd., Montreal; 
N. J.; Gordon Brooke, Caverhill, | Paul Turner, Caverhill, Learmont; 
Learmont & Co., Ltd., Montreal; | ge Bromberg, account executive 
S. S. Kahn, general sales manager, | Weiss & Geller, Inc., Chicago 
| 


sale $ course 


trination course were: (seated, 


Parker-Kalon; Walter Alexander, | advertising agency; Joseph Kursman, 
Pennsylvania Supply & Mfg. Co., | Parker-Kalon; and Harold Elfen 
Allentown, Pa; Douglas Otter, | bein, Parker-Kalon advertising man 
Caverhill, Learmont. gel 
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R. D. Howell Retires, Headed Perth Amboy Firm 


R. D. Howell, chairman of the 
board of Madsen & Howell, Inc 
of Perth Amboy, N. J., retired 
from active business Dec. 31, after 
47 years with the company. He will 
continue as board chairman. J. | 





Madsen, president, succeeds him as 
active head of the business 
Mr. Howell joined Perth Amboy | 
Hardware Cce., which later became | 
Madsen & Howell, a month befor« 
Stuart H. Smith the firm opened for business in 
March, 1909. 
SKF Names Smith He started as a clerk and pro 
Sales Vice President gressed through various executive 
Stuart H. Smith has been ad- | posts as the company grew into 
vanced from general sales manager | a" Organization now employing 
to vice president in charge of sales 50 people He was secretary-treas 
it SKF Industries, Inc urer from 1932 until 1940, when 
In his 22 vears with the firm, | he became president. He became reside 
Mr. Smith has served in various | board chairman in 1955 when Mr. | wanis ib, Y.M.C.A 
sales capacities. He was assistant Madsen took over the presidency munitv Chest. He 


district manager of the Detroit dis eos sy. of the Parking Autho 
Civie Activities pre “ee 


. Howell 





trict, Cincinnati district sales man 
ager and manager of industrial Mr. Howell is a native of Perth 
development. He became sales |} Amboy and has taken an active 
manager in 1952 and became sales | part in the community's business 





manager two vears later ind civic life. He was the first presi 
| 








Link-Belt Transfers Five In District manager Cuangee 


New managers have been ap- | Most at Moline. Mr. Bullock pre » Mr. Zwerner’s o 
pointed in five of Link-Belt Co.'s | viously had been distnct manager | \\ thaaiiie. D ( 
district offices, Boston; Moline, Ill.; | at Albany and before this assign- | ager previously headed 
Albany, N. Y.; Washington, D. C.; | ment had been at Atlanta | more district and 
and Baltimore. | Gene A. Zwerner, former Wash Birmingham, Ala., district m: 

George A. Most, Jr., for the past | ington, D. C., district manager, is | Paul Waldorf has been prom 
four vears district manager of the | now Albany manager. He has also | from sales engineer to Baltim 
Moline office, has been transferred | served at the Detroit and Moline | district manager. He has been work 
to head the Boston office He | district offices. Mr. Zwerner had | ing out of the Detroit office th 
served at the Pittsburgh district | been sales manager of Link-Belt | 11 years and has also covered India 
Africa, Ltd ipolis, St. Louis, Mo., Pitts! 

C. C. Wiley has been assigned | Chicago and Cleveland 


office before moving to Moline. 


J. Charles Bullock succeeds Mr. 





| 
| 
| 


George A. Most, Jr. J. Charles Bullock Gene A. Zwerner Cc. C. Wiley Paul Waldorf 
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1,200 See Exhibits at Great Lakes Supply Show 


Russ Rasmussen, right, sales representative of Lufkin Rule , ‘mar, lef ice president of Great Lakes, and J. H 
Co., talks over booth arrangements with Harry Branin, illor , resentative of National Cylinder Gas 
left, chairman of the board of Great Lakes Supply Corp., trat f Ider by Clyde J. Hick 


Chicago, and James Kelly, Great Lakes’ president ! tat f t nder 





More than 1,200 visitors attended a recent open man, was floor 1 ier and made arrangements fot 


house held by Great Lakes Supply Corp., Chicago. | the displays 


There were 50 exhibits at the five-day show James Kell ' nt, was pleased with the suc 
Guided tours were conducted between noon and | cess of the open house and said, “We plan to repeat 
9 p.m. on each of the five days. Charles Perry, sales it 





remodeling included paint 
interior and exterior walls 
e entire 40,000 sq. ft. build 
roofing; new offices installed 
ynd floor; extension of drive 
irking; pouring of 10,000 square 
yf concrete floors; installation 
s unit heater system; replace 
of railroad trackage inside 
lant building. 
house was held from 
p.m. and represent 
5 of the company’s 
m hand to demon 
products and 


heir respective lines 





, OF " ‘ ; » < 
Richard Pumroy, partner, Valley Supply Co., Ottumwa, Iowa, uses an acetylene Begins Expansion I rogram 
torch to cut the “nbbon” launching open house. Russ B. Pulis, his partner, (second ( 


nstructi as beg mm \ 
from left, wearing glasses) and guests look on truction has begun on a nev 


20,000 sq. ft. receiving and raw 

Valley Supply Co., Ottumwa, Russ B. Pulis and Richard Pum stores building at the Wright-Man 
Iowa, recently celebrated a two-day | roy, partners, said their company | ley facilities of American Chain & 
open house by showing their newly | undertook the remodeling, “because | Cable Co., Inc. This is the first 
remodeled quarters to more than | we are expanding into the indus- | phase of a two year expansion and 


1,200 persons trial and contractor supply field.” modernization program 
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Kalamazoo Distributor Holds Open House 


All exhibits were under power at the 
Henry Upjohn Co.’s two day open 
house in Kalamazoo, Mich. On the 
left, J. L. Barclay, Michigan Carton 

John Backus, Commander Mfg 
Co.; William Wunderlich, vice pres 
ident, and Henry Upjohn, president, 
of Henry Upjohn; and Don Tarne, 
Michigan Carton; inspect an exhibit 
Below, employees at the open house 
included front trio) Ann Ogden; 
Carol Cooper; and Henry P. Tulk; in 
the back are: J. P. Bell, retired; Robert 
Carter; Pierson DeBoer; Rex W 
Smith; Mr. Upjohn; Joe G. Agnello 
Ir. Edward Robinson; Mr. Wunder 
lick: and \ CG Cooper 





Ohio Brass Establishes 
New Executive Post 


| George | Draftan 


] +} 





nanagel 
in 1933, exe 
I 1938 and 
esident in 1946. He 
f the National Ass 
Manufacturers 
Nir Black had bec 
since 1953 and genet 
manager since 1949 Tle 


with the firm 26 


Cc. A. Turner 
Elects Officers 
J. M. Malone 
president of ¢ 
Pittsburgh industria 


‘ ; supply firm 
Shako, Inc., a Latham, N. Y. distributing firm, recenth PI 

sc 1 ' " ) ner yaa rc ' 
was attended by 350 purchasing and plant personnel Other new mcel irc 


vhich were set up by Shako suppliers. Pictured above are arl office Keller, vice president C. A. Vetter 
manager and Edward L. Donohue, vice president, Shako; 

State Abrasive Products Co.; George K. Shak president 
Kemp, Behr-Manning Corp secretary-treasurer 


vice president, and J. P. Watson 
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Skil Assigns Area Heads for Distributor Sales 


George Christensen 


Joseph L. Small 


In a reorganization of its indus 
trial line field sales staff, Skil Corp., 
has for the first named ten regional 
sales managers whose sole responsi 
bility will be sales through distribu 
the 
automotive 


tors servicing industrial, con 


struction and trades 
(he firm’s homeshop line will be 
handled by a separate staff of re 
gional managers. 

hese ten regional sales managers 
will report to William H. Ferry, 
national industrial sales manager; 
they are: 

George Christensen, northeast 
sales manager; base, New York City; 
region—eastern New York State, 
northern New Jersey and the New 
England States. 

William F. Mealey, middle atlan 
tic manager; base, Philadelphia; 
region—eastern Pennsylvania, south- 
ern New Jersey, Delaware, Mary 
land and Virginia. 

E. Allen Lindley, southeast man 
ager; base, Charlotte, N. C.; region 
—North and South Carolina, Geor 
gia, Alabama, Florida and eastern 
lennessee. 

Robert J. Morse, east-north cen 
tral manager; base, Cleveland; re 


gion—Ohio, western New York, 


‘ 
William F. Mealey 


E. Allen Lindley 


Robert J. Morse 


Thomas F. Ryan 


Paul Watts Byron L. Hoffman 











western Pennsylvania, West Vir 
ginia, eastern Michigan and eastern 
Kentucky. 
Thomas F. 
central manager; base, Chicago; re 


Indiana, 


Ryan, middle north 
gion—Illinois, western 
Michigan, eastern Missouri, western 
Kentucky and eastern Wisconsin 
Joseph L. Small, west-north cen 
tral manager; base, Kansas City, 


Mo.; 


region—Kansas, Iowa, western 


Continued on page 25] 


F. J. Whelan, vice president in charge 
f resale for Worthington Corp., re- 
ntly presented a plaque to Frederick 

B. Scott, president of Syracuse Supply 

commemorating the 

20 years as a Worthington dis 

itor. Looking on, front row (left 

to right), are: R. M. Erb, Worthing 
ton; Percy Ridings, vice president, Syra 
use Supply; and J. W Stovall, W orth- 
ngton. In the back row (left to right) 

ure: E. Forsthoff, Syracuse Supply; J 

Seibold, Worthington; D. Powers, 

Torell, vice president, and 


( Syracuse, 


Harold 
P. Scott of Syracuse Supply; and D. E 
essendorf, Worthington. About 40 
zuests attended the dinner presentation. 
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Only 


EXCLUSIVE 
HANDY ANGLE offers 


this unique feature—an an- 
chor plote that gives rigidity 
and eliminates the need for 
corner bracing. 


build your own equipment 
with this NEW basic material 


NOW you can fill many of your requirements 
with this single, simple basic component that is 
scientifically and sensibly designed to assist 
you. With HANDY ANGLE and one wrench you 
can solve many of your equipment problems 
quickly and easily. It can be rapidly assembled 
for permanent or temporary needs, easily 
modified and just as easily dismantled and 
stored compactly for future use. 


Handy Angle Is 
VERSATILE 


As limitless as your imagination 
VALUE 

Scientific design—highest quality steel 
ATTRACTIVE 

Satin bronze rustproof finish 
ADAPTABLE 

Cuts quickly and easily 

FAST 

Single wrench tightening 

RIGIDITY 

Assured by patented anchor plate 
GLAZING STRIPS 

Single and double for attractive partitioning 
SIMPLICITY 


Anyone can assemble it 


ONS 
seacieicatt 

1%” x 1%” x .080” x 10’ cold rolled steel of a tensile 

strength of 32 tons p.s.i. easily cut with HANDY ANGLE cutter. 


Cleaned by di-phase process. 
Rustproofed by aluminum etching primer, finished with 
polychromatic satin bronze lacquer. 


DISTRIBUTOR INQUIRIES INVITED—WRITE TO 


CONTROL PANELS 


Tool and display boords, stands, 
hanging racks. 


MOTOR TEST STAND 
Test stands, stock carts, dollies, etc. 


SHELVING 


Racks for pipe, sheet metal, small 
ports, packages, etc. 


PATENT 
PENDING 


CONVEYOR STANDS 


Conveyor stands, lodders, guard 
rails, protection shields for 
machines, etc. 


ASSEMBLY BENCHES 
Benches, tables, etc. 


iy 


PARTITIONING 


Shop offices, stock rooms, 
tool cribs, etc. 


HANDY ANGLE DIVISION —THE LUG-ALL COMPANY, HAVERFORD 11, PA. 
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Price Index for 19 Product Classes 
(1947-49— 100) 


%Change 
Nov. Oct. Nov. From 


-_—— 


NAME OF PRODUCT CLASS 56 56 55 Year Ago 


Abrasive Products 35.: 33. 134.0 
143.3 


Cutting Tools 


157.4 


Fans and Blowers 


168.3 


Fasteners 


Incandescent Lamps 45. 2. 147.2 


Industrial Rubber Products 144.8 . 141.8 
Lubricants 92.0 2. 78.1 
Materials Handling Equipment 160.6 : 145.8 


Mechanics Hand Tools 167.7 “a 157.1 
(Files. saw blades) 


Metalworking Accessories 165. ol. 145.9 
Motors 

Paint 

Portable Power Tools 

Power Transmission Equipment 

Precision Measuring Tools 

Pumps and Compressors 


Steel Products 
(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 


Welding Machines 
(Equipment, rods) 


Total Index (weighted average) 


Bureau of Labor Statistics and Indus 
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“LYON QUALITY DESIGN 


makes 


-) THE DIFFERENCE!” 


STEEL SHELVING, for example. At a glance, all 
steel shelving may look very much alike but there’s a 
world of difference—in ease of assembly, adjustability, 
rigidity and durability. That’s why you should check 
Lyon before you buy. 

This same quality design makes the difference in every 

one of the more than 1500 standard Lyon items, a few of 
which are shown below. 
CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 

We can manufacture special items to your speci- 
fications. 


LYON METAL PRODUCTS, INC. 


ee tee —— a om General Offices: 153 Monroe Ave., Avrora, Ill. 
adjustment without use of tools! Factories in Avrora, Ill. and York, Pa. 





TABLES 











~ SHELVING 
AND BINS 
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—— DISPLAY TABLES 


~ _ 


{ . 3 4 TT 4 
a 4 “ i- < STOOLS|E 
we ; , = i 
1 “ ” =| 
y / I—- | el 


i, 4 . ~ i 
CE CARTS FOLDING ,— » os —" ast 
CHAIRS SHOP BOXES BENCHES REVOLVING BINS U 





OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Pumps 


Close-Coupled 
Centrifugal Type 


Figs. 3642 and 3643 pumps for 
air-conditioning, booster and con 
densate service feature pump and 
motor as a single complete unit for 
easy installation 

3642 is available in | and 1}-i1 
sizes, motors from 4 to 2 hp, ca 
pacities up to 100 GPM; 3643 in 14 
and 74 hp 
motors, capacities up to 350 GPM 

Goulds Pumps, Inc., Seneca Falls, 
N. Y 


~ 


21-in sizes with 3 to 


Wrench Chain 


Average Ultimate 
Strength 7400 Ibs. 


wrench chain, pri 


WC-522 
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marily for chain wrenches and vises 
mav also be used where strength in 
tension, flexibility and easy changes 
in chain wrap are necessary 

Width over plates is 
the g-in pitch chain and 
.200-in. 


330-in 
ameter is Pins and 


are hardened alloy steel 


Morse Chain Co., Ithaca 


i to 2-in pipe, 4 to 2-in bolts, 
1 with a drive shaft 
features claimed include 

manufacturer $s Power-Gnip 

chuck; cutoff, dieheads 


‘ le il 


wheel-and-rollei 


ier pivot mounted; 
centering 
lage travel full 9-in 


Warren, 


IDE Tools Irn . 


Positioner 
Simplifies High 
Speed Assembly 
Mode 


PowRarm 


393 air powered hydrauli 
1 new automated device 


Hook said to provide instant position 


Fits All ig Of work pieces to any desired 


r bot perator s 
Tractor Drawbars g both opera 


i] ol¢ wh le le Vil 
Big Orange” Clevis grab hook 
a new tool for quick hookup of tov 
ing chain, is said to afford pos 
connection without tying tow ¢ 
around the drawbar 

Recommended for any chain 
to ;y-in, including Hi-Test chau 
the No. 834 hook can grab two 
in chains (or smaller) at the same 
time. It weighs 16 lbs 


Midland Industries, Inc., C¢ 
Rapids, Iowa 


Pipe Machine 


Portable, Gives 
50% More Speed 


“Speed-O-Matic”, a new portabl 
pipe and bolt machine is said to 


1957 





TODAY 


. PRODUCTS WITH SALES POSSIBILITY FOR INDUSTRIAL DISTRIBUTORS 





hands free. Work weight capacity 
is 105 Ibs with 100 psi air input 
Rapid Titan 3-way vise has also 
been introduced and is said to serve 
as a woodworker’s vise, metal work 
ing vise and pipe vise. It opens and 


closes automatically and has un 
limited takeup 


Wilton Tool 
Schiller Park, Ill 


Mfg. Co., Inc., 


Drill Kit 
Seven-Piece 
Power Screwdriver 
Model 161 SDK screwdriver drill 
kit includes a }-in drill, screw setter 
and screw driver attachment, three 
twist drills and carrying case 
Also introduced by the manufac 
turer is a new 64-in portable elec 
tric saw, Model 160 
Porter-Cable Machine Co., Syra 
cuse, N y 


Benches 


Expandable System, 
Interchangeable Members 


An expandable bench system with 


interchangeable members—work 


FOR AN INDEX OF THIS MONTH'S NEW 


telescopic support 


Product-A-Flow ha 


announced 


, 
y 
iCZs, 


panels, 

frames—called 

been 
Offering benches 6-foot 

lengths, back and « 

also availabl 


Products For h 


For Disposable 
Lube Cartridges 


An all steel, high pressure lever 


gun is now available for use with 
the maker's 144 oz. grease cartridges 


? 
Equipped with a filler nipple fo 


y 


PRODUCTS, 


30-second refilling by a filler pump, 
or by conventional suction method, 


capacity is 18 oz. using bulk lubn 
cant 
Lincoln Engineering a 


Louis 


a 
€@ w 


. 
eee 


» 
~ 





>... 
<> = 


Fittings 


Simplify Hanging 
Of Copper Tubing 


[hree new fittings recently in 


] 
copper tubing instal 


ivailabl 


troduced for 
ire: 2-hole straps 


in seven sizes; wire hooks, fabri 
in oftset 


nine 


cated with bend for easy 


hammering, sizes; Coppel 


plated hanger iron in 100-ft and II 


ft coils in 3-20 


Paine Co., 


gage or 3-24 gage 


Addison, Ill 


impact Tool 
Attachment 


For Presses 


Marking, light staking 


and riveting is said to be simplified 


piercing, 


Continued on page 136 


SEE PAGES 136 AND 137 








BALAN CED 
ACTION 


brings lasting 
satisfactions to 
customers— 
and expanding 
sales to you 








When tool manufacturing is planned and carried 
through with extreme care, your customer gets 
exceptional accuracy and long tool life. Winter 
has proved this through the steady year-to-year 


increase in users of Balanced Action Taps. 


All Winter Advertisements Say 
CALL YOUR WINTER DISTRIBUTOR 


Flute spacing must be exact in a tap that performs 
with Balanced Action. This is the first of four crafts- 
manship qualities manufactured into every Winter 


Tap. 


























A search that never ends 


Benefitting you, by benefitting your customers, is the continuous pro- 
gram of finding better ways to cut metal at National's testing labora- 
tories. The results: constant improvement in the performance of 


National Tools. 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S.A. Distributors in principal cities. Branches 
in New York e@ Detroit e Cleveland e Chicago @ Dallas @ San 


Francisco @ Los Angeles 


Hational 




















TWIST DRILLS € 


REAMERS 
COUNTERBORES 
MILLING CUTTERS 
END MILLS 

HOBS 


CARBIDE AND 
SPECIAL TOOLS 





On the Market Today (Cont’d.) 


with a new impact tool attachment 
for use on drill presses, special ma 
chines, arbor presses, etc 

Designed for mounting at any 
angle, it operates on line pressure 
as low as 20 Ibs, and can be actuated 
electrically by solenoid or manually 
by poppet valve 


Air-Impac Co., Flint, Mich 


Hoist 
Two-Speed, 
Low Maintenance 


Frame 1, 2-speed Speedway elec 
tric hoists, equipped with fhp 
1800/450 rpm motors, are said to 
provide fast lifting and lowering 
speed and a slow, } normal speed, 
for gentle positioning of production 
work. 

Available in parallel, cross, hook 
and rigid or bolt mounting, the new 
NEMA 


line uses totally enclosed 
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specification motors for operation 

on ac OT dc 
Wright Hoist 

Chain & Cable Co., 


Div., American 
Inc ‘ York, Pa 


Punch Press 
Heavy-Duty 
Clutch on 2-Ton Model 


+ 


According to an announcemen 


from the manufacturer, the heavy 
clutch recently installed on 
and 8-ton models is now 


duty 
their 5 
iso available on their 2-ton punch 
esses as standard equipment 

Benchmaster Mfg. Co., Gardena, 


Calif 


pi 


Bar Feed 
For Use With 


Horizontal Band Saw 


Roto-Vevor, a 


Designated new 





Index of This Month’s New Products 


BAR FEED 
Wells Mfg. ¢ 


BATTERIES 


Bright Star Industric 


BELT FASTENERS 
Crescent Belt Fastener 


BENCHES 
Pr duct 


for Ind 


BOLTS 
Jergens || 


CARBIDES 
Firth Sterling, In 


CHAIN, WRENCH 
Morse Chain Ce 
CLAMPS 
Bacon Crane & Hoist (¢ 


W edgelock Corp 


COATING 
Allied Porcenell, In 


CONVEYOR-LINE MARKER 
Wm. A. Force & Ce In 


COUPLING 
Guardian Products Cory 

DRILLS 
Porter-Cablk 
Ritmar Corp 
Skil Corp 
Super Tool ( 
Whitman & Barnes 


Machin 





DRIVES 


U.S. Electrical Motors, In 


FASTENERS 


linnerman Products, In 


FITTINGS 
Pa ( 


FLOOR DRAINER 
Ha Equipment (¢ 


»>AGI 
l I 


GEAR UNTI 
\ \ 


GUNS 
Gregg | 


l 


GRINDER 
MeDor 


HEATERS 
\ 


Vulcan Electr 


HOISTS 
\tlas Cop Eastern, In 
Wright Hoist Div Ameri 
Chain & Cable Co., In 


HOOK 


Midland Industries 


HOSE END 
Weatherhead Co 
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automatic bar feed for use with 
the maker’s Model 1200 horizontal 
band saw has been introduced. 

Feed mechanism and stock clamp- 
ing action is synchronized with the 
saw, converting it into a heavy duty 
completely automatic cut-off ma 
chine. 

Wells Mfg. Corp., Three Rivers, 
Mich. 


Floor Drainer 
Attaches To 


Self-Priming Pumps 


Said to pick up water or other 
liquids on flooded factory floors and 
recommended for pumping out flat 
bottom tanks, a “Demon Drainer”’ 
attachment for any 14 or 2-in self- 
priming pump has been introduced. 

Haynes Equipment Co., Inc., 


Hackensack, N. ]. 


Tool Holders 
For Throw-Away 
Type Blanks 
Available in more than 90 styles 
and sizes, a new line of tool hold- 


Continued on page 138 





Index of This Month’s New Products (Cont'd) 


ICE MELTER 
Speco, Inc 
IMPACT TOOL 
Air-Impac Co 
JOINTS 
Barco Mfg Co.. 
KOIL KRADLE 


Benchmaster Mfg. Co 


LADDERS 
American Allsafe Co., Inc. 


LOCALITES 

Fostoria Pressed Steel Corp 
LUBE DISPENSER 

Lincoln Engineering Co 


LUBRICATOR 
Bijur Lubricating Corp 


MATERIAL HANDLER 
International Staple & Machine 
Co 
MEASURING INSTRUMENT 
Shefheld Corp a tue eek 
MOTORS 
Robbins & Myers, Inc 
Wagner Electric Corp 
PELLET COOLER 
Sprout-Waldron & Co., Inc... 
PIPE MACHINE 
Beaver Pipe Tools, Inc 
PUMPS 
Barnes Mfg. Co 
Goulds Pumps, Inc 


PUNCH PRESS 
Benchmaster Mfg. Co 


ROTARY TABLE 
Universal Vise & Tool ¢ 


SHAVING SHUTE 
Boice Crane Cé 
SEAL 
Crane 
PAP 
Pratt & Whitney Ci 
POOL HOLDERS 
Carmet Div., Allegheny 
Steel Corp 
FORQUE TESTER 
P. A. Sturtevant ¢ 
rRAP 
W. H. Nicholson & C 
rUBE FITTING 
Imperial Brass Mfg. Ce 
VALVE 
Milwaukee Valve Cx 
VENTILATORS 
Ilg Electric Ventilating Co 
VISE BASE 
Columbian Vise & Mfg. Co 
WATER SYSTEMS 
Deming Co 
WOODWORKING MACHINE 
Duro Metal Products C 
WORK POSITIONER 
Wilton Tool Mfg. Co., Inc.. 132 


— 
Packing Cx 


Ludlum 
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Winute Wan 


KEYWAY BROACH KITS 


For cutting keyways from Ys" to 1” in any 
bore from \{" to 3" in one minute for as litle 
as ome cent. 


eH yp” 
 Wlinute Tan 


SQUARE BROACHES 


For finishing cast or drilled holes in one 
pass. In stock for %is" to %" squares. Hexa- 
gon broaches and Production Type Keyway 
Broaches also in stock 


Winute Tan 


MAGNETIC BASES 


Hold dial indicator gages 
— Save set up time. Alnico 
magnet has $0 Ib. grip on 
all four sides. 360° hori 
zontal swing, 180° vertical 
swing. 


duMONT TOOL BITS 


High Speed Ground, Square and Rec 
tangular. Hold a keener cutting edge 
longer due to “‘balanced”’ toughness 
red hardness and wear resistance 


For complete information on these 
fast selling, high profit tools, get 
in touch with 


The duMONT 


CORPORATION 
Greenfield, Mass. 








for SERVICE 
plus 


SERVICE LIFE 


FANNER 


industrial 
hardware 
and wire rope 
fittings 


=~ and eye 
turnbuckles 
24 swivel eye blocks 


screw p in 


connecting links 


‘nt 


shoulder nut ring bolts 


malleable 
wire rope 
clips 


When you need industrial hardware 
or wire rope fittings in a hurry — 
FANNER gives you fast service, 
When you put FANNER products 
to use — FANNER builds in long 
term service life! In FANNER, you 
get a unique combination of facili- 
ties unequalled for quality, depend- 
ability and economy in cast iron, 
nalleable iron and drop forging 
products. 

The new Fine FANNER Catalog 20 
illustrates and describes the com- 
plete range of industrial hardware 
and wire rope fittings, only a few 
of which are shown here. Get ac- 
quainted with the complete line by 
sending for your free copy today! 


THE FANNER 
MANUFACTURING CO. 


INDUSTRIAL HARDWARE DIVISION 
Executive Offices and Plant 
BROOKSIDE PARK * CLEVELAND 9, OHIO 


c re 


WRITE TODAY 
FOR A FREE b 
COPY OF 

THE NEW 

CATALOG 20 
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ers for use with throw-away type cc 
mented tungsten carbide blanks has 
been announced. 

Cadmium plated to resist corro 
sion, all tool holders have replace 
able carbide chip breakers 

Carmet Div., Allegheny 
Steel Corp, Pittsburgh 


Ludlum 





Drill 


Detachable 
Rear Handle 


Model 80. standard dut 


electric dnll can be used in c1 


with the 


5-1 
imped 
Spaces TCal handle de 
tached 

Control of the drill is maintained 
by a pipe handle which also may be 
removed for hole boring closer to 
Capacity 
I4-in in wood 


Chicago 


edges of openings 
in steel, 


Skil Corp 


ice Melter 
New Containers 
For Cars & Trucks 


Chloride-free Ice Rem-CF is now 


a | 
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BA 395 


4 UOT ECONOMY CHEST 


retails for only 95% 


(slightly higher in the East and Far West) 
Lowest cost, full sized tool chest on the market 
today—that's the Huot 4-drawer Economy Chest 
Model 107! It has 4 slide mounted drawers and 
rugged steel cabinet finished in blue-grey enamel 
Measures 26° x 1244" x 12%" 


OTHER HOT ITEMS FROM HUOT: 


SUPER DUTY CHESTS: Bigger chests for bigger tools 
all drawers roll easily on compound slides and 
can be locked. Model 108—a big 6-drawer chest 
measuring 28°L x 15°D x 21°H; Model 109—4 
drawers, 28°L x 15°D x 15%"H 
SUPER DUTY CABINET—MODEL 275: Chests 108 or 
109 can be mounted on this easy rolling cabinet 
that has locking compartments 
MODEL 400 TULDEX: Tools hang on 6 roll-out peg 
boards. Drawer holds bigger tools. Mounts on wall 
bench, or Huot Porta-Cab. 29° x 26" x 1344" 
DISTRIBUTORS: Huot makes a complete range of 
tool chests and cabinets for mechanics and ma 
chinists—you'll meet every demand in the tool 
chest field when you stock the Huot line’ Order a 
supply of Huot literature—let your customers see 
the quality difference 


HUOT MANUFACTURING CO. 
551 Ne. Wheeler St., St. Pay! 4, Minn 


“THE eos CALLS 


DYKEM 
‘STEEL BLUE 


making 
Dies and 
Templates 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 : 
2305A North 11th St. «© St. Lovisé,Mo. Zee 





BY OSBORN 





TOP PROFIT LINE of brushes 
will increase every industrial order 


Take advantage of the constant and repeating profits 
from industrial brush sales. Ask for an Osborn 
maintenance, paint and power brush order on 
every call 

You'll find Osborn’s consistent advertising and 
proved quality has created an immediate acceptance 


] 


by your customers in every industry 


This adds up to easier sales more profit for 
you. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osher Brushes 








O SBOR N MAINTENANCE, PAINT ANDO POWER GRUSHES «© FOUNDRY MOLDING MACHINES 
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ivailable in special 5 and 10 Ib metal 
containers said to be ideal for emer 
gency ice and snow melting around 


ake Blt PROF TS teen 


HIGH  KREPE. AL ie 


with TINE SELE 101 


DAMPPROOF RED PRIMER 
(Nationally Known) 


Here is an easy-to-sell product 
that pays you high profits. Thousands 
of users in industry. All of your cus- 
tomers are prospects for repeat sales. 

RUST-SELE 101 Dampproof Red 
Primer, stops rust... seals rust... on 
any metal surface. Goes on right over 
rusted and damp surfaces. No expen- 
sive surface preparation needed. 

RUST-SELE Company manufac- 
tures the most complete line of heavy- 
duty maintenance coatings available. 
Nationally known, they are sold only 
through industrial distributors. May 
we tell you about the RUST-SELE 
profit plan for your organization? 
Write today to Rust-Sele Company, 
9808 Meech Ave., Cleveland 5, Ohio 





Drills 
MANUFACTURERS REPRESENTATIVES: TERRITORIES ARE STILL AVAILABLE WRITE TOD Carbide 
Masonry Kit 


Known as Super Junior, a new 
carbide masonry drill kit consists of 
a pocket sized plastic box with four 
carbide-tipped spiral bits in four 
popular sizes to speed up installa 
tion jobs 

Super Tool Co., Detroit 





Vise Base 


Working Surface 
Free of Obstacles 


\ flush base for use with the man 





























“My people want to know what 
HELLER TOOL is going to announce 
on Feb. 1!” 
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We're putting our “KNOWS” 


\\** 


. 





A Problem a Day Solved By 
Allen Engineers...For YOUR Customers 


Allen has always been headquarters 
for socket screw know-how. Last 
year, Allen’s metallurgists, designers 
and engineers teamed up to handle 
over 360 technical problems for 


precision fastener users — your 
customers. 


Most of these problems were 
quickly answered over the phone or 
by letter... many required a trouble 
shooting team of engineers to con- 
sult with the manufacturer, analyze 


his problems and design special 
products for his use . . . some were 
even concerned with our competi- 
tor’s products. But each problem, no 
matter how simple or complex, was 
solved to the manufacturer’s 
satisfaction. 

Competent, imaginative engineering 
is one of the major advantages that 
go with the Allen franchise. We can 
put our “knows” in your business — 
or in your customers’ problems. 


Te 


- 
or 


WSS 





FOR 
INFORMATION 
WRITE TO 


ALLEN 


MORE 


MANUFACTURING COMPANY 


Hartford 2, Connecticut 


Wty 


hana 
. 
Phen e ee 


—~, 





advertising pre-selis 


your customers 


Over 3% million readers of 
national consumer and trade 
publications are being told the 
Channellock plier story every 
Another good reason 
why you'll find it profitable to 
put Channellock pliers up front 
for your customers to see... 
try ... and buy. 


month. 


For a longer profit per saie SELL QUALITY 


“7 


SELL THE COMPLETE CHANNELLOCK LINE 


4 CHAMPION DEARMENT TOOL COMPANY 


~ AN A 


ufacturer’s Gyro-Vises has been an 
nounced. 

Designed as a replacement fot 
standard fixed-position Gyro-Vise 
bases, loosening of a set screw on 
side of the base drops the upright 
post level with the work surface. 

Columbian Vise & Mfg. Co., 


Cleveland 


Coupling 
Eliminates Thread 
Cutting of Steel Pipe 


Ouik-Joint, a new steel compres 
sion type coupling, is said to reduce 
labor costs and decrease cathodi 
corrosion mm Service. 

Ouik-Joint is said t 
aligned pipe a maximum 7 des 
ingular deflection, withstand sever 
blows or shock without breakage, 
ind withstand working pressures up 
to ZUUU psi. 

Michi 


Guardian Products Cory 
gan City, Indiana 


Seal 
Designed For High 


Pressure Boiler Feed 


Recommended for high tempera 


ture water services, a new boile: 


feed pump mechanical seal feature 
a special closed circulating syste 
for long seal life. 


Engineered for the particular op 


INDUSTRIAL DISTRIBUTION ¢ JANUARY, 1957 


IMMEDIATE SHIPMENT 
BIN-TYPE UNITS 


Ideal for display and storage of bulk and 
packaged items. They are particularly use- 
ful in garages, machine shops, maintenance 
departments, tool rooms etc. 


NO. B608 


6° Wxi2” 0x75" H 

Seventy-two bins 6" W x 6” H 
Shelf dividers adjustable on i” 
Shelf adjustable on |',” centers 


. 
. 

. centers 

. 

* Continuous label holder on front of each shelf 
. 

. 

. 


Flanges on shelves turned down 
Baked green finish 
Shipped set up, one in a carton 
PRICES F.O.B. FACTORY $ 
OR WAREHOUSE PHILA 62.30 
Complete Catalog & Price List 
on Request 


PHONE: BAldwin 9-1805 , 


BAY PRODUCTS INC. 


1577 W. Indiana Avenue, Phila. 32, Pa. 





Kutto: The Handiest 


Carton Opener Made 


Nationally Known and 
Nationally Used—is 

Now for the First Time 
Offered to You for Resale. 


® Now you can satisfy your customer 
requests for the Kutto Carton Opener 
® Kutto is the handiest tool ever made 
for the shipping and receiving room. 
Made of heavy quality steel—it will 
stand a life-time of hard use. 
Complete with 5 extra blades stored 
in handle 
Now profitable KUTTO business in your 
market area is yours—both new and re- 
placement orders. Stock KUTTOS—let 
customers know you sell them—add on 
to sales and profit! 


Write today for literature and prices 
MODERN SPECIALTIES CO. 


4301 Ogden Ave Dept. ID 
Chicago 23, Ill 














St 
ep vp safety, Rugged Vogt Drop Forged Stee! Gauge Cocks on this 


performance ere Natural Gasoline Storage Tank at Warren Petroleum 
Corporation's San Pedro California Terminal, are unsur- 

a lif MH oe passed for safety to contents and to plant personnel. If 

serv ce « w t a gauge cock glass should be accidentally broken, balls 


in the gauge cocks would automatically shut off the liquid 


until repairs were made. 
Reliable, trouble-free, outdoor operation year after 
year in exacting services of this kind is yours when you 


install Vogt Drop Forged Steel Liquid Level Gauges 
HENRY VOGT MACHINE CO., P.O. BOX 1918, LOUISVILLE 1, KY. 


», We Vo 5 F 2 


SECTION THRU 
GAUGE COCK 








See Catalog F-9 for 
complete data on 
gauge cocks, trims, 
and gauge glasses for 
specific operating con- —_ j 
ditions or write Dept. , -— Vogt 
24A-Fl. 0 SP as PTR ane 


OTHER VOGT PRODUCTS f 


Drop Forged Stee! Valves, Fittings, and Flanges ® Petroleum 
Refinery and Chemical Plant Equipment * Steam Generators * Heat 
Exchangers ® Ice Making and Refrigerating Equipment 


A 
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PRECISION BRAND’ 
Preferred by Machinists 


Distinguished for quality, accuracy, uniformity, straight- 
ness, etc. PRECISION BRAND dowel pins are made 
from the finest steel obtainable for this purpose. They 
ore hardened and ground to =.000!and are available 
from %” to I dia., %” to 6” lengths. Supplied in .0002” 
and .00!" over basic sizes. PRECISION BRAND 
dowel pins are attractively packaged and also come in 
bulk quantities. SPECIAL SIZES ALSO AVAILABLE 


alse avatlalle 


ST 


SHIM STOCK © FEELER 
OCK © GROUND FLAT STOCK * 
MUSIC WIRE © DRILL RODS * 

ARBOR SPACERS 


PRECISION STEEL WAREHOUSE, INC. 


421 MAPLE AVENUE « DOWNERS GROVE 





ad 
Win Repeat Orders 
When you sell Everlasting Duplex Blow-Off 
Units their many superiorities make regular 
customers for you. 
These units combine quick action . 


. . tight 
seal . . . lengthy resistance to wear . 
proven for 50 years. 

Everlasting Duplex Units are available in 
any desired combination of quick-operating 
valve, angle valve and Y valve. All units 
fully meet ASME code requirements. 

. 

For 50 years, Everlasting Boiler Blow-Off 
Valves have been sold exclusively through 
Distributors. Write for catalog and price in- 
formation. 


ILLINOIS 





EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. 


Everlastin 


TRADE GARK “EVERLASTING REG US Pat OFF 


g Valves 
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to 


range 


including adaptation 


pump design and 


ment, plans are furnished, recom 


piping 


mendations supplied, and heat ex 
changer size is specified 


Packing Co \lorton 


Cran¢ 


Hose End 


Clamp Type, 
For High Pressure 


Said to pro ide maximum rsa 


tility in high-pressure lines for air, 


fluids 


} } 
lamp-tvpe hose 


hydraulic ind steam new 


end has been an 
nounced 

Also introduced by the manu 
I new line of ible 
hose ends identified as Model H-69, 
said 


biol 
i11LT) 


reus 


iS a 


to be suitable where medium 


pressure, cotton-covered, single 
wire braid hose is required 


Weatherhead Co., Fort 
Div.. Fort Wavne. Ind 


W avne 





TRANSMISSION BELTS 


“U.S.” Flat Belts come in 
special cord-constructed 
endless lengths or im duck roll 
belting. “U.S.” production 
techniques guarantee quality 


performance 
The complete “U.S.” V-Belt line 
includes the famous U.S 


Rainbow®, U.S. Royal Super- 
Service, and fractional 


horsepower belts (made by the 
error-proof Electronic Tension 
: method to eliminate vibration 
and squeak and to increase 
, wm service life ) 


The PowerGrip “Timing” Belt 
was awarded the Franklin 
Institute’s 1955 Longstreth 
Medal—for “invention of high 
order.” By providing 
near-100° efficiency in 
positive, non-slip, split-second 
timing, it has become standard 
equipment in a wide variety of 
machines and appliances 


Whatever your customer's power transmission require- 
ments, “U.S.” can supply them. With “U.S.” ware- 
houses strategically located across the country, you 
are assured of immediate service and shipment. V-Belt 
sheaves and “Timing”® Belt pulleys are tested for 
static balance and engineered to make the “U.S.” belt 
deliver the highest efficiency and durabilit 

U.S. Rubber transmission belts—plus engineering 
assistance by power transmission specialists—are avail- 
able at any of our 28 District Sales Offices, or write us 
at Rockefeller Center, New York 20, New York 


Mechanical Goods Division 
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When You Can’t 
Turn the Tap 
Wrench for 
Lack of Space... 


AURORA, ILL. 


WALTON 
TAP 


EXTENSIONS 


reatiie: €& i 

PROVIDE 

NEEDED Walton Tap Exten- 

LENGTH sions ore a quick 
solution to this 
troublesome prob- 
lem — where it is 
difficult or impos- 
sible, because of 
limited space, to 
turn o top wrench. 


RESINOID 
DIAMOND 
WHEELS 





Add a product to your sales picture which has 


used by major U. S. industr 


Fit all standard hand taps (4 


flute, 3-flute, and 2-fiute styles 
| Valve from #10 (3/16”) to 1” inclu- 


Non-Shock Type, sive. They are made of special 
alloy steel, heat-treated, with 


Solid Wedge Disc square openings cold drawn to 


tools. 


are available to qualified distributors who special 


- conform to size 
Model No. 101 non-rising stem 


the 


Your further inquiry is invited and we will be happy to provide full particulars. 


UNITED STATES DIAMOND WHEEL CO. 


and cutt 


gate valve has been added to 

| manufacturer's line. Specification 

| and capacity are: 125 lb., S. W. P.; descriptive 

200 Ib. W. O. G. Valton Special 
Milwaukee Valve Co., Milwauke sition” Too! Holders 


Extractors and 
Tap Extensions Al 
Walton Tools sold by 
leading ndustrial Dis ~ 
tributors . — | 


The WALTON Company 
HARTFORD 10, CONN. 


& 
= 
c 
S 
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2 
> 
° 
_ 
a 
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S 
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> 
om 
c 
© 
2 
2 


% Distributorships 
abrasives 


No. 5 of a Series 


The advertisement shown above 
the fifth of a new series of Walton 
advertisements currently appearing 
in National Metal Working Publica- 
tions. These have been designed to 
aid our Distributors by making the 
name WALTON and WALTON 
SPECIALIZED TOOLS (Tap Extrac 
tors; Tap Extensions; Pipe, Stud ond 
Screw Extractors; and Multi-Positio> 
Drill Kit Tool Holders) even more widely 
known and accepted. 
For Close-Quart if aca 
you are a Distributor who is no 
Awkward Spot Jot: now handling these Specialized 
a ies as Time-Saving Tools, and are inte 
Drill Kit “660” containing a set ested in i Profitable Distributo 
of tools said to handle virtualh Proposition, write directly to me for 


problem drilling jobs has been prompt attention. 


troduced. K. W. WEEKS, President 
Ihe steel box measures 12 x 5 The Walton Company 
x l-in. 602 New Park Avenue 


N } tort'ord 10, Conn. 








Ritmar Corp., Huntington 
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ALEMITE Announces 


areal” SURGEPRUF LINES — 


..- Available Now Nationwide...for All 
Types and Sizes of Hydraulic Lines! 


Alemite brings you the greatest profit opportunity in the 
coupling and hose business . . . with a superior new line 
of rugged Surgepruf couplings that meet practically 
any original equipment or field replacement need! 
Hose for medium-high or high-pressure service, 
with single or double wire braid. Couplings 
are made of high-strength steel and 
J.I.C. thread design assures positive, 
long-lasting seal. Tell your customers 
to standardize—save money—on the 
complete new line of superior 
Alemite Surgepruf Couplings 

and Rubber Hose 


Only Alemite Surgepruf Couplings Offer 
All These Advantages for Faster 
On-the-spot Replacements and Repairs! 
® NO HOSE-SKIVING REQUIRED! “Double-wedge” grip forces 


coupling threads through rubber cover . . . grips either single 
or double wire braid solidly. Saves both time and labor! 


@ GIVES TIGHTER GRIP! Double-wedging action gives tighter 
grip as insert is drawn farther into coupling. 


® NO SPECIAL ASSEMBLY TOOLS REQUIRED! Fast, easy assem- 
bly with just ordinary tools! 


®@ TYPES AND SIZES FOR All HYDRAULIC LINES. 


WRITE FOR FREE CATALOG TODAY! 
Alemite, Dept. H-17 


1850 Diversey Parkway, Chicago 14, Illinois 
STEWAR 
Please send me my free copy of the complete Surgepruf 


ALEMITE _ 


f8G US PAT OFF 
WARNER Address 
Division of STEWART-WARNER CORPORATION | nan 


New Alemite Surgepruf Couplings and Hose 
Have Been Factory-tested and Field-proved! 
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The Quality Line 


2chage 


for your trade 


, 


, 


* TAPER PINS 


* WOODRUFF KEYS 
¢ STRAIGHT PINS 


* STAN-HI-PRO KEYS 
* MACHINE KEYS * COTTER PINS 
* MACHINE RACK © SPECIAL PARTS 


Here’s quality that selle—repeatedly 
“STANHO™ Stee! Products are precision-made 
from selected stock, microscopically free from 
defects. Available also in Stainless Steel 
Monel, Brass, Aluminum, or other metals to 
customers’ specifications 

Bulk or packaged. 


Write for details and prices. 





8L€ sua’ SHAFT MACHINES 
are IN DEMAND and 
EASILY SOLD wherever 


“Small Work” Grinding and 
Finishing jobs are performed 


Meany of YOUR customers con 
PROFITABLY USE Foredoms. POW- 
ERFUL ADVERTISING in leading 
industriel publicetions BUILDS 
ACCEPTANCE for our product now 
in its 34th Yeor. For a surprisingly 
LOW INVESTMENT (less than $100) 
you con give effective represente- 
thon to this fast-paced line Foredom 
prices ore scoled for competition 
end YOUR PROFIT. 


ond their 
olled hand- 


M line is so downright 
or distributors to sell- 


e 3 
profitable ‘ 


REPEAT BUSINESS ON ACCESSORIES! 
Here are just a few of the many accessories listed 
distributor set-up write for in ovr catalo 

g to make your sales of Foredoms 
Coteleg Ne. N3IA BUILD PROFITS. 


OnaHsgwm ELECTRIC COMPANY 


27 PARK PLACE, Dept. ZU NEW YORK 7, N.Y 
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For details of our outstanding 


Sump Pump 
For Portable Use Or 
Permanent Pit Installation 


Model SS-20, a new compact 


ll-in. high sump pump, features a 


Shap ict 


mechanism in 
dia 


ion switch 


sealed by a neoprene 


C2Tally 
a boone — | , ] Iso 
phragm in motor housing and als¢ 
a special discharge outlet designed 


connection with plastic piping 


ro! 
standard metal piping 
\lso introduced by the company 
is Model S-17E sump pump said to 
discharge 3200 gph at a five-foot 
1) gph at ten feet 


head, 26) } 
Barnes Mtg. Co., Mansfield, Ohio 


Hoists 
Operate At Air 
Pressures of 85 PSI 


Designated MHG-41 and MHK 
61, two new air-powered hoists with 
maximum load limits ranging from 
1100 to Ibs been an 


+ 


have 


200 


CU 
Recommended for dragging, skid 
ind lifting in mines, quarries, 
industrial plants and construction 
s, the units offer complete op 
ional control from creep to rope 
ls up to 160 fpm at full load 
Pater 


; 
erat 
pect 


las Copco I astern, Inc . 


Son \ ] 





The 
UNION 


factory-trained 
sales force 


...works continually for you, the Union Distributor, to help your customer 
with technical know-how. This way you get a bigger percentage of his 
cutting tool orders and everybody profits more. 


UNION TWIST DRILL COMPANY, Athol, Massachusetts 


Manufacturers of a full line of Drills « Reamers + Cutters + End Mills « Hobs and Carbide Tools. Warehouses: Atlanta + Chicago + Detroit + Fort Worth 
Los Angeles * New York and San Francisco. S. W. Card Division, Mansfield, Mass. Butterfield Division, Derby Line, Vermont. 
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| tele}) me-7 18 3) 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right on the job. 
With a Green.es 
Bender ome man in 
but a few minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to 5”. 
Compact, portable 

. Saves ome 
saves materials, 


HAND BENDERS 

FOR TUBING, PIPE, 

CONDUIT 

Quickly form small- 

radius bends without 

flattening or kinking. 

Especially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and materials on many jobs 


KNCCKOUT PUNCHES 

AND CUTTERS 

For fast, casy enlarging of 
knockouts and cutting of 
holes in metal botes, cabi- 
nets, panels. Various sizes 
and models for making open- 
ings for conduit sizes from 
16" up to 344°. To operate, 
simply turn with a wrench. 


Portable hydraulic unit 

for driving Greener 

Knockout Punches. 

Speeds jobs... casily 

operated. Develops over 
11 tons of pressure so that conduit openings 
are cut in 10-gauge metal with ease. 


CABLE PULLER 
AND BORING 
TOOLS 
Specifically de- 
signed to save 
time, speed jobs . .. 
eliminate tedious, heavy 
work. Companion tools to 
many Other GREENLEE 
electrician. 


a TE 


newElectrical Tool Folder, Greenlee 
, 1921 Herbert Ave., Rockford, III. 


\ 2 
1 - 


VOOeOO 


timesavers for the | 


Drills 


Carbide 


Masonry Core 


Hercules Fastcut core 


drills are now available in a range 


masonry 


of sizes from 4 to 2-in diameter. 
Designed so that tool cuts only 
outside circumference of hole to be 
drilled, the area to be penetrated by 
direct drilling is said to be consider 
ably reduced. 
Whitman & Barnes, Plymouth, 


Mich. 


Grinder 


Greater Versatility, 

Fewer Set-Up Changes 

Featuring a new 25 deg. tilting 

spindle, the maker's Sterling G-2 

tool and cutter grinder has been 
announced. 

In addition to tilting, 25 deg. at 

one end and 15 deg. at the other, 
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NEW! 


“LONG REACH” 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1% TON 
CAPACITY 


DISTRIBUTORS WILL LIKE 
THIS NEW LUG-ALL 


Because 
IT FILLS A LONG STANDING NEED 
(1¥2 TON CAPACITY, 30 FEET OF 
CABLE, LIGHTWEIGHT) 
COUNTLESS JOB APPLICATIONS 
GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 
RUGGED CONSTRUCTION—GUARAN. 
TEED FOR ONE YEAR 
*% SELLS FOR ONLY $49.85—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 
OTHER LUG-ALL MODELS FROM %4 TON 
TO 2 TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS 
Special corrosion resistant, salt spray test- 
ed LUG-ALls available in all capacities. 
Because LUG-ALL Is The Best, It Is The Most 
imitated Winch Hoist On The Market 
CAR DOOR PULLERS THAT OPEN DOORS 
IN A JIFFY ROUND OUT THE LINE 
WRITE TODAY FOR MORE INFORMATION 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNA. 
eeeeeeeeeeeeees 





YOU GET more* WHEN 
YOU BUY BEARINGS FROM 
vour BU nting. = 
DISTRIBUTOR _ 











“more 


IN A MATTER OF MINUTES—at any time—wherever you are— 





you can get a few or thousands of completely finished Stock 
Bearings and Bars made of Bunting Cast Bronze or Bunting 
Sintered Powdered Oil-filled Bronze. All over America 
Bunting distributors carry ample stocks of these highest 
quality products made in both of the two universally 
popular metals, backed by Bunting’s long experience 


and established responsibility. 


Your Bunting distributor is listed in the classified 
section of your directory usually under Bars— 
Bronze, and Bearings—Bronze. Two modern Bunting 
factories and eleven Bunting Branch 

Warehouses expedite distribution in all 

areas. Write, or ask for catalogs giving 

complete dimensional listings and 


technical data. 


All Bunting Sintered Bronze Bars are machined 
to size on OD for quick and true chucking; 
the size is stamped the full length of the bar. 


Both are exclusive Bunting features. 


34 e BUSHINGS, BEARINGS, 
nti ey BARS AND SPECIAL PARTS 
w 9 OF CAST BRONZE AND 
POWDERED METAL. 


The Bunting Bross and Bronze Company @ Toledo !, Ohio @ Branches in Prir 
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tots ccsensmen tl aS 
2 modern-flow Denches! 


Equipto’s newly expanded 

line of top quality steel 

benches makes your selling 

job easier. No need to miss a 

sale for lack of certain sizes 

or combinations. Any type 

bench layout can be made 

with Equipto modern-flow Benches. 

Many types and styles of drawers, drawer 
pedestals, cabinet pedestals, sliding doors, aerial 
shelves and accessories are available for Equipto Benches. 





Equipto Benches are the tops in quality, design and work- 
manship, and because they are a complete package line, 
your men can sell them without any previous training. 


_ae Why not get all the facts today. Send for big 16 page Bench Catalog 
gthores « No. 200 describing the complete line and why it will pay you to 
us handle the Equipto line. 


GEE Division of 
Aurora Equipment Co. 
825 Prairie Avenue, 
Aurora, Illinois 


Steel Shelving . . . 
Ports Bins . .. Drawer Units . . . Lockers . . . Carts . .. Work Benches 





“Never mind his left hook — watch out 
for what HELLER TOOL is going to 


announce Feb. 1!" 
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the new spindle is reversible and 


rotates a full 360 deg. Other fea- 
tures include 10-3-in swing, im- 
proved anti-friction table with dual 
controls. 


McDonough Mfg. Co Eau 
Claire, Wisc 


Lubricator 
Provides Continuous 
And Cyclic Lubrication 
[wo independent lubrication 
systems, providing both cvclic and 
mtinuous oil flow to different 
bearings on the same machine, are 
yw being built into a single auto 
matic lubricator, known as the AP-3. 
Bijur Lubricating Corp, Rochell 
ark, N. | 


Single-Pole, 
Instant Heat 


New soldering guns said to heat 
in two seconds feature reach of over 
5-in with single pole built-in trans 
former, prefocused spotlight and 
Hycar housing. 

Gregg Electric Co., Lawrence, 


Vass 














THE SPOKANE PORTLAND CEMENT O. | 





‘‘With the introduction of 

LUBRIPLATE No. 630-AA, we 
were able to satisfy all our needs for 
solid type lubricants with only two 
LUBRIPLATE Products. LUBRIPLATE 
No. 630-AA might almost be considered 
a universal lubricant. Furthermore, it 
has effected marked savings in both 
lubricants and labor!’’ 


THERE IS A LUBRIPLATE 
LUBRICANT THAT IS BEST 
FOR EVERY INDUSTRIAL, AUTO- 
MOTIVE, MARINE, SPORTS, 
AND HOUSEHOLD PURPOSE 




















IN SOME CASES 
THIS LUBRICANT 
TRIPLED THE 
LIFE OF 
WEARING PARIC 


—says EDWARDS MOTOR TRANSIT CO. 








WILLIAMSPORT, PA. 


/ ‘*Since using LUBRIPLATE 
630-AA some of our coaches 
have been operated in excess of 300,000 
miles. None have required the rebush- 
ing of a single front end bearing. We 
are able to extend our lubrication 
schedule to every 4000 miles compared 
to 200 miles with other lubricants. In 
some cases LUBRIPLATE has tripled the 
normal life of wearing parts.” 





(ADVERTISEMENT ) 


MULTI-PURPOSE 
HELPS THE 
SALESMAN 


LUBRIPLATI 


multi-purpose lubricants is of 


The fact that in the 
Line ar 
great importance to the salesman who 
sells it. Here is how it works out 
You sel] a 
LUBRIPLATE Product for a speci 


application. The user likes it and con 


ustomer on 


tinues to buy it because it does a better 
b tl he « nti i lubri ] 
joD than the conventional luDricant ne 
had been using. But he points out to 
you that now he has to keep another 
grease” on hand. You are in a position 
many other places 


LUBRIPLATI 


therefore, he can cut dows 


to show him th 
he can use the same 
product 
on the number of lubricants he need 


with LUBRIPLATI 


another. 


rather than 


benefits from the Multi-Pur 
iture of LUBRIPLATE Lubr 


1! 
cants. The user can satisfy most all his 


lubrication requirements with one, two 
or possibly three LUBRIPLATE nun 
bers. This always look good to h 

rhe Industrial Supply house naturally 
welcomes greater sales with fewer 
tems and more active minimum stocks 
The salesman, however, gets the big 
gest break 


lubricants knocked out 


competition from other 
bigger order 


and satisfied customers who r« peat ove 


and over again 


LUBRIPLATE Lubricants are a lin 
that pays the salesman to put time on 
They do things that other lubricants 
can't do; hence, are easy to introduc: 
Ihey always give satisfaction, so they 
repeat. The distribution policy assures 
that you and you alone will profit from 
the harvest when you sow for the 


future by introducing LUBRIPLATE 
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LUBRIPLATE 
No. 630-AA 
LUBRICATES 
ABOUT 
EVERYTHING 


LUBRIPLATE No. 630-AA is practi- 
cally a universal grease type lubricant 
It was developed to meet industries’ 
need for “simplified lubrication”’ 

one lubricant to effectively satisfy a 
great number of requirements. LUBRI- 
PLATE No. 630-AA has a smooth, 
stable consistency, a wide temperature 
range, possesses high film strength, 
fine adhesive properties and is water 
repellent. It satisfies most lubricatior 
requirements, thus eliminates the need 
for a different lubricant for each appli- 
cation in many cases 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Lusricants 
WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 

















For nearest LUBRIPLATE distributor 
see Classified Telephone Directory. 
Write for free “LUBRIPLATE DATA 
Booxk”’. . . a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 
Newark 5, N. J. or Toledo 5, Ohio 











Take the quesework out of 


MAINTENANCE 
UTILIZATION and 
PRODUCTION records 


HOUR METERS 
“ hi 77] current 


The Hobbs AC Hour Meter indicates operating time of any machine or equip- 
ment powered by alternating current — basic time data essential in the study of 
utilization and production methods . . . and vital for protective maintenance 
programs. Wide range of applications — small, compact, easy to install. Rugged- 
ly built and sealed against moisture and dust. Powered by an accurate synchron- 
ous motor specially designed for this instrument. Easy to read — tells at a glance 
accumulated time of operation to 10,000 hours, showing 1/10th hours. Also 
available in 100,000 hour models. 


@ Every industrial firm a prospect! Write for Cata 
AC-587 and COMPLETE DEALER INFORMATION. 


John W. Hobbs Corporation 
2079 YALE BLVD. SPRINGFIELD, ILLINOIS 
A Division of Stewart-Warner Corporation 





Super—SUPEREAMER 


WITH THE NEW TWIST! 


XCELITE 
Imagination 
KEEPS YOU AHEAD 


Here’s the 2-in-] reamer with the chrome-hard cutting edges 
and big 4 ” capacity! for T-handle leverage, just insert +s” 
screwdriver or pin. The Nos. 38 and 99-38 SUPEREAMERS 
made a hit from the start—now these Super-SUPEREAM- 
ERS have an equal place on every bench—the No. 39 fixed 
in full-size XCELITE handle and the 99-39 in all “99” kits! 
Stick with XCELITE for imagination like this that keeps 
you ahead with men who know tools! 





XCELITE, INCORPORATED For 


Dept. F, Orchard Park, N. Y. 
r Perae XCELITE: 
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Torque Tester 


Shadow Image 
Indicating Pointer 


\ full range industrial production 
torque wrench tester capable of test 
ng all types of torque wrenches has 

en developed 

rovision is made on the metal 

ibinet of the optical torque tester 
to permit mounting special external 
fixtures for miscellaneous produc- 

m and laboratory tests. 


P. A. Sturtevant Co., Addison, Il. 


Tube Fitting 


For Full Range 
Of Pressure Conditions 


Hi-Seal, a new type of flareless 
tube fitting is said to make a fool- 
proof, butt-tight joint 

Available in steel or stainless steel 
n a variety of sizes, the new fitting 

ts of a body, nut and alloy 
teel sleeve 


Imperial Brass Mfg. Co., Chicago 


NOTE CONTROLLED BITE 
FINAL TRIPLE SEAL 
PRIMARY SEAL 


NOTE: HEAVY CROSS SECTION OF SLEEVE AT 
IS POINT CREATES “HiT HOME” FEEL 





steer 
steady 
lamp 
profits 
your 
way! 


One nice thing about selling lamps — 
they’re in constant use, constant 


demand. 


One nice thing about selling Champion 
lamps — they steer more of this prof- 


itable business your way. 


For Champions are sold only by 
selected suppliers like yourself. You 
get the steady, repeat business. It 
isn’t scattered amongst all your com- 
petitors as when you carry a line 


everyone else carries, too. 


So why let good lamp business roll 
right by? Get a bigger share and keep 
it by selling Champions — known for 


50 years for lasting lighting value. 


CHAMPION LAMP WORKS 


LYNN, MASSACHUSETTS 
DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 




















CHAMPION 
lamps 
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SELLING LIKE... 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


Write for Bulletin 33-C. 


They’re hot items with quarries, 
foundries, mines, sand and gravel 
plants, contractors, and wherever 
abrasive materials are conveyed 
by belts. 

Industry is sold on Belt-Savers 
because of extensive use through- 
out the years... because of their 
money-saving advantages. 

The exclusive cone and wing 
design prevents materials from 
lodging between pulley and belt. 
Sharp lumps and roughage can 
do no damage. Belt life is in- 
creased from 50% to 400%. 

You'll enjoy a steady, easy-to- 
earn income from Belt-Savers. 
Put them in your line now. 

And include Sprout-Waldron 
cast-iron pulleys for standard 
transmission and conveying ap- 
plications. They’re available in a 
wide selection of types and sizes. 
Write for details. 


SPROUT-WALDRON 


—— Manufacturing Engineers 
Since 1866 


3 Logan Street 


Tap 
For Use In 
Screw Machines 


Available in high speed steel 
ground thread, NC or NF, plug o1 
bottoming chamfer, in Nos. 2 to 1! 
machine screw sizes, new stub taps 
feature a necked shank for generous 
lubrication 

Pratt & Whitney Co., Inc., W 
Hartford, Conn 


Localites 
With Reflector For 
Fluorescent Lamps 
Model 8-F28M-705 Localite ha 
a pedestal base for bench, table o1 
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Dake offers the 

most complete line 

(1 to 300 tons) of 
hydraulic and 

arbor shop presses for 
forcing, bending, 
straightening and other 
pressing jobs. Use 

your Dake Catalog 
No. 350... sell your 
customer the exact press 
for his job. Or if he 
requires a special press 
... Dake engineers will 
do the designing and 
building. Dake Press 
sales are key sales... 
in profits as well as in 
satisfied customers. 
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ATLAS ROLLER CHAIN 


A NEW SALES BUILDER THAT IS CORROSION RESISTANT 
.-- COSTS 40% LESS ...TESTS PROVE IT WEARS 100% LONGER 


or stainless steel chain. Friction of electrolized parts has been 
Best of 


Here's a new line of roller chain and sprockets that opens up 
new sales opportunities in every plant you contact. Atlas reduced as much as 50% thus cutting “drive-drag 


Electrolized Roller Chain presents new possibilities for the all Atlas Electrolized Roller Chain is more than 40% lower 


replacement of all types of chain where corrosion is a factor in price than any other corrosion resistant chain 
and longer wear desired. Its low cost makes it possible for Nail Down more new sales now! Line up with Atlas 


your prospects and customers to specify anticorrosion type Electrolized Roller Chain and Sprockets. Get the facts now 


of chain on installations where it was needed, but previous 
cost factors made it uneconomical. 

Atlas Electrolized Roller Chain and Sprockets are made to 
meet and beat the requirements of critical transmission 
drives in the food, chemical, beverage and other industries 
where corrosion is a factor. It has been performance-proved 
to be stronger. Comparative “wear-drive”’ tests with regular 
chain prove Atlas Electrolized Roller Chain lasts more 
than 100% longer 

Atlas Electrolized Roller Chain is stainproof and corro- 
sion resistant—electrolized parts have withstood salt spray 
test as much as 800% longer. It has the same high tensile 


strength as alloy steel chain and is much higher than bronze 


on the Atlas Distributor Plan... Write to Dick Pool, Atlas 


Chain & Manufacturing Company, West Pittston, Penna 


ATLAS CHAIN AND MANUFACTURING CO. 
West Pittston, Penna, 


GET THIS DATA ON 
ELECTROLIZED CHAIN 


This free brochure tells you in brief question 
and answer form ali about Electrolized Chain 
Write for your copy todey 





Every plant needs a SHOPLIFTER & 


THE ORIGINAL 
500 LB. HAND LIFTER) 


* More than 10,000 have 
been supplied to over 
50 different types of 

industrial plants 
all over America 


Only *210°° 


Rugged, simple, few moving parts. Will 
last a lifetime with practically no upkeep 

Pays for itself over and over again in 
time and labor saved — lifting dies, ma- 
chine parts, loading and stacking. Elimi- 
nates danger of lifting injuries. 

1000 Ib. and 2000 Ib. Shoplifters and 
many special duty models available 
Write Don Subr for salesmen's catalogue 

sheets and re-sale information 


. 
en 


BMa"-F VOrTe 


os 


|g F. 


. Performance guaranteed 
porns Sold with a 10-day 


free trial offer 


— A 


ECONOMY ENGINEERING CO. 


4532 W. Lake St., Chicago 24, Il. 
Eastern Sales Office: 342 Madison Ave., New York 17, N.Y 





(Now you can 


y, / SUPER-PENCIL IRONS* 


No. 25S 25w. 1/8” tip $6.00 
No. 26S 30w. 3/16” tip $6.00 


—with ° 
HEXACON 


INSTRUMENT 3 
SOLDERING IRONS 1a ATCHET HON 


—for fast soldering and No.26H 30w. 3/16" tip 
long life on constant duty 
—.. 


Because of new efficient design, these tiny tips = 
out-perform irons with larger tips and higher 
wattages. HEXACON offers a new standard 
in soldering iron efficiency for every conceiv- 
able need in the soldering of miniature 
assemblies. PIN-POINT 
DISTRIBUTORS! Be sure to get the new Sell-on-Sight IRONS* 
Assortment — a strong three-color Cardboard Dis- No. P-25A 25w. 1/8” tip $6.00 
play with all six irons plus the popular 30H, Cat. No. P-26 30w. 3/16” tip $6.00 
No. HD4 at $43.75 List. * Also available in 

NDUSTRY'S f higher wattoges 


BANTAMWEIGHT 
HATCHET IRONS* 











N 


HEXACON ELECTRIC COMPANY 
138 West Clay Ave., Roselle Park, New Jersey 
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desk mounting; Model 55-F28M-701 
has a universal base for mounting 
on machine tools and equipment to 
light precision work areas. 

Both models are equipped with 
frictional dise and collar joints. 

Fostoria Pressed Steel Corp., 
Fostoria, Ohio 


Pid 
GEWeRAL PURPOSE yf 
te EXTRA | 


Batteries 


Power Dissipation, 
Leakage Prevented 


No. 10M _ Leakproof flashlight 
batteries feature steel reinforced 
double steel top and bottom to in- 
sure against leakage and double 
Polyethylene plastic film barriers for 
side insulation. 

Bright Star Industries, Clifton, 
N. ] 


Drives 
More Compact 
Power Unit 


[he manufacturer’s Varidyne 
power unit is now designed with the 





On The Distributor’s Team 


Warren Tool Corporation offers distributors 
5 ways to lower overhead —raise profits. 


NEW DECIMAL PACKED CARTON 
Designed for saving warehouse or shelf 
stocking space. Stacks as high as you want 
. . . there’s no danger of crushing be 
“a> cause tools inside support the extra weight 
Quicker inventory . . . each Flanders Blue 

carton’s contents plainly marked. 


FAST SHIPPING 2 — 


Operation procedures from receipt of order 
to shipment are based on a 3 day schedule. 


PRODUCT AND PRICE 


The complete Warren-Teed line has been 
designed and tested to stand up under 
toughest conditions . . . to make Warren- 
Teed tools better products with more features 
to sell at a competitive price. 


INQUIRY HANDLING 


All inquiries received at the Warren Tool 
plant are processed within 24 hours and 
sent to the distributor nearest the prospect. 
You get the inquiry while the prospect is 
still interested. 


EASY-TO-USE CATALOG 


An attractive, colorful presentation of all 
ae & the tools in the Warren-Teed line, complete 
with prices, sizes, weights, etc. ‘Easy 


reference” design saves you time. Got 
yours? If not, let us know. 





, ° WARREN TOOL CORPORATION 
WwW A R R EN ~T E E D Manufacturers of Warren-Teed and Devil railway track tools 


trade mark General Offices Warren, Ohie 


Export Division . . « 30 Church St New Dort 7, N.Y 
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“Don't just sit there! Find out what 
HELLER TOOL will announce on Feb. 1!" 


DRILL 
GRINDER 


full 1/8” to I 1/4” range 


All adjustments calibrated right on DG3 
tool. Grinds to Recommended Speci- 
fications for Heal Clearance, Chisel 
and Cutting Lip Angles. 


MODEL 


Write For 
Complete 


Information 


5h S 3 Corporation 807 Main Street * Clarinda, lowa 


drive motor and alternator on the 
same side 

Where limited space is a factor, 
the new compact design is advan 


tageous 


U.S. Electrical Motors, Inc., Los 














Pellet Cooler 
Hinged Louvers For 


Automatic Air Flow Control 


jutomatic pellet flow 


the manufacturer's _ pel 


ooler Coolaire”, is said t 
| and dry pellets with a minimum 
f fines or dust leakage 
Also introduced by the manufac 
is a new line of roller mills in 
ing a new method of con 
1g and adjusting the rolls 
(n addition to their line of sifting 
equipment is the recently an 
nounced Gyro Shaker for applica 
tions where all points of screen must 
be accessible for rapid cleaning 
“Portaflow’, a new portable un 
loader, weighing 1045 Ibs., is de 
med to convey most materials that 
be handled in an airslide cat 
is starch, sugar, clay, urea, 
phenolic moulding compounds and 
vnthetic resins 


Sprout-Waldron & Co., Inc. 


Coating 
Corrosion Preventive For 
Metal, Masonry or Wood 
Profilm, a silicate modified coat 


with the appearance of paint 


. ] } 
ipplied by conventional spray 
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— A DIRECT LINE TO TAPS 


FROM YOU TO THE 

WELL-STOCKED SHELVES 

OF YOUR NEARBY 

INDUSTRIAL SUPPLY DISTRIBUTOR... 


BAY STATE, OF COURSE! 


BAY STATE TAPS 


BAY STATE TAP & DIE COMPANY 
MANSFIELD, MASSACHUSETTS 





equipment, yet will dry to the touch 
on most applications in a_ few 
minutes. 

Available in colors, Profilm also 
black, 


metallics—in both baking and ait 


Packaged 
PIPE NIPPLES 


And 


comes in clear, white and 
drying grades 


Allied Porcenell, Inc 
Il. 


.. Waukegan 


~ 


. with this popular Lowell 


WORCESTER, MASS. 


WROUGHT IRON 
NIPPLES 


A.S.7.M. A-72 


FROM STOCK: 


Lowell Industrial Wrenches 


The reversing knob at the end of the handle 
on this Series 20 and other highly-rated 
LOWELL WRENCH CO. 


protects fingers from hazardous positions. 
features—this Series 20 Lowell Wrench is favored by 


machine tool builders, and other users, everywhere. 


because of its great strength—as well as its safety 
WRITE FOR CATALOG AND SPECIAL DISCOUNTS 


Reversible Ratchet Gear Type Wrench. 


It's that simple . . 


V4" to 6” Standard and Extra 
Strong Weights in Black and 
Galvanized 


* Avoid errors Nipples are 
marked “Wrot Iron,” with 
Weight and A.S.T.M. spec 


Fbsbu A NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 


Uh BIG ORANGE FU) 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is mode 
of hi-strength steel and 
heat-treated 


Water Systems 


Line Now Includes 
2, 3 and 5 HP Units 





Featuring a mechanical shaft seal 
to prevent leakage and shaft wear, 
stainless steel shaft and cast bronze 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed 


ye THE RATCHET'S REVERSED 


impellers, the maker’s line of multi 


stage shallow well centrifugal and 


deep well jet water systems has been enab HOOKS 
Available 
for Chain 
Sizes 4" 
5/16", ¥e" 

pacity from greater well dept 7/16 


Sg 
Deming Co., Salem, Ohi ANCHOR and CHAIN 


Screw Pin SHACKLES 


expanded to include 2, 3 and 5 hp SLIP HOOKS 
Available 
for Chain 
Sizes V4 
5/16", ¥e" 
and >” 


units said to deliver increased ca 


Belt Fasteners 


Rivets Flush 
With Plate Surface 


Countersunk holes and counter 
sunk head rivets are new features of 








the manufacturer’s belt fastener for 





joining and repairing conveyor belt 
ing 

Crescent Belt Fastener Co., New 
York 
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dD 
Forged of HI-STRENGTH STEEL 


Available in sizes 4" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 














ASK Your Customers 


This Profitable Question: 


WHICH 
WHEEL... 


Helps YOU most? 


Each of these Multi-Use ‘'Brightboys’”’ 
Gives a Completely New Slant on 
Abrasive Applications 


Here's a honey of an idea on which dealers and their salesmen are 

really cashing in—a proposition responsible for making 1956 Bright- 

boy's biggest sales year. 

New wheels. Wheels that will perform types of work never before 

associated with abrasives. Both Silicon Carbide and Aluminum Oxide 

Compounds in a wide choice of grains from extra fine to extra coarse. 

All in soft, firm and tough rubber binders. All readily-available 

STOCK NUMBERS that do the work of “specials” plus countless 

usual finishing jobs. Wheels exactly suited to your customers’ 

requirements. 
Tell your customers why Brightboy is different and better. 
That Brightboy’s unique combination-action of abrasive and 
rubber, will BURR, FINISH, CLEAN, POLISH IN ONE 
OPERATION: saves as much as 50% in time, has practically 


limitless applications. 





Get your customers to try Brightboy. Write us for Brightboy Catalogs 
for customer distribution. Detailed data is included: grains, textures, 
machine speeds. work suggestions, applications. Get full information 
NOW on the inviting Brightboy proposition that’s making substantial 


Brightboy is made in . ; ‘ 
wheels as well as in a sales, reaping nice repeats for dealers. 

full range of accessery 

pee, ae BRIGHTBOY INDUSTRIAL DIVISION 


and blocks—for ma- 
chine and manual op- é, wunen ante Gmem co 


erations, 
95 North 13th Street 


America’s Pioneer Manufacturer of 


elntbos Rubber-Bonded Abrasives 


DOV 


° Be me) 
\ RUBBER CUSHIONED ABRASIVES. 


Newark 7, N. J 








bat 
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cullman 


FLEXIBLE COUPLINGS 


offer you these many advantages 


Sime 467 Pes 


AL 
— 


Heaters 


For Tank Heating 
Just three parts are needed — two hardened steel 
sprockets and a length of Cullman double strand 
roller chain. 
For top erformance, economy and long service life fubular tank immersion 
specify Cullman Roller Chain Flexible Couplings. ommended for use in elec troplat 

“Off-the-shelf”’ service on fractional to 500 horse- 

power ratings. ng 


Applications 


heaters 


tanks and alkali cleaning tanks 


For full information see your Cullman distributor, ud to be ideal for munmer»rsion 
or write for Catalog 451 TODAY. water. wate! solutions. oil. as- 


(2) © POWER TRANSMISSION a: SE es 
must" ROLLER CHAINS AND SPROCKETS eit 


REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
CULLMAN WHEEL COMPANY, 1347 ALTGELD ST., CHICAGO 14, ILLINOIS 


tar, wax, parafhn ilkali 


For Tool Room 
Lathe Operations 


cision gage iccurate 
in 4-in of travel, with 
ision bars held to accuracies 


vithin .0005, has been introduced 


Offset Boring Heads Siok Gace Shinn ante 


} yproxin itely 24 lbs 


sell themselves and Also introduced by the company 


1 new portable drafting unit 


your other lines! Lncien is the “Sketch-Faster.’ 


Lloyd Tool Corp., Burbank, Calif 
Super accuracy makes Deka-Bore easy and profit- 
able to sell, and gives you a competitive edge in 
selling other lines. Will fit all boring machines, 
vertical or horizontal, fixed or rotating principle 
Repeats to .0001” in 30 seconds. Can be adjusted 
in fractions of 1/10,000” on the full diameter 
without backlash) as easily as reading 1/16” on 
a steel rule. NOT A VERNIER OR SCROLL AD- 
JUSTMENT. Deka-Bore is the first and only boring 
head to provide this accuracy and speed of ad- 
justment. Workmanship and accuracy 100% 
guaranteed. You'll be profitably surprised with 
Deka-Bore’s selling action, too! 
Attach this ad to your letterhead for 
catalog and prices! 


Die eee | 


PRECISION 


: TOOL & MFG. CO., of ILL. 1D-1 
: 1305 S. Laramie, Cicero 50, Ill. 


OPP Pee eee eee eee eee eee eee eee eee eee 
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SATISFIED 
CUSTOMER 


TELLS THE 


BRISTOL 


STORY 


You probably saw this Bristol ad in the tech- 
nical trade press. 

Or a variation of it aimed at management in 
BUSINESS WEEK. 

In any case, read it again and think how much 
happy customers like these can mean to you who 
sell Bristol socket screws. For, these are the cus- 
tomers you can really build a business on . . . in 
repeat sales, larger orders, word-of-mouth adver- 
tising. 

And, as you can see, Bristol is letting the world 
know about them in national ads! 

As a Bristol socket screw distributor, you get 
complete backing with advertising, publicity, 
technical information aids, and point-of-sale dis- 
plays. Make sure you take advantage of all these 
aids to boost your sales of this naturally profitable 
item. 

Bristol Socket Screw distributorships are still 
available in a few localities. Write for information. 

A625 


THE BRISTOL COMPANY 


SOCKET SCREW DIVISION, 
Waterbury 20, Conn. 


“Not one failure in 30 years,” says Project Engineer, Walt 
Holms of Dexter Folder Company as... 


Bristol’s® Multiple-Spline socket screw 
solves 3 design problems here 


On Dexter Folder Company's Cleveland folding machines, they 
didn’t start out using Bristol’s® Multiple-Spline socket screws 

The switch to multiple-spline socket screws was made later on 
to overcome three difficulties caused by ordinary set screws 


1. Rounding out of sockets was common until the changeover to the 
multiple-spline screw. “These Bristol screws are set and loosened 
as many as 1000 times during the machine’s life, yet I never heard 
of a Bristol multiple-spline socket rounding out,” reports Mr 
Holms. 


2. “Burrs” on the shafts, caused by the original steel set screws, 
were blocking movement of attachments along the shaft. To over- 
come this difficulty, Bristol engineers developed a new set screw 
design featuring a relatively soft brass point which could not harm 
the steel shaft. 





3. Permanently mounted equipment, gears, pulleys and the like, used 
to freeze on the shaft after being in place for 5 or 10 years. The old 
set screws would frequently strip before loosening. Not one socket 
failure in 30 years has been noted since Dexter switched to Bristol's 


multiple-spline socket 


With 20,000 existing folding machines in operation and over 

100 Bristol multiple-spline set 
screws in each, Dexter Folder 
Company’s report on their per- 
formance carries considerable 
weight. Bristol’s socket screw 
products—the most complete line 
on the market—are sold through 
leading industrial distributors. 
Find out about them today. 


Bristol set screws hold perforator 
and grooved-wheel in tight align- 
ment. Slippage here would dam- 
age knife blades. 
Precision socket screw manufacturers since 1913 


Bristol's Multiple - 


Bristol's Hex Socket Screws ! ! 

1 Spline Socket 

° Screws r] 
! 

. ! 

1 

I 

vs ! 

I I 


Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 142" 
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EXCLUSIVES AT NO 
EXTRA COST TO 
YOUR CUSTOMER, 
BUT THE SAME 
PROFIT TO YOU! 


DOWEL PIN 
REAMERS 


Straight Shank, 











Right Hand Cut with 
Straight, Right or Left y 
Hand Spiral Flutes. 

14 Sizes from .1230 

thru .4995”" Sets, tool 


OVER & UNDER 
SIZE CHUCKING 
REAMERS 

Straight Shank, 

Right Hand Cut with 
Straight, Right or Left 
Hand Spiral Flutes. 


14 Sizes from .124 
thru .501” Sets, too! 


These reamers are two 
more reasons why L&I 
is your source for o 

complete reamer line. 


Get the L&I Story now. 


“the reamer specialists” 
LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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Measuring Instrument 
Unaffected by Line 
Voltage Fluctuations 
Model N-7 


strument is a new accurate 


internal measuring i 
tronic gaging system for inspect 
internal diameters of ring gages an¢ 
other parts for size, taper, bellmout 
and out-of-roundness 

Shefhield Corp., Dayton, Ohio 


Motors 
Smaller, 


* Lighter 


Capacitor-start and _ split-phase 
motors in rigid and resilient base 
models are now available from the 
manufacturer in NEMA 48 frame 
size 

Wagner Electric Corp., St. Louis 


Fastener 


Insures Against Leakage 
From Compression-Sealed Cans 


Speed Clip, a new spring steel 


fastener for compression-sealed cans | 
| 


of liquid to be shipped through the 
mails, has been developed 
Positioned against hem of the can 


| 


| 


© 


AW 


OS 


Help yourself to FAST service 
from complete factory stocks 
of BRASS FITTINGS by 


SPAWN 


Flare Fittings Hose Connectors 


Compression Pipe Fittings 


Bottled Gas Trailer Fittings 


=| & [0° 


Tank Valves & Shutoffs 








Accessories 


Special Fittings 
WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., INC. 


BOLTS NUTS 


WASHERS - RIVETS 

FASTENING DEVICES 
IN ALL METALS oan 
STEEL ® BRASS 
EVERDUR @ MONEL 


“ 


STAINLESS STEEL 
ALUMINUM 
MICKEL ALLOY STEEL 


NAVAL BRONZE 


SPECIALS 
MANUFACTURED 
TO. BLUEPRINT 
SPECIFICATIONS 


U 
\) 


\ 


AUTHORIZED DISTRIBUTORS 


PARKER-KALON 


PRODUCTS 


SHAKEPROOF \ - 


PRODUCTS 


KEYSTONE. 
oO 


BOLT & NUT CORP 


135 CHURCH ST ® NEW YORK 7 


1957 





| 


ARO Par-A-matics drill 3/16" and $/32” holes in 
sub-assemblies of aluminum awnings. 


Eight holes are drilled in a cast aluminum sanding 
drum in 4 to § seconds with ARO Par-A-matics. 


ARO Par-A-matics drill eleven holes at a time, auto 
matically,in curved molding strip for automotive trim. 


-_ | 


owner oA RO 


PAR-A-MATIC 
DRILLING UNITS 


LOW INVESTMENT ... You can drill any number of 
holes simultaneously, at extremely low cost, with ARO 


Par-A-matic Drilling Units! 


LOW MAINTENANCE Par-A-matics are air-operated 
. simple to set up and maintain. . precision-t wade... 


performance proved 


LOW CENTER-TO-CENTER DISTANCE compact 


design permits use where space is a factor. 


FLEXIBILITY OF SET UP... . Adjustments are qi 
and simple. Adjustable stroke length .. . variable r 
of feed. ARO Field Engineers offer full assistance 
planning multiple Par-A-matic installations. W: 
bulletin 5546-T. 


THE ARO EQUIPMENT CORPORATION, Bryan and Cleveland, Ohio 
med >f California, 3141 S. Grand Ave Angele 
o Equipment of Conoda, itd., T nt 
Offices All Pr 


‘ARO AIR TOOLS 


Also Air Hoists Lubricating Equipment 
Aircraft Products Grease Fittings 
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‘WHO’. 


ALWAYS FIRSTEST 


with the bestest 
precision screw 


machine products. 


| | 
APPLICATION! REMOVAL 


where they can be rolled by hand 
into a pre-locked position, a rap 
with a screwdriver locks the Speed 
Clips in place 

l'innerman Products, Inc., Cleve 


land 


CAP SCREWS +- COUPLING BOLTS 
SET SCREWS: MILLED STUDS 


luha ly .. our specialty. 


The Oftemiller line is sold exclusively through 
Mill Supply houses and industrial Distributors. 


W"}HOttomLler CO’ YORK, PENNA. 





To Find HIDDEN Sales 


on your regular calls — 


For Dipping, Flange Or 
Edge Work, Bench Or Wall Use 


Four types of Yates clamps for 
holding materials in position dur 
ing assembly or processing have 
been announced. 

Low cost, speed of application, 
reuseability, are some of the ad 

intages claimed by the manufac 


FOLEY aatomatic | : turer 
North Holly 


“Wed wy Corp. = 


SAW FILER iN von Ca 


You Probably | have a lot of customers who use saws 
l sharpen them by I and or 


Carbides 


arte Me oe press [The FOLEY SAW FILER is the only] 
fe to buse they o much faster ! machine that files BAND SAWS up to For Cast Iron, Brass, 
: ler, stay sharp longer iv4" wide. CROSS-CUT CIRCULAR SAWS d Pl 
up to 24” diameter ard ali types of HAND j i 
The FOLEY SAW FILER Practically Sells SAWS. (All Saws that can be sharpened Aluminum and Plastics 
with a three cornered file) 


— Tea our 30-DAY TRIAL OFFER Firthite NHA, a new carbide 
)-Day 'ffe open through you to any : 
grade is particularly recommended 


SaROn enema anc our customer will thank 
t 


jetaile and liter = " veer tide y by the manufacturer for machining 

FOLEY MANUFACTURING CO. cast iron, aluminum, brass and 

3363 N. E. Sth St. Minneapolis 18, Minn. plastics. 
We also make Foley Retoothers for hand saws, Saw Setters, Grinders, etc Firth Ste rling, Inc.. Pittsburgh 
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bowling alleys 
spotter 
nbol for AMF's completely auton 


] 


ns up and returns the ball in a matter 


s ‘Mr Pinspotter works 24 hours 


on the job for one good reason—Ait 


AMF automatic pinspotter needs spare Or 1 


mete & Air Expres Poet e—-Siae 


GEeTs THERE FIRST ia US. Sched 


CALL AIR EXPRESS ... division of RAILWAY EXPRESS AGENCY 
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“Take them all if you'll just 
tell me what HELLER TOOL will 


announce Feb. 1!" 








SALES TIPS 


FOR 
PROFITABLE TAPPER 


. 
what are its advantages? 
® Handles a wider range of tap sizes — +00 to 4%" — 

the range of 4 conventional tappers! 
Adjustable torque control prevents tap breakage. 
No friction clutch to wear out. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 
Minimum operator pressure operates it—eliminating 
lead error cauvsed by forcing tap into hole. 
Does precision tapping—even with inexperienced 
operators .. . it’s “the Tapper that thinks for its 
operator”. 


features that help you sell 


@ Wider range provides greater utility — reduces tool 
investment for your prospect. 

® Adjustable torque control assures positive tap 
protection. 

® Automatic sensitivity of torque control stops the tap 
when it’s dull, “loaded”, hits a hard spot or bot- 
toms in a blind hole. 

® Compact, rugged, light-weight—built for production 
tapping. 


Commander mec. co. 


4217 W. Kinzie Street ° Chicago 24, Illinois 
Product of Commonder . . . Builder of Production Tools 
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Clamp 


For American 
Standard | Beams 


\ new forged steel clamp is 
recommended for hanging beams 
from other beams, hoists from 
beams by emploving a clevis, and in 
various hanging arrangements fot 
! beam monorails and underhung 
runways. 


Bacon Crane & Hoist Corp., New 


Woodworking Machine 


Performs 90° 
Woodworking Operations 


ombination power 
said t » combine d 
ting arbor sav vith 


vith both 


operated 


Ip motor 


Duro Metal Products Co 


Trap 


Internal Mechanisms Attached 
To Easily Removed Cover Plate 


Model FT-1, a new float-thermo 
static steam trap features a discharge 








y 


The fifteen members of Worthington’s Industrial Distributor Advisory Council. Seated from left to right: G. Cheston Carey 


Carey Machinery & Supply Co., Inc.; H. N. Crowder and E. W. Kuhnsman, H. N. Crowder Jr. Co.; F. J. Whelan, Worthington 
Chairman: S.A. Russell, J. Russell & Co.; George B. McClennen and P. J. McBride, Delta Equipment Standing from left t 
right: Howard Webb, Webb Belting Co., Inc.: George Needham, Jr., Biggs Pump & Supply In NV. H. Wheeler, Worthingt 
H. A. Tuck, Pittsburgh Gage & Supply Co M. |. Stray, Charies A. Templeton, In Ww. W berjuerge, Ober 


é serge FR 
Distributing Co.; D. E. Tessendorf and J. E. Seibold, Worthington 


Meet Worthington’s 
Industrial Distributor Advisory Council 





In a meeting with far-reaching significance, and warehouses whic! 
eleven representatives of nine Industrial Dis- faster deliveries. Worthing; 
tributors recently sat down with Worthington zed engineering 
management to work out joint manufacturer- providing compl 
distributor problems. ve national 
“The purpose of the council,” according to Actions speak loud than words. Wher 
Frank Whelan, Worthington Vice President, “is comes to selling industry, orthington looks 
to plan ways to better serve our customers and irst to the Industrial Distributor. And thei 
to improve our joint share of available markets.” tions prove it! Worthington Corporation, Mecha) 
Consisting of nine policy-making executives ical Power Transmission Sales Dept., Oil Ci 
from the Worthington Industrial Distributor Pa.,and Merchandising Sales Dept., Harrison, N 


organization, the advisory council will meet regu- 
larly to discuss matters affecting the interests of 
both Worthington and its distributors. Each 
member will serve for three years. wo RT ee i Pe G TO 4 
The new council is another forward step in es Ves 
Worthington’s program for building a strong ee bb Ree 
distributor team. Other ways that Worthington : 
helps is the network of district and branch offices THE FRANCHISE THAT WORKS FOR YOU 
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A Profitable Seller 
with a broad market 


the new... rugged.. 
efficient HEPPENSTALL 
DRUM & BARREL TILT 


For precision control of pouring . . . 
this new Drum and Barrel Tilt lowers 
overall costs and adds new efficiency 
to pouring and dumping operations. 
Features include: 

1. CONTROL .. . provides close, accu- 
rate control of pouring liquids, pow- 
ders, oils, and chemicals. 

2. OPERATION .. . turns 360°... 
equipped with easy-to-operate chain 
or hand wheel. 

3. SIZE OF CONTAINER .. . handles 
standard 55 gallon steel drum. 

4. CAPACITY .. . capacity is 750 lbs. 

5. SPECIAL SIZES . . . may be de- 
signed to specifications. 

WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 


| A Advertised in leading trade magazines | 


> Heppenstall 


NEW BRIGHTON, PENNSYLVANIA 








172 


Long length drills for 
general purpose drilling! 


valve operation actuated by line 


pressure rather than float buoyancy 

Light weight, available for 4 and 
l-in lines, dual inlets and outlets are 
said to permit universal installation 


W. H. Nicholson & Co., Wilkes ACE 


Barre, Pa. 
TAPER LENGTH DRILLS 


Feature for feature, you can’t beat Ace Taper Length 
Drills. First, because they're made of the finest qual- 
high speed steel properly heat treated to assure 
ultimate in uniform hardness. Second, because 
they're produced by the Ace-originated “ground 
from-the-solid’’ process to give them smoother, more 
highly polished flutes with keener, stronger cutting 
And finally, because they cut faster, last longer 
ve you more production per drill at lower cost 


local Ace Drill Distributor today! 


ine 


edge 


7) g 


: NEW CATALOG covers the entire line of Ace 
1d-from-the-Solid” High Speed Stee 
= and Carbide Drills, Reamers, Drill Blanks 


4 for it today! 


peciai ur 2end 


I 


ACE DRILL 


ADRIAN, MICHIGAN 


Call your 


> 


Ladders 


Adjustable Step 
For Rungs, Reduces Fatigue 


Res-Tep, an adjustable step for 
rung ladders, weighing less _ 1 four 
lbs, of aluminum permanent mold 
construction, is said to ai pot 
form comfort without interfering 
with ascent or descent. 
Allsafe Co., Inc.. 


American Buf 


falo 


Rotary Table 





Base Allows Both 
Horizontal, Vertical Operation 


A new 12-in rotary table said to 
be designed for simplification of 





AY 
ORIGINATORS OF "“GROUND-F ROM.THE-SOLID” DRILLS 
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puns AIRBRUSH 
pes yo panier eee 


BEING ANNOUNCED IN THE JANUARY ISSUES OF: 


Industrial Finishing 


Product Finishing 


™ | Automotive Industry 


& 


Industrial Equipment News 


DISTRIBUTED THROUGH SELECTED DEALERS THROUGHOUT THE UNITED STATES 


PAHASCHE wirvrush Company 


A DIVISION OF CLINE ELECTRIC MANUFACTURING COMPANY 
1909 W. DIVERSEY PARKWAY . CHICAGO 14 
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COLLET 
EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & S. Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lahte Centers 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank End Arbors 
Chuck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 


Standard tools for all drilling. reaming. and tapping needs and special 
tools to order. Immediate attention to regular or special requirements. 


THE COLLIS COMPANY 


CLINTON, IOWA 











WOULD YOU LIKE 
YOUR ORDERS 
SHIPPED THE 

SAME DAY THEY 


MORE PROFITS 


REPEAT SALES 


Sell the new standard in machine 
key stock — MAK-A-KEY — 
packaged in 6 most commonly 


ARE RECEIVED? 
used sizes for industrial use. Ideal 


‘ 
WELL . . . THAT’S for repairs, replacements and 
JUST WHAT HAPPENS maintenance. Standard assort- 
WHEN YOU ORDER — gg nee A ar 
arton, in. lengths: ‘ 3 
ZIP ACCESSORIES A 6,3/8,7 ‘ng 1 2 a. 
. so rectangles and additiona 
ae your gg sizes. Write for details! 
e quality an 
service they deserve 
ORDER ZIP ne 
FINISHED 
ZINC-COATED 
GREASELESS 
OVERSIZE 
CLEAN 


Immediate delivery from stock 


any quantities 


DEVAN-JOHNSON CO. 
508 Rathbone Ave. 
Aurora, Illinois 


GEO. H. SELTZER & CO. 


FOLSOM, PA. 
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ind rotary machining op 
rations of all kinds has been intro 
duced 
Overall height in horizontal po 
sition is 5-in, length 154-in, overall 
width 14in, table diameter 12-in, 
eight approximately 140 Ibs 
Universal Vise & Tool 
Nich 


Material Handler 


Portable Hand Model 
Lifts Up To 200 Ibs 


ir-Lift, a new vacuum-lifting de 
ice, is recommended for such mate 
rials as sheet metal, glass, plaster 
board ind plywood 
heavier operations, a 
line of pads is available in 
ind 1500 Ib capacities 
ternational Staple & Machine 
rials Handling Div., Her 


Ill 


Conveyor-Line Marker 
Where Type Impressions 


Not In Excess of %-in. 
Recommended for imprinting 
light packages, Model No. 3AC ¢ 


in automatic continuous rotation 





to Pump Distributors 


and their Salesmen 


Huge expenditures for new plants and equipment are planned 
by American industry for 1957 and the years ahead. Modernization 


of existing plants and equipment will add billions more. 


New commercial buildings, schools, colleges, hospitals and other 
institutional buildings must be built to keep pace with the rapid 

growth in population. More than 40,000 miles of new and modernized 
roads are planned under the 33-billion-dollar federal-aid highway 
program. Countless service and maintenance buildings will be 

needed to keep highways functioning. All of those deveiopments 


mean more and more sales of Deming Pumps and Water Systems. 


The diversified Deming line blankets practically all markets. Deming’s 
long-established policy of selling industrial equipment through 
selected distributors has proved its efficiency and economy to users. 


That policy will be continued and strengthened, wherever possible. 


THE DEMING COMPANY, SALEM, OHIO 
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ALL METAL 
HOSE PRODUCTS 


Prompt Shipment 
Our Specialty 
Write for 
TECHNICAL 
DATA BOOK 
U-444 








Quality... ALL METAL FLEXIBLE HOSE PRODUCTS 


UNIVERSAL METAL HOSE CO. 





2163 South Kedzie Avenve 





Chicago 23, IIlinois 














Never Fuast- 


ASK YOUR INDUSTRIAL 
DISTRIBUTOR OR WRITE 





P cirst CHOICE FOR INDUSTRI 


Sherman 


HEAVY 
WROUGHT 
BRASS 
HOSE 
CLAMPS 


L MAINTENANCE 


{ Stiff Ears. Connot 
pull together ot 


top when tightened 
Ears also form per- 
fect nut tock. 


2 


Heavy Shoulder to 
engoge vise jows, 
— clamp to 

pulled tremend- 
ously tight. 


3. 


Tongue runs in 
chonnel holding it 
close to hose and 
moking a uniform 
grip. 


<— 4. 


Pliable in band por- 
tion, grips tight 
ond con be opened 
up, removed and 
used over ogain 


Make Hose Last Longer 


INDUSTRIAL DISTRIBUTION e JANUARY, 1957 


convevor-line marker of small di 
ymeter and narrow wheel, has been 
idded to the maker’s line 


Wm. A. Force & Co., Inc., Brook- 


Motors 
Hot Spots 


Eliminated 


Series 254U motors, re-rated to 
nform with new requirements by 
NEMA, have been announced by 


: 
the manufacture! 


Robbins & Myers, In 


Ventilators 


Three Sizes Added, 
Low Silhouette 


n height from 

23-in, with capacities from 
fm, have been added to 
rs line of roof ventilators. 


tric Ventilating Co., Chi 





, 


“Delicate as an egg... tough as a nut!” Black & Decker the exclusive, Black & Decker Power-Speed Control. Re 
Distributors used these everyday expressions to dramatize and Quotas exceeded as prospects in hundreds of fields bought for 
sell Black & Decker adjustable clutch Scruguns equipped with their assembly lines 


Black & Decker Distributors Push 
Fall Campaign Over the Top 


Two New Black & Decker Tools Prove Hot Sales Items! 


The new B&D #100 Heavy-Duty Impact Wrench this outstanding tool and ran 
and B&D Scruguns® with Power-Speed Control beat wrench sales. 

the pace as Black & Decker Distributors pushed sales 
to new heights during the just completed, highly 
successful fall campaign. 


away with 


Another quota smasher was the too! that 
just the right torque and speed from finger 
to wrench tightness: the B&D Scrugun with new, ex- 
The new Heavy-Duty Impact Wrench—toughest, clusive Power-Speed Control, B&D 
most rugged on the market—earned attention all 
over the nation. Smart B&D distributors grabbed 


distributors 


helped harness sales as easily as it harnesses power. 


Black & Decker Wins Award 


Black & Decker’s Power-Speed Control for 
Seruguns has been selected Mill & F 
magazine’s “‘Product of the Month”’ for De 
cember. In the words of the citation, ““T} 
award is made in recognition of outstanding 
service performed through the development 
and manufacture of a product contributing 


the advancement of American industry 


Knock on Any Door! THE BLAcK& DECKER MFG. Co., Dept. 2401,Tow 


Another Mark of a KEY LINE (In Canada: 80-86 Fleet St., E., Toronto 


Just knock on any door—chances are it opens on a mar- 
ket for Black & Decker Tools. Every manufacturer of 
every product made, service industries, heavy construc- 


tion, repair shops: you name the market, it’s probably 
ready-made for Black & Decker. So there’s an opportu- 
nity to sell Black & Decker on every single sales call & . 
a distributor salesman makes. Make Black & Decker 


your “Key Line” and you'll make your selling time worth . 
more money! Portable Electric Tools—Power-Built to Last! 


Leading Distributors Everywhere Sell 





HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


Shaving Shute 


Fence For Attaching 
To Woodworking Machines 


Shaving Shute, a new steel box 
A TYPE FOR EVERY USE! ote 
FOR ALL PRESSURES! 
FOR ALL TEMPERATURES! 


weldment fence assembly is said to 
channel shavings back and out, leay 
ing operator's vision unclouded bi 


fiving shavings 





Ihe 27-in fence as a unit, and each 


f Standard & Double face independently, are adjustable 


Extra Heavy fore and back. 
UNIONS Boice-Crane Co., Toledo 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 


\ 6000-Ib. sizes /g” 
to 2”. 


ORIFICE e 
UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 6000- 
Ib. service. 























a 
< 
M 


ALE & FEMALE 
Wide Range 
UNIONS Of Service 


With steel-to-steel, 
bronze-to-steel, stain- Designated ‘Type C, 
less steel-to-steel or joints are said to be suitable for use 


orifice seats. 3000-Ib. ' 
service only. on steam, air, water, oil, gas or alter 


nating hot and cold service, single 


new rotary 











flow or two-way syphon flow instal 
(FULL STAINLESS & lstion, aud mee available in cight 
FULL ALLOY standard sizes from 4 to 3-in 

STEEL UNIONS Barco Mfg. Co., Barrington, II! 


With screwed or 
socket weld ends. 


3000-Ib. and 8000-Ib. ; 
\serice " Gear Unit 
Unit Up-Rated 


WRITE FOR CATALOG 56 After Recent Tests 


Showing the complete Catawissa line of 
Perfect Seal Products As a result of the units ability 


CATAWISSA VALVE & to stand up under punishment of 


FITTINGS COMPANY a laboratory experiment designed to 
300 MILL ST. CATAWISSA, PA. destroy it, the manufacturer's three 
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The Highest Zuality 


Precision Grand 


SHIM STOCK 


packaged in dispenser cartons 


Shim stock available in various qualities 
may be obtained in Steel, Brass, Blue 
Tempered Spring or Stainless Steel. Avail 
able in largest range of sizes in the market 
Cellophane wrapped carton is moisture 
proof. Precision-gavged for accuracy 


Wore Quality Products 
@ Shim Stock —pockaged in dispenser 
cartons for ease in handling Available in 
brass, steel and stainless 


@ Feeler Stock — another packaged item 
cellophane wrapped for moisture protection 


PRECISION STEEL 
WAREHOUSE, INC. 


421 MAPLE AVE... DOWNERS GROVE, ILLIN«G 








REPUBLIC 


TWIST DRILLS 
REAMERS 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥\,"' holes in thick armor 
plate, Republic Drills give more holes per 
drill and more holes per hour of direct labor. 


REPUBLIC DRILL & TOOL CO. 


DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


MAKERS OF “CELFOR,” “CENTURY,” 
REPUBLIC’ AND "U.S. EAGLE’* BRAND TOOLS 


3 PLANTS — NEW YORK CHICAGO — LOS ANGELES 








how’s your maintenance [. Q). ¢ 





what costs $1.00 to buy... 


Ape : : 

‘ ‘ “ Wii Ly sf . 

but Qe ; Ne Ah 
NS 


foto) >) h arg 


Most Lubricants . . . believe it or not! 

In the average plant it costs about $3.00 to apply each dollar’s worth of 

grease and oil. 

How can you crack down on this high maintenance cost? Adopt Keystone 

Specialized Lubricants. 

Then—and only then—|look for these results: 

« Many fewer $3.00 “‘bites’’ for application labor. Keystone will out-last 
other lubricants many times over. 
Big power savings. Keystone keeps ‘old debbil’ friction in his place. 
Lowest possible repair or replacement costs. Keystone keeps equipment 
running smoother, longer, better. 
Maintenance man’s (and production department's) best friend. Keystone 
doesn’t drip ...or creep...or foul...or soak...or spoil product 

. or collect where it shouldn't be to cause fires and slipping accidents. 


Memo To Distributors: Logical facts like these add up to strong persuasion 
for any maintenance man to make Keystone Lubricants star performers on 
his team. Tell the same story and you'll increase your share of solid, profit- 
ible business. KEYSTONE LUBRICATING COMPANY, 21st & Lippincott Streets, 
Philadelphia 32, Pa. Est. 1884. 


Keystone’s “first team"’...to cover the majority of your plant needs! 


No. 44 Ball & Roller Bearing Grease «e Condensed Oil No. 50 ¢ No. 29 Cartridged 
Open Gear Grease « SR Speed Reducer Lubricant « Nos. 1 & 2 Penetrating Oil « 
Lubricants to resist corrosion and prevent leakage loss. 
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SPECIALIZED 
LUBRICANTS 





LUBRICATING 


ESSEX DEVICES 


‘"MULTIPLEX’’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 


@ Electric Solenoid-Operated Valve for Automatic 
Lubrication of Bearings and Journals. One to 


fourteen feeds—four sizes of Reservoirs 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 
source for all products listed. 


ESSEX BRASS CORPORATION 


Est. 1901 DETROIT 7, MICH. 


We manufacture 
LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 
AIR COCKS 
FITTINGS 

. and other Brass Products 


2000 FRANKLIN STREET 


BIG, TOUGH 
and SMART! 


Wilton Vises make even the hardest clamping jobs 
easy, ond have the strength to withstand loads that 
would murder most vises. Powerful straight-line pull, 
54,000 psi malleable alloy castings, and a perma- 
nently sealed grease pack are a few of the features 
that help you build sales. These extra values, plus 
Wilton’s competitive prices and a 5-Year Uncondi- 
tional Guarantee make Wilton the most profitable 
vise you can sell! 


Attach this 
ad to your 
letterhead 
for our 1957 
FREE 48 
poce 
catalog! 
ID-1 


WILTON <a we co., “— 


Schiller Park, Illinois 
Sold By Leading Distributors the World Over 
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hp ANGLgear has been up-rated to 
five hp 

Airborne Accessories Corp., Hill 
side, N ] 


Made Of Aircraft 

Quality Alloy Steel 

Called the “Blue Chip” line, new 

forged ‘T and T slot bolts, heat 

treated to provide a minimum ten 

sile strength of 150,000 psi, have 
been announced 


Jc rgens Tool Spec ialt ( 


For Low Noise 
Level Operation 


ew, large volume cabinet fan 


ind two-fan models, with fan 





f 


IN STOCK= | answers to your 
POWER TRANSMISSION PROBLEMS 


Foote Bros. LINE-O-POWER Drives 


+ 


ALL MODELS, SIZES 
RATIOS AVAILABLE FROM STOCK 
Here’s the widest selection of standard speed reducers 


all from stock. Capacities 
atios to over 2700 


available to you today 
range from fractional to 200 H. P 
to 1. Standardization of design and extra-capacity 
Duti-Rated Lifetime Gearing make them the most 
economical to buy for any standard speed reduction 
application. The most economical to maintain, too 

highest quality workmanship and simplified, rugged 
construction offer top efficiency, longer life and trouble- 
free operation. Standardized interchangeable gearing 
minimizes spare parts stock requirements. Foote Bros. 
Line-O-Power drives will transmit power from any source 
and operate from any position. Input and output shafts 
can be easily modified to suit your particular needs 

Foote Bros. Line-O-Power offers you the complete line of 
drives pre-engineered and standardized for any or all of 


—— 
your power transmission problems—in stock to meet your 
needs efficiently and fast. Write " complete catalog now 


if” 


wc ae g 
F QDIE? RRO S. 
Through Callee Gaavs 


Beltre Power a em 
FOOTE BROS. GEAR AND MACHINE CORPORATION 


>» a7 
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“He just cracked an atom trying to find out 
what HELLER TOOL is going to 


announce Feb. 1!" 


A source of 
good repeat business 


This handy dispenser rack 
saves time and trouble for your 
customers. Roll shim stock 
(solid, not laminated) is neatly 
packaged and protected — four 
separate rolls, each a different 
gauge. Your customer just 
snips off stock as needed. When 
roll ends, you get an automatic 
reorder. Available in 6” x 100” 
rolls, brass or steel stock. 








4101 Union Street, Glenbrook, Conn 
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600 to 34,500 
cu. ft. per minute, outlet velocities 
varving from 1000 to 2600 fpm, have 
been introduced 


I'rane Co., La Crosse, Wis 


sizes ranging from 


Lube Dispenser 


For Original 25-50 Lb. 
Refinery Containers 


iting a steel cover which 
lamped quickly to 
25 or 50 Ib. original 
portable 
lubri 


innounced 


ntainer, a ney 
operated 
r has been 
wer plate to assure posit 
nd 5 ft. hose 


y ] ] 
ed non-drip nozzle at 


issembh 


-ngineering 


Koil Kradle 
For Supplying Coil 


Stock To Presses 
\ iulable ln 
16.000 Ibs.. 


apacities from 12 
handling coils up to 
48-in wide by 60-in in diameter, 
new Koil Kradle has been int 
1 with caste 
ivel for steering 
Benchmaster Mfg. Co., G 
Calif 


nee Is Su 








are easy to sell —because... 
More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 


it easy to sell. Your customers know that 
Marlows perform at high efficiencies with 
low operating and maintenance costs. The 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


Driven Straight Centrifugal Plunger Sludge Pump 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 


trained engineers located strategically 
throughout the country. This exclusive Engine Driven Straight Centeifigal 


Marlow service means fast, local help on 
difficult pump applications and service 
problems. 

More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 


before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


tT For Power-Take-Off Drive 


al 


Belt Driven Self-Primer - — ax . 
A mors 


Marlow, specializes in 
pumps for: 
Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 


MARLOW PUMPS 


Division of Bell & Gossett Company 
RIDGEWOOD, NEW JERSEY 
Morton Grove, Illinois Longview, Texas 











Motor Driven Self-Primer 


__ TT SL TT: 


INDUSTRIAL DISTRIBUTION ¢ JANUARY, 1957 183 





Four Ready-Market Items...in the 


“Philadelphia” QUALITY LINE 


ADJUSTABLE END TRUCK 


This “Philadelphia” End Truck or Push Type Crane Assembly has advantages which 
make it first choice among industrial, commercial and service establishments requiring 
this type of equipment. Trucks are readily adjustable to standard |-Beams from 6” to 
12’. It can be easily assembled in less than two hours. 


Complete assembly consists of one pair of steel crane ends or truck carriers; four 
trolleys with deep flange case hardened steel wheels; and four clamps with bolts 
CAPACITY: ‘2 to 2 Tons. 








‘Philadelphia’ Products Mean 
PROFITABLE DISTRIBUTOR SALES 


Because they are so practical in design, so well con- 
structed . . . with exclusive advantages so plainly evi- 
dent . . . “Philadelphia” Hoists, Trolleys and other 
materials handling equipment offer Distributors the 
soundest possible basis for steady sales and profits. Their 
reputation for quality, in both product and performance, 
gives unqualified assurance of customer satisfaction 


o 9 
The four items shown here are merely representative of 
the wide range of hoists and trolleys in the ‘’Philadel- 


phia” line . . . a line that is growing constantly in scope, 
and in acceptance throughout all industry. 


<tr eee ee eee 


Write for Bulletin 111556. 








“Philadelphia” 


ARMY TYPE 
TROLLEY HOISTS 


Durable, compact construc- 
tion consisting of Hyatt 
Bearing Steel Plate Trolley 
with built-in Timken Bearing 
Spur Gear Hoist lain or 
geared CAPACITY \% to 
10 Tons 





LOW HEADROOM 
TROLLEY HOIST 


Unequalled for situations 
requiring exceptionally low 
headroom. Unit consists of 
Hyatt Bearing Trolley with 
Philadelphia’ Timken Bear 
ng Spur Gear Hoist. Avai 
able plain or geared 
Capacity: 1 to 24 Tons 














“Philadelphia” PHILADELPHIA CHAIN BLOCK & MANUFACTURING CO. 


TIMKEN BEARING Designers and Manufacturers of the “Philadelphia’”’ Line Oo} 
SPUR GEAR HOIST Chain Hoists + Trolleys » Cranes + Special Materials Handling Equipment 


Industry’s favorite, because of 


its outstanding ease of opera- MASCHER and NORRIS STREETS + PHILADELPHIA 22, PA. 


tion, strength, durability and 
value Capacity ™% toe 25 


= Warehouses in New York « Chicago + Los Angeles 
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( Advertisement ) 


Chicago-Latrobe 
Distributors 
Get Bigger 
Ad Backing 
Than Ever! 


To the right of this column is 
the two-color ad that Chicago- 
Latrobe is running in a long list 
of trade and technical magazines 
in January. The ad features serv- 
ice —technical service of the 
kind that C-L distributors, with 
the assistance of C-L Service- 
Engineers, make available to 
drill and reamer users every- 
where. 

The advertisement you see is the 
first of a new series. The intent 
of this series is to keep telling 
the tool buying public over and 
over of the unusual high quality 
of Chicago-Latrobe products, 
and of the extra service that goes 
along with this quality. Some 
day—when a situation like the 
one illustrated in the ad arises 

a C-L distributor will get a call 
for help. He'll probably have a 


new customer for life. 


In 1957- 


sell more-earn more 
with the 
Chicago-Latrobe line! 


_ time to 
be 7Call 2 
* <1) specialist 


Things going haywire? Simply reach for the 
phone and call your nearest distributor for the 
skilled help of a Chicago-Latrobe Service Engineer. 
His highly specialized experience may save you 
a lot of time, money and headaches. 


CHICAGO-LATROBE 
427 W. Ontario St., Chicago 10, Ill 


OFFICES AND WAREHOUSES 


NEW YORK « DETROIT «+ CHICAGO + LOS ANGELES 





The stocks are large 
and the service is 
great from your 


y 
S 
DOUBLE CRCLE local Distributor. 

voats Call him. 
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A MESSAGE TO AMERICAN INDUSTRY 


FIFTH OF A SPECIAL SERIES 


THE SHORTAGE OF SCIENTISTS AND ENGINEERS: 


What Can Be Done 
About It? 


There is no easy or quick way to overcome the 
shortage of scientists and engineers that has 
become a threat to our national security and 
economic progress. The solution can come 
only through diligent efforts extending over sev- 
eral years to bring the supply of technically 
trained people into balance with our needs. 
Meanwhile, the pressure of the shortage can be re 
lieved if industry, government and education make 
better use of the limited number of scientists and 
engineers now available 

Earlier editorials in this series have discussed the 
dimensions of the shortage of technical manpower, its 
meaning for our national security and our economic 
well-being and the causes of the shortage. This final 
editorial will survey some of the measures that can be 
taken to overcome the shortage. Most of the proposals 
presented here have been suggested elsewhere. But 
in combination they appear to offer the best hope 
of an answer to this serious national problem. 


Soviet Methods Not For U. S. 


It is clear that no crash program, inspired by 
panic and designed indiscriminately to drive 
hordes of high school students into science and 
engineering, is suitable for the United States. 
Even if we adopted Soviet methods of channeling a 
large portion of our brightest young people into 
technical fields, it would be at least four years before 
results appeared in the volume of college graduates 


And such an approach would do no credit to the 


American way of life. 

Any crash program, whether it involved totalitarian 
methods or simply overselling the advantages of tech- 
nical careers, would be objectionable for other rea 
sons as well. It would jeopardize the quality of scienti 
fic and engineering training. It would put many young 
people in fields where they have little aptitude and 
deny them to other fields for which they are better 
equipped. And, if carried too far, it might even result 
in the overcrowding that was feared prematurely a 


few years ago. 


The most important problems for the long 
run, as the preceding editorial in this series 
indicated, are in the area of education. Any real 
solution must reduce the loss of talented high school 
graduates who do not continue their education for 
financial reasons or because of lack of interest. Also, 
it must improve the quality of high school prepara 
tion in science and mathematics and, above all, relieve 


the critical shortage of teachers. 


Basic Needs in Education 


Substantial increases in salaries of teachers 
in most of the nation’s school systems are essen 
tial if high school students are to receive ade- 
quate preparation for courses in science and 
engineering. Pay scales that have lagged behind 
rising living costs and salaries available in industry 
have placed great strain on even the most devoted 
teachers. There has been a sharp drop in the number 
of new graduates trained to teach science and math. 
ematics, and of this smaller number many have de 
cided not to follow careers in teaching. 

Raising teachers’ salaries to more realistic leveis 
must be primarily the job of local scheol districts, 
aided by state governments. If, in face of rapid in 
creases in school enrollments, local and state resources 
prove insufficient, then federal aid will have to be cor 
sidered. Higher teachers’ salaries, however financed, 
inevitably mean higher taxes. But without appreciable 
improvement soon, the quality of our entire educa 
tional system is in danger 

At the college level also, financial aid is needed to 
provide scholarships for promising students and to 
increase faculty salaries. (An earlier series of edi- 
torials dealt more fully with these problems, and busi 
ness aid to higher educational institutions has been 
mounting at a gratifying rate.) 

But not all the educational problems related 
to the shortage of scientists and engineers can 
be solved with money. Science and mathematics 
have steadily been de-emphasized as more youngsters 
have gone to high school for terminal education rather 
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How business is helping 
to relieve the shortage of 
technical manpower 


Summary of a 
Survey by McGraw-Hill Correspondents 


Sponsoring summer study programs for high 
school teachers 

Arranging cooperative work-and-study programs 
for students 

Sponsoring college fellowships and scholarships 
in science and engineering 

Paying tuition of employees taking science and 
engineering courses 

Keeping college faculties abreast of new develop- 
ments in industry 

Hiring high school science teachers for summer 
and part-time work 

Giving old, but usable, laboratory equipment 
to schools 

Cooperating in high school science exhibits 

Sponsoring regional science fairs 

Sending speakers and training aids to schools 

Opening plants for student tours 

Analyzing jobs to relieve engineers and scientists 
of routine work 


The McGraw-Hill Department of Economics 
will be glad to hear of any other ways busi- 
ness is helping relieve the shortage. 











than for college preparation. This de-emphasis must 
be reversed. 
Techniques of instruction, furthermore. can stand 


improvement at all levels of education. Professor E. P. 
Northrup of the University of Chicago observes: “In 
the past fifty years . . . there has been a revolutionary 


change in the character of mathematics. yet not a 
trace of this change is to be found in the curricula 
of all but a handful of secondary schools throughout 
the country.” Colleges and universities may have t 
examine old fetishes about light teaching loads and 
small classes in order to make more efficient use of 
their faculties 


What Industry Can Do 


Industry has the immediate problem of 
better utilization of available technical man 
power and the long-range responsibility of 
helping increase our resources of trained peo- 
ple. Frantic recruiting practices and reckless 
bidding up of starting salaries—financed largely 
by government money for defense orders — are 
not the answer. There is need for earnest con 
sideration of incentives for experienced scien- 
tists and engineers, who too often must look to 
sales or executive positions for adequate finan- 
cial recognition. 
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Industry in many instances could make more effi 
cient use of engineers and scientists by shifting work 
to technicians, clerical personnel and even machines 
One company found that 15% of the time of an en- 
gineering design group was spent on routine jobs 
and that this valuable time could be saved by adding 
a technician and a clerical worker to the group 

Other potential sources of technical manpower 
could be tapped more extensively to relieve the short 
age. Very few women have entered what has been 
traditionally a man’s world. Negroes are only slowly 
gaining educational and employment opportunities 
in technical fields. And many experienced older men 
can still give useful service. 


A Good Beginning 


Much is being accomplished already in efforts to 
attract more young people into scientific and en 
gineering careers. A summary of some of the things 
business is doing is presented above. Other notable 
contributions are being made by such organizations 
as the professional engineering and scientific societies 
(especially through their manpower commissions), 
the National Science Foundation, the National Re- 
search Council, the National Education Association, 
the National Merit Scholarship Foundation and the 
Thomas Alva Edison Foundation. 

Results are beginning to appear in rising enroll 
ments in engineering schools and technical institutes 
Between 1951 and last year, according to McGraw 
Hill's annual survey of technical institutes, enroll 
ments in these schools rose from 46,000 to a record 
67,000. Engineering enrollments rose in the same 
period from 166,000 to 243,000. A rising tide of 
graduates is already being made available to Ameri 
can industry. 

This is a good beginning. But only with wider 
appreciation of the serious implications of the 
shortage of scientists and engineers and inten- 
sified efforts on the part of business, govern- 
ment and education to relieve the shortage can 
we hope to overcome this threat to our national 
security and economic well-being. 





This is one of a series of editorials prepared by 
the McGraw-Hill Department of Economics to 
help increase public knou ledge and under- 
standing of important nationu ide det elopme nts 
of particular concern to the business and pro 
fessional community served by our industrial 
and technical publications 

Permission is jreely extended to neu spapers, 
groups or individuals to quote or reprint all or 
parts o] the text 


Reuata Uiehva.— 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC 
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Business Decisions — 
They Can Affect Your Tax Return’ 


ee TAX PLANNING in to 
day’s business world of high tax 
rates is no longer “big business fool 
ishness”. Last-minute tax worrying 
with no year-around tax thinking 
can result in the loss of sizeable 
savings for small and medium-sized 
businesses when it comes time to 
file a tax return. 

For example, assume that last 
summer you were forced to replace 
your air conditioner. You shopped 
around and found you could either 
sell your old unit to a private party 
for $500, or a dealer in town would 
trade-in 
That seemed like six-of 


give you a allowance of 
$500 on it. 
one-half-a-dozen-of-another 
so without thinking—or worrying— 


about tax matters you traded in the 


to you: 


old air conditioner. 


l'o prove how such a seemingly 
simple business decision such as 
this can affect how much tax you 
will have to pay, let’s assume further 
that the air conditioner which you 
traded had originally cost $2,500 and 
that you had taken $1,000 in de 
preciation on it. This meant its cost 
for tax purposes was $1,500, and 
you were going to “lose” $1000 


* This article is based on infor 
mation supplied by the American 
Institute of Accountants, the na- 
tional professional organization 
certified public accountants, 
checked for technical accurac 
the Internal Revenue Service 
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whether you accepted the dealer's 
trade-in allowance of $500 or sold 
to the private party for $500 

So far still six-of-one-half-a-dozen 
of-another, but 


elected to trade in your old air con 


now since you 


ditioner, let’s see how you can 
claim a deduction on a tax return 
for your $1,000 loss. The answer 
simple. You can’t. All you can do 
is add the amount of the loss to 
the cost of your new unit, and even 
tually receive tax credit for your 
loss in the form of slightly higher 
depreciation deductions. 

On the other hand, if you had 
made a bona fide sale of your old 
unit to the private party and a 
separate purchase of a new unit 
from a dealer, you would have es 
tablished a $1,000 loss which could 
be claimed as a loss deduction on 
a tax return and offset 


regular income. 


used to 


Sell or Trade? 


It is not always true, of course, 
that a loss deduction on the tax 
return is worth two in the bush of 
depreciation, but a general rule to 
consider when you are trying to 
decide whether it would be more 
advantageous taxwise for you to sell 


or trade-in an asset is: sell “loss” 
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property to obtain a deduction, and 
trade “profit” property to avoid the 
tax which must be paid on any 
profit realized from the sale of an 
isset 

You may find that you have sold 
vourself into a capital gains tax ot 
traded yourself out of a loss deduc 
tion if you have not figured yout 
depreciated costs correctly. 

If you asked a CPA whether you 
should use the straight-line or de 
clining balance method to depre 
ciate your new air conditioner, onc 
of the first questions he might ask 
vou would be: what are your cash 
requirements and what are yout 
profits likely to be? If you are think 
ing of expanding and need addi 
tional within the next few 
vears, he might recommend that you 
declining balance 


} 
Casn 


“new” 
to compute depreciation 


use the 


‘ ] 
Mcwiod 


The declining balance method 
speeds up” or increases deprecia 
tion rates. This starts the chain re 
action to your objective of retain 
the business, because 
depreciation 


ing cash in 
when increase 
rates you also increase allowable de 
yreciation deductions on your tax 
eturn. The amount you maj 
write-off the first year is twice what 
it would be if you used the straight 
line method; so by applying a $1,000 


you 


T 
r 
r 
I 





instead of $500 depreciation deduc 
tion against your regular income, 
vou are going to reduce your taxes, 
and cash that does not have to be 
paid out in federal taxes can be 
retained in the business for expan 
sion purposes. 

It seems all good things even 
tually come to an end, however, 
and while in the first year the de 
clining balance depreciation rate 
mav be double that of the straight 
line, this differential diminishes in 
succeeding years until declining 
balance deductions are even less 
than they would be under the 
straight-line method. This is why 
it is important that you consider 
current and future earnings be 
fore you select your depreciation 
methods 

lor example, if your current earn 
ings are low, or if you are putting 
in a new line of merchandise and 
the results of this expansion will 
take a few vears to show in your 
carnings, it might be more advan 
tageous taxwise for you to use the 
straight-line method of computing 
depreciation 

[he straight-line method does 
not “speed up” depreciation deduc 
tions. It spreads them out equally 
over the estimated useful life of the 
asset; so when you use a straight-line 
method you are saving, in a sense, 
for a rainy day. When your earn 
ings improve or increase, you will 
have more substantial depreciation 
deductions to apply against those 
earnings. There usually is no point 
in increasing a loss or reducing low 
earnings by claiming additional de 
preciation deductions when you do 
not need them 


Corporation or Partnership? 


The matter may have been de 
cided and forgotten many vears 
ago, but a basic question business 
men should consider from time to 
time—and one which has many tax 
implications—is whether to do busi 
ness as a proprietorship, partner 
ship or corporation. There may be 
personal or professional factors that 
force the selection and maintenance 


~ 


Continued on page 210 


NOW LET’S CARRY 


ON THIS 


VICTOR 
BELTING 


Any product. You name it — and there’s a Victor Belt that’s 
designed to convey it. 

Sound sales pitch? — the soundest. When you sell Victor, you 
sell the complete line of the best in textile belting 

And that’s no idle statement, for every inch of Victor Belting 
is proved right for the job. Recommendations for use are issued 
only after our research department has conducted exacting 
tests under actual operating conditions. 

This policy has been proved by repeat sales of the whole line 
solid-woven cotton—Neoprene impregnated—canvas-stitched 
Balata—special treatments—plus every need in belting special 
ties. All this, plus a full range of widths and thicknesses to fit 
every customer’s specification, makes the Victor line your best 
bet for conveying, elevating and power transmission sales 
Send for Distributor Catalog today. 





A COMPLETE LINE * Neoprene Belting * Balata Belting 
Including * Solid-Woven Belting — untreated, 

impregnated, coated — many widths and plies 

* Canvas Stitched Belting « Belting Specialties 


tetor 


53 Pork Pi., N. ¥. 7 * 300-6 W. Hubbord St., Chicago 10 * Factory: Easton, Po. 
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SELL TOP QUALITY 


ARBOR SPACERS S/ 
SHIMS and SPACING 
COLLARS e Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
001” to .125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from 1” to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 


FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, 4” x 25’ coils packaged in trans- 

parent plastic boxes, except above 

020”. Strips 4” x 12”, in cellophane. 

27 thicknesses. All thicknesses from 

001” to .032”. (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM 

STOCK e 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for easy dispensing and protec- 
tion. 15 thicknesses, .001” to .032”. 
Sheets 6” x 12”; coils 6” x 120”. Avail- 
able also in two assortment packages 
—12 thicknesses, .001” to .015”, and 
15 thicknesses, .001” to .032”. 


WRITE FOR 


Complete, Profitable 
Dealer Information 


Today! 
DETROIT STAMPING CO. 





3 yrs. ago or less (4) 
5 yrs. ago (4) 
6 to 9 yrs. (5) 
10 yrs. (12) 





Repair Service for Old Models 


Survey question: How old is the equipment for which you supply 
or expect your dealers to supply normal repair service? 


Answers checked by 57 suppliers: Repair service is furnished for 
equipment last manufactured— 


11 to 15 yrs. (12) 
16 to 20 yrs. (7) 
21 to 25 yrs. (3) 
indefinitely (15) 








What About Repairs And Parts 
For Obsolete Equipment? 


Suppliers’ policy varies, survey shows. Most 


give normal service on models up to 10 


years old, keep 3 to 10 year parts stock 


M OST SUPPLIERS in the industrial 
automotive and _§agricultural 
fields expect users to get normal 
repair service on equipment up to } 
vears old, according to a recent su 
vey 57 representative firms in 
One-fourth of the 


firms supply repair service regardless 


these markets. 


of the equipment’s age. 

These facts were obtained by Lin 
coln Engineering Co. in a survey of 
marketing 


trade practices by its 


inalyst, Gerald A. Koetting. Ques 
tionnaires were sent to firms with 
products similar to Lincoln’s in the 
ab. « r C7 
three major markets, and 57 replies 
were received. 

In lines such as ours with so 


many models all subject to techno 


1 


Koetting, “servicing and providing 


repair parts for obsolete models gets 


ogical improvement, ” says Mr. 


to be a serious problem. We de 


ided that the experience of the 





of parts is set aside? 


mated to last— 


3 yrs. or less 
3 to 5 yrs. 
6 to 10 yrs. 
11 to 15 yrs. 
16 to 20 yrs. 
Longer 


Parts Supply for Obsolete Equipment 


Survey question: When obsoleting a model, how large a supply 


Answers checked by 57 suppliers: Parts supply is set aside esti- 


Little parts 


Big parts 
(1) (1) 

(21) (23) 

(18) (13) 
(8) (7) 
(1) (4) 
(4) (4) 








332 MIDLAND AVE. © DETROIT 3, MICH. 
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other ‘best firms’ should be drawn 
on, and that there were advantages 
on a subject like this for any one 
company to be in step with com 
parable companies.” Distributors, 
he feels, may also be interested in 
the survey as a cross-section of 
manufacturers’ policy. 


Repair Service Varies 


Asked about repair policy on 
equipment from 3 to 25 vears old, 
80% of the manufacturers replying 
checked either 10 years or older as 
the age of equipment for which they 
supplied normal repair service, or 
expected it to be supplied “will 
ingly” by distributors and dealers. 
Some 25% had no restrictions on 
when equipment was last manufac 
tured. 

Another question was: What does 
a supplier do when he no longer 
can, or doesn't want to, repair an 
obsolete model? To this, 34 of the 
57 suppliers said they would try to 
sell the customer a new one, mak 
ing no offer for the old; 5 would 
offer to take old model at going 
value, if any; 9 would offer to take 
old model at flat exchange rate, and 
the rest had various policies 


Original Price Plus 


Suppliers were asked about their 





stocking policy for obsolete parts 
and about one-third of them said | ” Feochey Va ne of 9 
they set aside a parts supply ex WITH 

pected to last 3 to 5 years. Some 


25% of the firms kept a 6 to 10-year BRASS AND ALUMINUM NUTS 


supply, and most of the remainder 
$1 ) 15-year range. fae" ” 
had stocks in the 11 to 15-year range. | Fischer nuts are like “pay dirt” to your cus- 


Parts from these stocks are sold to tomers ... and you! 

customers as long as they last at Because they are produced by turning, Fischer 
regular original prices, “plus normal brass and aluminum nuts set new standards of 
accuracy and uniformity that speed assembly 
operations ... cut costs. Yet there’s no premium 
: for this extra quality ... Fischer precision- 
one increases the price systematically turned nuts cost no more than 

each year. those produced by other, less ex- _ - 


When the original parts stock is acting methods. e| le 
gone, 15 firms will make up the oe 


parts when needed at original prices; Write today for complete informa- — 


. ' ; ti nd catalog. 
26 do this but charge what it costs a See = 


to make up; 3 do the same with an ' ry 
added penalty charge, and 15 simply AL MPO. C SPECIAL MFG. C0. 


tell customers parts are no longer 


increases,” by 53 of the 57 firms. 
Chree firms charge premium prices; 


available. sad 492 Morgan St. * Cincinnati, Ohio * WOodburn 1-1280 
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Not a Secret Vise! 


Known 
Everywhere 

As Extra-handy 
and Rugged 


Fel Gee 


_— 
-_ 

—_ 
—_ 
—_ 
—_— 
— 
sa 
— 
-<_ 

- 
ad 
—_ 
_ 
_ 
— 


RifaiDp 
Bench Pipe Vise— 
8 sizes for 
4%" to 6” pipe 


D> 


Pre-sold fast turnover pipe vises 


Why Sales Are Easy—LonGrip jaws for firmer pipe grip 
plus pipe rest for accurate threading and cutting. 
Built-in handy pipe bender—a time saver. . . 


Known Quality— Replaceable long-life tool-steel jaws. 


Yoke and base of special tough malleable . . 


. Pre-sold by 


RiteiD>’s 57 million ad campaign this year. Order now! 


from your 
Supply 
House! 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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What's New in 
Merchandising 


Starts on page 120) 





HOSE—Le-Hi Div., Hose Acces 
sories Co., Philadelphia, 
1 new net price list covering its hose 
Items are illustrated, and 


shown are size, list price, 


has issued 


fittings. 
parts no., 
suggested resale price, and net price 
FOB factory. 


Vascaloy-Ramet Carbides 
Appear in New Package 
Vascaloy-Ramet Corp., Wauke 


gan, Ill., has developed a new trans 
parent plastic package for their 
throwaway carbide inserts. Items 
are held in plastic bubbles with 
cover that slips off when one is 
desired. New package can be kept 
end-up in drawer, with labelling 


making it easy to find. 


POWER TOOLS — Delta Powe 
lool Div., Rockwell Mfg. Co., Pitts 
burgh, has issued a four-page bulle 
tin on its 12-in. variable speed wood 
Features of unit are shown in 
line drawings 


lathe. 
close-up photos, and | 
explain details. Motors and switches 
available are listed. Attachments 


are shown. 


CARBIDES — Metallurgical Prod 
ucts Dept., General Electric Co., 
Detroit, has issued a price list cover 
“Carbolov” 


ing its made-to-order 





3 


Dae 
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THIS TEAMWORK PAYS OFF 


You! 


Whenever you need a lift with a fastener problem enlist the help of your 


Lamson salesman. 
Just call in “ELL” & “ESS” for expert 
assistance . . . and at no cost to you. 
“ELL” & “ESS” represent the many extra services that 
Lamson & Sessions offer its distributors. These include engineering 
counsel, selecting the right fastener for your customer's 
job or suggestions for production economies. 
This kind of teamwork is yours for the asking from Lamson & Sessions, 
the country’s leading bolt and nut manufacturer. 


at 


i 
NK 


¥ 


. Ic LAMSON & SESSIONS (- 
) 


Cleveland 2, Ohio 
PLANTS AT CLEVELAND AND KENT, OHIO BIRMINGHAM - 
193 


1957 


1971 West 85th Street - 
CHICAGO 
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All over America... 
idelt-moig-4\2e]ammaal-t- lal 


Vivid Permanent 
Markings 


that 

ig -saar-tle 
clearly 
visible! 


Mark up ‘plus’ sales by following the 
recognized leader in industrial marking 

. Dixon! Unequalled in quality and value, 
Dixon Lumber Crayons are completely 
sun-and-rainproof. And they're com- 
pletely profit-proof... always in demand 
for in-plant and yard marking . . . always 
ahead in sales and satisfied customers! 
For marking steel, iron, lumber, 


concrete — clearly, quickly, perma- 
nently — recommend 


LUMBER CRAYONS! 


In Yellow, Red, Slue and 9 other 
highly visible colors. 

THE JOSEPH DIXON CRUCIBLE COMPANY 
PENCIL SALES DIVISION—DEPT. ID—1 
Wayne & Monmouth Streets 
Jersey City 3, New Jersey 








carbide blanks. New publication re 
flects latest prices and is numbered 


GT-314 


STEEL—United States Steel Sup 
ply Div., Chicago, has developed 
new method of marking steel i 
Called “Grade Mark” service, li 
graphed seals identify grades of col 
finished steel bars, which are deli 
ered banded together. Compan‘ 
claims new system facilitates storag« 
and delivery. 


HOSE—B. F. Goodrich Industri 

Products Co., Akron, has issued a 
four-page data sheet on its line of 
dock loading hose for handling gaso 
line and oil. ‘Technical information 
on construction, specifications, and 
recommended uses is given. Data 
on fittings is also provided on sepa 


rate data sheet. 


COUPLINGS—Morse Chain Co., 
Ithaca, N. Y., has issued a 24-page 
catalog on its line of “Morflex” tor 
sionally flexible couplings. Dimen 
sions and specifications are given on 
standard, double and radial types of 
couplings with data on coupling 
driveshifts. 


VISES—J&S Tool Co., Inc., Liv 
ingston, N. J., has issued a two-pag¢ 
mailing piece on its “Fluidmotion 
wheel dresser and “Clampcut” sine 
vise. Both items are illustrated and 
briefly described. Other company 


products are lisited. 


CLEANER-—Sprout, Wald: 

Co., Muncy, Pa., has issued a « 
log sheet on its sack cleaner he 
device is shown in use and described 
in text and detailed drawings 


TUBING-—Babcock & Wilcox Co., 
Beaver Falls, Pa., has issued a tech 
nical data card (no. 152-A) on its 
“Croloy” steel pipe, tubing, and 
welding fittings. Full technical data 
is given in four-page publication 


FIT'TINGS—Imperial Brass Mfg 
Co., Chicago, has issued a bulletin 
(no. 3061) on its “Hi-Seal” flareless 
tube fitting designed for pressure 
conditions and hydraulic applica 
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VINCENT 
DRESSER CUTTERS 


for clean 
accurate 
dressings 


Wkled! 


for long 
service 


life 


REGULAR 
TYPE 


BUSHED 
TYPE 
“a — 
Vincent Dresser Cutters are milled for 
accuracy. Teeth are uniform size, edges 
are sharp and cutter blade is flat 
Accurate cutters perform accurate ly 
Vincent Dresser Cutters are made of 
special analysis steel, heat treated by 
the “Vincent Process’—a unique 
hardening formula developed particu- 
larly for this purpose. This process 
produces uniformly hardened and 
tempered cutters, heat treated to the 
exact degree of hardness and toughness 
required for the best in dressing 
The Vincent line of grinding wheel 
dressers and cutters will increase your 
sales—increase your profits—reduc« 
service calls. Write now for full details 
on this profitable line. 


VINCENT 
etter: orn al 


Tube Cleoner Cutters . . . Highway Surfacer Cutters 


2424 BELLEVUE AVENUE + DETROIT 7, MICHIGAN 





tions. Fitting is illustrated and de 
scribed, and specifications tabled. 


MIXER—Deynor Corp., Mamaro 
neck, N. Y., has issued a four-page 
bulletin on its “Veriwet” wet water 
and the Deynor wet water mixer. 
Recommended uses of concentrate 
are listed and mixing unit is de 
scribed. 


VISES—Athol Machine & Foundry 
Co., Athol, Mass., has issued a cata 
log (no. 44) on its line of vises 
Cutaway views show construction 
features, «nd various units are pic 


tured and described 


FITTINGS—W-S_ Fittings Div., 
H. K. Porter Co., Roselle, N. J., has 
issued an 8-page bulletin (no. U-I-56) 
on its complete line of forged steel 
unions for high pressure service 
Various items are illustrated, de 
scribed, and dimensions tabled. 


TOOLS—Wright Tool & Forge 


Co., Barberton, O., has issued a | 


catalog on its hand tools—sockets, 
ratchets, and handles. It contains 
section on firm’s “Ten Point” 
socket which fits square and hex 
nuts. 


PIPE =TOOLS—Parker Appliance | 


Co., Cleveland, has issued three 
publications—a catalog on its new 
“Ferulset” tool for make-up of flare 
less type tube fittings, a catalog on 
its line of fluid system specialties 
(supporting clips, pressure snubber, 
manifold valve, etc.), and a catalog 
on its line of hand tools (tube cut 
ters, flarers, benders, etc.). 


CARBIDES—Nelco Tool Co., Man 


chester, Conn., has issued a catalog | 


describing over 700 carbide and car- 
bide-tipped tools. Descriptions, spe 
cifications, and prices are given for 
each tool. Items are illustrated. 


GRINDING WHEELS-—Bay State 
Abrasive Products Co., Westboro, 
Mass., has issued a booklet entitled 


“Grinding Wheel Specifications for | 
Tool & Die Steels.” Tool and die | 
steels have been grouped according | 


to their grindability or resistance to 
(Continued on page 198) 


with the 


ALLPAX 


Gasket Cutter 


if you can draw circles with a compass 

you can cut perfect gaskets in seconds 

with this handy kit. Just set the blade for 

the desired thickness, set the pivot post at the desired diameter, and 
a smooth swing of the cutter gives you a clean, accurate gasket . . . 
from a 4 inch bolt hole to a 60 inch outside cut. Larger diameters 
can be cut with additional extension arms. 


The ALLPAX Gasket Cutter has 

become standard equipment in 

thousands of plants where expen- 

sive “down time” is kept at a mini- 

mum by cutting new gaskets when 

and where they are needed. Avail- 

Gesket Cutter able in five styles to cut maximum 

is packaged in this strong steel case diameters of 12, 24, 36, 48, 60 inches 


Use the following Allpax gasket materials for your gasket requirements: 


400 —Compressed Asbestos Sheet 


500 —Superheat Compressed 
Asbestos Sheet 


600 —Vegetable Fiber Oil Proof Sheet 
700 —Red Rubber Sheet 

750 —Black Rubber Sheet 

800 —Diaphragm Sheet 

850 —Cloth-Inserted Sheet 


LLPA 


ALLPAX “The Packing that Packs All” 


epacnines® 





6 SEND FOR OUR NEW CATALOG — TODAY! 


A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules 


THE ALLPAX COMPANY, INC. 
160 Jefferson Ave., Mamaroneck, N. Y. 


Pack ys Ltd., Montreal 8, Quebex 
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1 “INDUSTRY'S DEPARTMENT STORE” is what 
many people have aptly called the industrial 
distributor. When you have a big line of socket 
screws and fasteners like Western, for instance, 
you realize how irreplaceable the distributor is. 


Western Automatic 


Machine Screw Company 


2 HOW TO MAKE FRIENDS for the distributor? Western 
solves the problem by helpful “give-aways” that the dis- 
tributor’s salesman can pass out to his prospects. The rela- 


ais tive tensile strength chart above is a good example. 


istributors 
SELL 


3 HERE’S MORE SALES HELP all set for the advertising-minded distributor 
to imprint with his name ...a basic socket screw run-down, envelope stuffers 
on dowel pins, cap screws, other Western items — one of the most practical 
and low cost forms of advertising. 


FACTORY 


MANAGEMENT AND MAINTENANCE 














5 HERE TWO DISTRIBUTOR-MINDED 
MEN, Western's Sales V.P. Sorensen, 
and Sales Mgr. W. J. Cox, talk adver- 
tising support for you. What are they 
saying? Listen: ‘‘FACTORY's broad 
coverage of top-flight industrial users 
— everyone a prospect — make it a 
logical choice at the national level." 


6 FACTORY-ADVERTISED LINES are most dis- 
tributors’ top-profit lines. Carrying weak sisters? 
Pass the word back to put FACTORY on the ad- 
vertising job . . . to build brand recognition with 
the ‘‘Plant Operating Group,"’ the management 
men and engineers with operating respcnsibili- 
ties for production, plant engineering and main- 
tenance, and direction of people. 


A McGRAW-HILL PUBLICATION, 


330 West 42nd Street, NEW YORK 36, N.Y. 


4 “ASK-FOR-THE-ORDER" SPACE 
ADVERTISING reaching into big 
volume prospects: plants all over 
America, VIA FACTORY and other 
strong industrial publications .. . 
provides plenty of worthwhile cov- 
erage right in your own backyard. 
Persistently it sings this theme song, 
“Standardize on Western."’ 





abrasion. Wheel recommendations 
for various operations are given in 


each class 


AGO why POWER TOOLS — Porter-Cable 


Machine Co., Syracuse, N. Y., has 


you pocket | issued a 32-page catalog (no. 104) 


. describing and illustrating its 69 

ruore profits with portable electric tools and kits and 
| over 400 accessories for builders 

| electric saws, sanders, drills, planes, 


routers, shapers, etc 


& HT t FA LO’S | TAPE—Minnesota Mining & Mfg 
Co., Adhesives & Coatings Div., 

Detroit, has issued an 11-page tech 

nical bulletin giving engineering 


complete line of | data on high strength epoxy resin 


adhesives for metal-to-metal bond 
A ing and honeycomb sandwich con 
struction. Performance data is given 

EXTINGUISHERS | c#icaco-tarrosr 


Super 
COBALT 


SELECTIVE | @ PROTECTED | 
DISTRIBUTION | & TERRITORY DRILLS 


NO CHAIN | QUALITY, NATION- 
STORE | “F ALLY ADVERTISED 
COMPETITION _—_ PRODUCTS 


WO DIRECT SALES ' @ A COMPLETE LINE OF 
ALL SALES FIRE EXTINGUISHERS, 


; 
t 
i 

GO THROUGH | __ BRASS GOODS AND HOSE 
i 





DISTRIBUTOR FOR EVERY FIRE HAZARD! 


y 


Yes sir, when you sel! Buffalo‘s Underwriters’ Laboratories and 
Factory Mutual approved line, you can provide your customers 
with dependable protection against every fire hazard! And 
you make more profits too, because Buffalo's complete line of Chicago-Latrobe Folder 
quality fire protection equipment plus their ‘outstanding Selec- Tells of Cobalt Drills 
tive Distribution Policy put you in the best competitive position 
possible. If you are not a Buffalo distributor, write today for 
complete information! issued a folder on its “Super” cobalt 
BUFFALO FIRE APPLIANCE CORPORATION drills, giving complete list of tools 
PA Foe Ps 1, on 28 Sizes are in fractional, wire gage and 
oO? 48 See ee letter size drills. Technical data is 
supplied, and a listing of cobalt 
bonding bits with sizes and dimen 


Chicago-Latrobe, Chicago, has 





S1ons 


WELDING—Eutectic Welding Al 


the right extinguisher for every loys Corp., Flushing, N. Y., has re 
i fire hazard . . . plus a complete printed its “Welding Institute” 


etter-buil line of brass goods and hove manual, a 56-page text on the the 
ory and practice of welding. Firm 
has also issued a folder and “Selec 
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Lock Washers | 
in Coin Pals 


9 Popular Sizes 
Machine Packaged and coun- 
ted in Crimped-End Tubes 


y 


PLATED 
WASHERS 
in White 


PLAIN STEEL 
in Yellow 
Tubes 


Patent Pending 


—and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack- 
ing or telescoping open carton in 
cover—all with Readable Right-side- 
up End Label. 


Use Them 
Like This 


Black bottom up 
for ‘upside-down 
stocking 


. 
— or This 
Yellow top up for 
conventional stack- 
ing 


Open carton tele- 
scoped inside cover 
with readable right- 
side-up End Label 


Get Details of 
Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial Suppliers. 
If you are not familiar with this 
Modern, Functional, Small Lot 
Packaging of Lock Washers, write 
today for Full Information on Coin 
Pak Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Bulk Package for volume 
users. 





Tic” alloy wall chart announcing 
establishment of warehouse service 
centers. 


MOTORS—Robbins & Mvers, Inc., 
Springfield, O., has issued a bulletin 
on its “Series 254-U” electric mo 
tors. It describes motor’s features, 
such as steel housing claimed to be 
specially treated for corrosion re 
sistance, and other characteristics 


GAGES Helicoid Gage Diyiv., 
American Chain & Cable Co., 
Bridgeport, Conn., has issued a bul 
letin on its line of pressure and 
chemical gages. It details gage con 


structions 


TAPE Johns - Manville Dutch 
Brand Div., Chicago, has issued a 
brochure on the advantages and 
uses of two double-coated tapes for 
assembly and processing operations. 
It contains applications and illustra 
tions, and technical data. Firm has 
also issued booklet on its “Trantex”’ 
polyvinyl tape for covering pipes, 
valves, frames, racks, and metal sur 
faces subject to corrosion above and 
below ground. Illustrations, techni 
cal data, characteristics, and pet 
formance specifications are given 


LUBRICATION — Bijur Lubricat 
ing Corp., Rochelle Park, N. J., has 
issued instruction sheet on its push 
type semi-automatic lubricators 
Firm has also issued 24-page bulletin 
on its line of cyclic and “one-shot” 


lubricators for small machines 


METERS—Meter & Valve Div., 
Rockwell Mfg. Co., Pittsburgh, has 
issued a 16-page revised edition of 
its “ER” industrial meter bulletin 
giving additional information on 


factors affecting meter selection. 


SHELVING—FEquipto, Aurora, III., 
has issued a catalog listing its line 
of steel shelving, drawers, lockers, 
work benches, etc. 


VALVES~—A. K. Allen Co., Brook 
lyn, N. Y., has issued a catalog on 
its new “Allenair 4-Way” air valves. 
Publication illustrates and describes 
items, and includes price list. 
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in WYSE * 


. « » Modern, Functional 
BULK PACKAGING 
- « « at No Extra Cost! 


*The contents of a Keg in 
ONE Shipping Container — 
divided inte 6 equal cartons 
— Labeled and Counted 


FOR VOLUME USERS 
JOB-PAK reduces handling ex- 


pense — each inner carton of lock 
washers weighs approximately 33 
lbs. — easy to place on stock 
shelves with other packaged items 
JOB-PAK assures maximum use 
of stock room floor area—no open 
kegs, boxes or cartons on floor or 
in aisles. 

JOB-PAK eliminates counting 
and weighing, manual effort and 
error—prevents spilling and mix 
ing of sizes. 
JOB-PAK 
containers 
JOB-PAK speeds up physical in 
ventory, simplifies stock distribu- 
tion. 

JOB-PAK individual inner car 
tons of lock washers are the same 
as a distributor package 


Write for Prices, and a Home Assortment of 
Plated Lock Washers in Miniature JOB-PAK 


provides re-usable 


LOCK WASHERS 


me ACALIAGZE co. 


. © Milwaukee 12, Wis. 
@ Complete Line of Lock 
Stenderd end Special Sizes 


Plated in Bulk, Con 
Special Pockages, Colin Pak and 








How You Can 
Get Out of a Rut 


Starts on page 95 





Some customer may have 

t in a big order; you've got to 
hank him promptly. Another cus 
may have stopped buying 

ling and you've got to find out 
mmediately. Another may have 

| buying something different 

the reason why may be im 
to you; there may be other 

lated items he could use. Invoices 


] ’ ? 
salesman’s scorebook 


MEETINGS — There are two 
yf meetings—the inspirational 

| the product I once attended 
National Sales Executive meeting 
| got pepped up. But it was only 
shot-in-the-arm. Basically, it didn’t 
Inge ustomer handling tech 
Each customer is different 
ver the years, you get a pretty 
dea of how each should be 
You establish your own 

jue for handling each. But 
xluct meeting is something 
asts. When you become 
ir with products, how and 
they can be used and how 
perform, vou’ve got confidence 
r ability to talk about it, sug 
use and show vour customers 
benefit them. This prod 

v-how is the key to your 


“we 


: ee a 
Fa — 


THE BILLINGS AND SPENCER CO. 
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Manufacturer-Distributor 
Relations 
Starts on page 86) 





Mr. Cruger was asked: 
“In what position does that 
put distributors?” 


COWe arc 


tion.” 


in indefensible posi 


Is price cutting a general 
* practice? 

Celt is a foolish competitive prac 
tice of a small minority of distribu 
tors who seem unwilling to conduct 
an ethical business. Our manufac 
turer suppliers want distributors to 
share in their progress and profit, 
but they of forcing 
distributors to do so unless they 
the manufacturers—will take up the 
gauntlet and help that large group 
of ethical distributors to 
price maintenance in the industry. 
It is easy for manufacturers to say 
the 


houses in order. 


have no way 


enforce 


should their 
We agree that you 
are right but distributors need your 


distributors get 


help to prove that no distributor is 
more important to a manufacturer 
than the maintenance of the manu 
facturers’ resale price policy.” 


It has been said that there 
* is a philosophy of protec- 


bet the fotis on TOLEDO 
PORTABLE POWER 
DRIVES 


TOLEDO No. 78 
Power Drive—with 
huck, 


reverse 


wrenchless c 
forward or 
rotation 


* 


to 24 capacity 


@ real work sover! 


TOLEDO No. 68 
Power Drive—threads 
cranks, turns, pulls 
dozens of uses— 


corry it anywhere! 


THE TOLEDO PIPE THREADING 
MACHINE CO. 


1445 Summit Street, Toledo 4, Ohic 


yes! Send me 


bulletins checked 


() TOLEDO No. 78 Power Drive TOLEDO No. 68 Power Drive 


Nome 
Address 
City - 
BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


TOLEDO 


THREADED PIPE PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 


it's taght cts Dest-cests less/ 


“THE TOLEDO PIPE THREADING MACHINE CO. + 





TOLEDO 4, OHIO 
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This fine, burr-free 
herringbone knur! 
provides a sure, non- 
skid grip for faster 


assembly. 


...to cut 
assembly 
time 


Today’s competitive market demands maximum produc- 
tion efficiency. To help your customers meet this demand, 
Western has developed a Socket Screw with precision-cut, 
knurled head that provides a secure non-skid gripping surface 
for faster, safer assembly. 

Western flush-to-surface Socket Screws add sales appeal 
and safety to every modern product—eliminating the danger 
of protruding bolt heads and giving a clean, streamlined 
appearance. And Western saves your customers money, too. 
Made of finest alloy steel and heat treated, they’re so strong, 
less are needed on each job. Precision machined, they fit in- 
stantly, preventing time and money-wasting assembly delays. 


W rite loday for free ( vtalog and price s. 





The Western Automatic 


Machine Screw Company 


division of Standard Screw Company 


371 Woodland Ave., Elyria, Ohio 


Precision Screw Products, Parts and Assemblies Since 1873 
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tionism in distribution 
What do you think of this? 


@@]’ve heard that and they say it 
has served to keep a floor under 
prices so that everyone could make 
1 profit. We know that theory does 


not apply to this industry.” 


Is industrial distribution’s 

contribution recognized by 
industry? 

©elf we ever expect to do a bette: 

iob of distribution in this industry, 

contributions will need more 


mition 


? What do you suggest? 
®@/ndustrial distributors should 
promote the idea that the distribu 

1 st, including warehouse, sell 
lelivery and all other costs, 


ofit 1S ‘Value Added 


How do you classify failure 

to maintain a manufactur- 

er's suggested resale price? 

®¢/t is a violation of a duty, a mis 
ict of offense against 

r, Our competitors, but 

rainst ourselves. Price 


ng is futile. You can’t patent 
it. Neither can you get an injunc 
n preventing your competitor 


rom meeting your cut price.” 


Chain reaction to price cut- 
ting is one cause of failure 
to maintain prices. Are 
there any others? 
© Another cause of price cutting is 
said to be empty order books—aided 
unfortunately by empty heads. It 





A Quality Product 

Clearly Marked & Finished 

Sturdily Packaged 

Prompt Shipment 

A Fair Sales Policy 

Adequate Consumer Advertising 
[7 Efficient Missionary Help 


— ee 


If you can’t check yes to all 7, 
it will pay you to investigate the 


No. 10— Green molded handle. Almost indestruc- Long a favorite with mechanics, this gunmetal 
tible. Shaped for comfort. Patented Lever-Lock finish adjustable pistol-grip frame with lever for 
positions, tensions blades automatically. No. 15— lock blade features extra easy blade change. 
Red molded handle, chrome-plate finish. Same ; 


features as No. 10. 
Inquiries are invited from interested Distributors. 


For selective distribution, some territories open 
PS SS ae aaa 


| send to: 


1 
CLEMSON BROS., INC. i 

Middletown, N. Y. I 

) We want your general Catalog ! 
(] We are interested in having your representative call 
I 

! 

! 

! 


STAR BLADES 


Manvfactured by 


CLEMSON BROTHERS, Inc. 

Middletown, N. Y., U. S. A. 
Makers of Hand and Power Hacksaw Blades, Frames, Metal and 
Wood Cutting Band Saw Blades and Clemson Lawn Machines 


Address 
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DIXON Kc cawinge 


GENERAL OFFICES & FACTORY—PHILADELPHIA 22, PA. BRANCHES—CHICAGO 
BIRMINGHAM + LOS ANGELES - HOUSTON + DIXON VALVE & COUPLING CO., LTD., TORONTO 


ASSOCIATE MPANMIES- BU RON COMPANY. INC QUARRY VLE PA + PRECISIO 


DRAWN STEEL COMPANY AMOEN NU 
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ld be nice if empty stomachs 


were the immediate result thereof.” 


What should distributors 

e« do? 
®@We must continue to prove to 
our manufacturer suppliers that we 
reducing overhead, increasing 
yver, becoming more efficient 


doing a better selling job.’ 


Are-manufacturers really in- 
? terested in whether distrib- 
> 
utors make money? 
©@Suppliers are just as interested as 
listributors in seeing that then 


it til 4 


fit margin is the ‘price paid 

’ for the distributor's services. If 
part of this 
it is a good way to convince 


rs give awa\ 
irers that their margins 
than adequate—or the dis 
ould not have afforded to 
part of it v. Some dis 


ippeal for more adequat¢ 


] ] — 
intil thev first discontinu 


Is price stability really im 
¢ portant? 
®eDr. Arthur F. Burns, the Chait 
President Eisenhower 

f | nomic Adviser 
1 I quote, “The 
maintaining ge! 
yw recogniz 
mportance 
} 


ind 


rising 
duction and employment. Th« 
ramount lesson of the history of 
the past few years is that these goals 
f economic policy are broadly com 
yatible Those are the words of 
ne of the most eminent economists 
his country. Maintaining price 

ty is a truly golden oppor 

for manufacturers and distrib 


ilike 


What does this all add 
¢ up to? 


©¢]f our industry can lower manu 


turers sales costs through mor 
efhcient selling on the part of dis 
tributors—and conscientiously main 


t manufacturers’ resale price pol 





JOHNSON has a clear, understandable, straightforward policy and pro- 
gram for you who stock and sell the JOHNSON line of Universal Bronze 
Bars, General Purpose Bearings, Electric Motor Bearings, and Ledaloy! 
(Powder Metallurgy) bearings. Here it is: 


Sales Program 


Johnson Bronze products are sold through industrial distributors either 
on an exclusive or a selected basis depending on the requirements of the 
territory and the trades solicited. 


Inventory 


The amount of inventory to be carried by the distributor is determined 
in each individual case depending on the territory serviced 


. > >. 
Territories and Potentials 
Sales potential governs the number of distributors within any trading 
area. Multiple distribution is confined to large industrial areas wherein a 
single distributor cannot provide adequate representation. 


Manufacturers’ Representation 


Johnson Bronze maintains a force of trained sales engineers to develop 
business for our distributors by intensive missionary work in the field. 


Sales Helps 

Johnson assists your selling efforts in every possible way—complete 
catalogs, personalized direct mail campaigns and other promotional mate- 
rial (imprinted with your name) . . . inquiries produced by a strong 
national advertising program and the personal assistance of Johnson field 





engineers. 


Johnson Bronze Company 


535 South Mill Street . New Castle, Pa. 


LEDALOYL ELECTRIC MOTOR 
over 350 sizes 


GRAPHITED oe GENERAL PURPOSE * UNIVERSAL BRONZE BARS 


over 175 sizes over 900 sizes over 400 sizes over 400 sizes 
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icy—we can actually earn increased 


Specialty Selling roy 09 Isn't that the best wav to 
get them? 
Through DEMONSTRATION 








" gLEcTRic 700 


j|/ Pas” © ‘x 
MOBILE DEMONSTRATION CAR 


AUTOMATIC ORILLING & TAPPING EQUIPMENT 


Makes DUMORE 
a Key Profit Line for Zonne 


From a five figure to a six figure 
sales volume on a high profit, high and manufacturers be- 


unit price line in two short years lieve in selective dis- 


is the achievement of Zonne Elec- tribution?” 
tric Tool Co., Los Angeles, distri- Continued from page 90 
butor of Dumore Precision Tools “4 
Taking the tools direct to the pros- 
pect and then demonstrating right = ; hat there are 
on the job did it! *s may talk of selective distribution 
Of course, Zonne uses the usual — their tongue in their cheek. | 
sales aids made available by Du- 7 : aint 

, have some suspicions Of my ow 
more. However, the specialty sell- 
ing through proper demonstration p) 
was the major factor in gaining fr ¢ 

! } 
these results! ©¢! think all distributors have, at 
First a trailer was used in making me time or another, worked on a 
st calls. Now ane ; 
direct calls. Now the panel truck ' ine for years bringing it through 
shown is loaded with tools and 
whisked through the territory. Ef- . 1€ missionary period, and then one 
fective demonstration proves the 
superior advantages of Dumore = : : a a 
Precision Tools and builds that n 
extra volume quickly! 
In addition to the Dumore Units,  nswwe the truck, Zonne has everything ? 
companion items as drills, taps, neatly arranged for quick, easy-to-see dem- 4 
coolants and other tools Zonne  onstration. Power cords go in any con area ever work out well? 
ient outlet 

stocks get the sales boost, as well. ‘“e™e™ ovne ©¢Sometimes when it happens, you 


Mr. Lenburg was asked: 
“Do both distributors 





im sure some distributors feel 
manufacturers who 


an you be more specific? 


norning you wake up to find yout 


friend down the street has the line 


Ww. foo 


Doesn't the appointment of 
additional distributors in an 


swallow your pride and go to work, 


Why don't you try demonstration selling. You, too, can ind what do you find? Your own 

make Dumore a “key line’ for greater sales and profits! volume has increased and so has 

SEE THE NEW SALES HELPS—ASK OUR REPRESENTATIVE, OR WRITE ur competitor's and Mr. Factory 
Sales Manager is very happy, even 


tho r} » S 
AUTOMATIC BAMA Wats though he may not be the most 


MICRO DRILLS 
TOOL POST AND 
HAND GRINDERS ? 


1322 Seventeenth Street 
Racine, Wisconsin 


popular fellow in the world.” 


: Is that typical? 

@¢} ortunately, the results I referred 
to are not always achieved and the 
manufacturer gains nothing but hav 
ing two men do one man’s work. 
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You Sell more because 


BARRY PULLEYS 
perform better 








WW 


. 
» 


\ 


\\ 
LAN | 


| 














: DICK ROPE V-BELT DRIVES 

Purchasing agents and production chiefs are sold by 
proven performance records. That's why they buy Barry 
conveyor pulleys for general, package, portable and pro- 
duction line systems. 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production loads Engineered for maximum service with minimum 
-_ stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear 
Made of heavy gauge steel, they are light yet dur 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni- 
form strength against stresses and strain 


DICK BALATA BELTING 


Closely interwoven hard surface duck. Totally im 
Barry pulleys support heavier work loads, in addi- pregnated with Balata Gum. Will not stretch or 
tion to reducing wear and tear on crowns, bearings and shrink. High in efficiency. All “Dickbelts” guar- 
other components. They mount up closer and form a oe 
truly inflexible assembly with regular or “QD” hubs BARRY STEEL SPLIT PULLEYS 
because they are designed for ideal lateral alignment— 
they fit on shafts properly and firmly, without work- 
ing loose. After such meticulous attention to design and 
manufacture, is it any wonder why Barry conveyor 
pulleys perform better! 


For complete details or information pertain- Scientifically designed. Electrically welded construc 


ing to distributorships, call or write today! tion. Keeps exact shape under all loads. Lightweight 
‘ : and easy to install. 





CHICAGO 


R. & J. COMPANY, INC. geancues, | 15 ANGELES 


SAN FRANCISCO 
1 SADE STREET PASSAIC, N.J. PRESCOTT 7-5030 SEATTLE 
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PIPEMASTER 





“T’ve been around pipes and pipe tools for the better part of a 
century! Long enough to give some advice. I want to tell you 
that there’s no wrench like the Pipemaster wrench! Yessir! I’ve 
been using this wrench because it’s easier to work with. The 
Pipemaster people thought up a kind of double-action spring 
that makes these jaws really grip and release. And, these bal- 
anced heavy-duty Pipemasters are lighter weight without sacri- 
ficing one bit of strength!” 

This ad is part of an intensive campaign in national trade 
magazines persuading your customers to use PIPEMASTER 
hand pipe tools—wrenches (all sizes from 6” to 48”) —cutters, 
vises, stands, tubing cutters, and threaders. Mail your order for 
Erie factory-tested, unconditionally guaranteed PIPEMASTER. 
See us at Booth +1704 at the Plant Maintenance Show. 








| 


‘ 


= |/R ERIE ERIE TOOL WORKS 
rm SF) 


U ~ ERIE, PA., U.S.A. 


IPEMASTER 


IN CANADA—ETF TOOLS Ltd. St. Catharines, Ont. 





INDUSTRIAL DISTRIBUTION @¢ JANUARY, 1957 


I wish I could say he was at least 
spreading the wealth.” 


What should manufactur- 

e ers do? 
©] believe manufacturers should 
discuss, with their distributor, pos- 
sible sales potential and air their 
problems openly and frankly before 
additional outlets are opened in an 


area.” 


How should we consider 
* selective distribution? 

@¢] think that both distributors and 
manufacturers should look at selec 
tive distribution as a franchise, and 
as such it should be cherished by 
both, but particularly by the dis 
tributor as under this system of 
selling, we can help stop the decline 
in profits which has beset our indus- 
trv the past several years.” 





3 A 


Mr. Morgan was asked: 
“Does selective distri- 
bution have any effect 
toward stabilizing 
prices?” 


y . , ( 
Continued from page 90 


C@When a multitude of distribu 
tors are bidding for a limited volume 
of business, the weakest link in the 
chain breaks and with it comes 
unsound, unjustifiable, cut-throat 
prices, with decreased margins, loss 
of faith and loyalty between every 
one involved. Price supersedes qual 
ity; institutional selling takes over 
when actually today’s buyer de 





mands product knowledge above all 
else.” 


What makes you think that 

sales are promoted through 
selective distribution? 

@The advertising and promotional 

potential of hundreds of selective 

distributors pushing a specific brand 
day after day is tremendous.” 


Everything so far has been 
from the manufacturer's 
standpoint. Do distributors 
¢« have to do anything to 
make selective distribution 
successful? 
@@lhere are eight ‘musts’ we dis 
tributors must face if we want to 
sell exclusive or selective distribu 
tion to our manufacturers.” 


? What are they? 

CCWE MUST... 

1. Shake out the cobwebs, for gen 
erally speaking we have dragged 
our feet in our own growth. 

. Streamline our operations, invest 
more money in our business, train 
more men for the future and 
adopt the slogan of the Amer 
can Institute of Wholesale P & 
H Distributors, “You can’t do to 
day's job with yesterday's meth 
ods and be in business tomorrow.’ 

. Maintain and build satisfactory 
sales volume and carry adequate 
inventories. 

. Handle ever increasing technical 
details with our own force. 

. Demand factory representatives 
who are distributor conscious 





why does JOHNSON 
outsell the rest? 


Because your industrial prospects know the Johnson 
line. They rely on its consistent quality — 
proved dependable in over 55 years of operation. 
They know they get the most efficient, economical 
performance from Johnson Gos Burning Equipment. 
They know they get advantages from Johnson 
equipment that no other line can give them. 


No. 120 Hi-Speed 
Furnace Range — 1300° F 
to 2400° F. Reaches 1500° in 


five minutes. 


No. 142 
Heat Treating 
Furnace 


Range — 1300° F to 
2350° F. Heats fast 
to save time and gos 


No. 118 
Combination Bench 
Furnace 
Ideal for all around shop use 


For information on Johnson's complete line 


of quality Gas Burning Equipment write 
today for the new Johnson Catalog 


If it burns sas () 


No. 706 

Annealing Furnace 
Range — 400° F to 1800° F 
Hordens, tempers, oanneals 
steels 


No. 101 


A 1 
Bench Furnace 


The most powerful bench 
furnace for its size made. 


No. 60 BCD 
Concentric 

Ring Burner 

With Johnson Venturi Mixer 
ond Tube with Heavy Valve. 
Three burner with seporote 
controls. 


look to Johnson . . since 1901 


| JOHNSON GAS APPLIANCE CO., See & Avenue NW, Cedar Rapids, lowa 


INDUSTRIAL DISTRIBUTION ¢ JANUARY, 1957 209 


. Practice what we preach by being 





more selective in our own pu! 
chasing departments. If we have 
three or four or five sources on 
our major lines, how can any 
manufacturer be selective for we, 
my friends, are slicing the pic 
too thin. 


YOU CAN'T BEAT THESE Stabilize our buying with the 


manufacturer who has a quality 
WANTED FEATURES product backed by a sound dis 
tributor policy and favor him 
ver some of our long term rela 
tionships that we know are no 
toriously weak in this respect. 
Maintain communications with 
UT manufacturers Without 
these, all relations break down 
Now here’s one from a manufa 
g sales executive friend that 
ertainly worth repeating 


too many distributors a1 


5 : 
] Oe bs having an umbrella held over 


them and, if thev don’t do 


their share in supporting the 
manufacturers who deserve 
upport and kick out the “sell 
verybody, sell direct manu 
facturer’ who deals from both 
nds of the deck, the umbrella 
in and Wi develop some 


serious leaks.”’ 


Business Decisions — 
They Can Affect Tax Return 


Starts on page 188 


noi rporate form of organ 
ition, but depending on the earn 
ngs of the business and the amount 
se €arnings you may need to 

w, there are certain tax ad 

to be gained by incorpo 

ng a new or expanding company 
Since proprietorship and partnet 
hip income is taxed at individual 
which range anywhere from 

o to 91%, and corporation 
nings are taxed at corporate rates 
30% on the first $25,000 earned 
luring the year and 52% on the 
ess, it might appear that if you 

ve relatively low income the 
prietorship-partnership rates are 
However, you must also con 

sider that the corporate tax carries 
with it the privilege of deducting 
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SEND NOW FOR YOUR FREE OFFICIAL GUIDE 


to Profits through New QD Industry Standards 


Includes 
e Dimensions, weights of 


Fort WortH 739 QD Sheave Sizes, 


3.4” to 70’ Diameters 


QD SHEAVE e Full Specifications of 
QD Hubs, Bores, Keyways 


GUIDE e Interchangeable QO 


Hub, Sheave Combinations 
installation Instructions 


plovee-owner. ‘The employee-owner Bolt-Tightening Ratings 


has to pay a personal tax on his Illustrations Throughout 
salary, of course, but if he were not 





incorporated, he would have to pay 
a personal tax on all the money 
earned by the business. 





If the retained earnings of the 
company are taxed at a corporate 
rate which is lower than what the 
personal tax rate would be, the em 
ployee-owner would benefit by hay 
ing additional funds available in 
the corporation for expansion put 
poses. 

hese funds may be accumu 
lated in a corporation up to 960,000 Send this coupon now for your copy of FORT WORTH's new 
without further tax penalties, and Standardized QD Sheave Specification Guide with specifications 
even higher if the corporation can of 739 stock sizes of FORT WORTH QD Sheaves, all meeting 
prove a need for them. standard tolerances of V-belt drive industry associations. Dis 
tributors of these new FORT WORTH Standardized QD Sheaves 
sell new, money-saving benefits. Complete interchangeability 


Don't Lose Advan 
3 tages of QD products from various manutacturers means plants can 
¢ ardize o t] : opul OD she; ( design tho t te: 
(hese advantages—while _ they standardize n the popular \ lea : withou - 
interruption of supply A customer can safely operate with 


li l our ¢ . ‘ 
may cut you urrent tax bill and lower inventory ot OD spares with greate1 flexibility . less 


increase working capital for expan maintenance and down-time. In addition to these and mor 
sion needs—can be lost if you have advantages of this new standardization, FORT WORTH pr 
jumped into a corporation without vides exclusive product quality features and rapid service t 
first reviewing your own long-range vigorous FORT WORTH distributors across the nation 

cash requirements. If you are con 
tinually forced to withdraw money el Ge es se ee 
from the corporate earnings to pay T od ME THE FORT WORTH STANDARDIZED QD SHEAVE SPECIFICATION GUIDE 
personal expenses, you will have to 

withdraw these funds in the form ae 

of dividends. ‘That means the cor t i 


poration will have to pay tax on the e Company 


earnings you are withdrawing as 
i Address 


dividends, and you will have to 


pay tax on the dividends received k Mail to Fort Worth Steel & Machinery Co., Dept. 11, P.0. Box 1038, Fort Worth, Tex 


(he “double tax” on earnings and : 
dividends can nullify any tax ad : é For ¥ Wl o> ia a mK oe et 
vantage from incorporation when “a STEEL AND MACHINERY COMPANY 


earnings must be withdrawn im as i © Sine 


e SJ Uc fe 
ingeles @ San Fr 


mediately as dividends. 
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To meet a wide range 

of exacting pumping conditions, 
Verti-Line Close-Coupled Industrial 
Pumps are available with 


ss two impeller types. 
7 RADIAL-FLOW 
Sie 


The flat head capacity characteristic of the 
Radial - Flow impeller is applied to systems 
such as fueling, condensate return, and 
cooling towers, which operate at constant 
pressure against varying capacities and 
under throttled conditions. 


a | 


MIXED-FLOW 


The steep head-capacity characteristic of the 
Mixed-Flow impeller is applied where constant 
capacity is required at fluctuating pressures 
such as pipeline pumps or units operating in 
parallel or series. 


ee i 


a 


PERFORMANCE COMPARISON 
‘4 


ae NP og 
_— 4 
Jig we 


| 

| 
al 
aK 
: 


ne 


; 
7 
” 


re 

' 
7 5 
ee 


RADIAL FLOW IMPELLER 


Ly, 


MIXED FLOW 





Sw 
“e Lom We 
7 


_ 


2 so 7s 100 
CAPACITY — % DESIGN CAPACITY 


CAPACITIES from 20 GPM to 30,000 GPM 
— HEADS to 600 PSI 


There's a Verti- Line Pump 

designed to fit your particular application. 

Whatever your needs for vertical pumps may be, investigate 
Verti-Line before you buy! Verti-Line Pumps are sold and 
serviced by independent distributors and dealers only. 


Send for new literature. Ask for Bulletin 1-17 





Verti-Line Pumps are the exclusive products of 
LAYNE & BOWLER PUMP COMPANY 


general offices and main plant 
2943 VAIL AVENUE « LOS ANGELES 22, CALIFORNIA 
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D-A-T-E§ 
TO REMEMBER 





Jan. 16-18—13th Annual National 
Iechnical Conference of the 
Society of Plastics Engineers, 
Sheraton-Jefferson Hotel, St 
Louis. 


Jan. 21-23—Annual Mid-Year Meet 
ing of the Souther Industrial 
Distributors’ Association, Palm 
Beach Biltmore Hotel, Palm 
Beach, Fla. 


Jan. 27-30—Annual Meeting of 
\ssociated Equipment Distribu 
tors, Conrad Hilton Hotel, Chi 


cago 


Jan. 28-31—Plant Maintenance & 
Engineering Show, Public Audi 
torium, Cleveland 


Mar. 25-27—American Society of 
[ool Engineers, Silver Anniver 
sarv Technical Meeting and Con 
vention, Shamrock Hilton Hotel, 
Houston, Tex. 


Mar. 25-29—Western Metal Con 
gress & Exposition, Pan-Pacific 
Auditorium and Ambassador Ho 
tel, Los Angeles. 


June 18-20—Annual Triple Indus 
trial Supply Convention, San 
Francisco. 

Oct. 28-31—National Industrial 


Packaging & Handling Exposition, 
Convention Hall, Atlantic City. 


Nov. 3-4—Annual Convention, Cen 
tral States Industrial Distributors’ 
\ssociation, Edgewater Beach 
Hotel, Chicago 





HIGH VOLTAGE BEDS 


Electrical demand in a modern hos- 
pital ranges roughly from 700 to 2600 
watts per bed, depending on whether 
cooking and sterilizing operations are 
powered by electricity or other sources, 
says Electrical Construction and Main- 
tenance, McGraw-Hill publication 

















The Buyer Looks 
at Business 





Composite opinion of purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee 


Production Remains High 


It appears to be too early to deter- 
mine how either the elections or 
the Middle East situation will affect 
the optimism of purchasing execu- 
tives. There are spotty, 
troubled areas and localized evi 
dence that some of the enthusiasm 
which has been present is lacking 


some 


However, in general, most antici 
pated good to excellent conditions 
for the balance of 1956 and, at least, 
into the first quarter of 1957 
Production continues high and 
the 39°, who say it is up are the 
largest number so reporting in over 


a year. The new-order situation is 


substantially unchanged. 36% sav 
it is better and 43°% the same as 
last month 

Commodity prices are still on an 
upward trend, though less vigor 
ously than reported in the preced 
ing two months. Inventories are 
off slightly, though, apparently, not 
by intention. Employment is up a 
little, with slight drops in some in 
dustries more than offset by ac 
celerated demands in others. 

Purchasing executives continue 
their cautious attitude on forward 
commitments and the lead time on 
both production and MRO items 
is at the lowest point for many 
months. Higher prices and the gen 
eral availability of most materials 
are probably the strongest contribu 
tors to the desire to buy as needed 

The special question this month 
asked if recent price increases have 
tended to rise above a reasonable re 
lationship with wage and material 
cost increases. Purchasing executives 
pointed out that the question was 
difficult to answer categorically. In 
many instances, they believed that 


Now, right in your own shop, you can attach “Holedall” 


Couplings to any type of industrial hose... to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 
The “Mulcoram” ... the hydraulic press for making the coup- 
ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


Attached quickly and easily by the hydrau- 
lically-operated “Mulcoram”, this unique 
coupling is there to stay .. . virtually molded 


to the hose by a multiple gripping orrange-, 


ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment. ..no 
buffing or cutting of the cover. 


"MULCONROY Siar... 


es orl ! 
MULCONROY © 


MILADELPHIA SI 


e 
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With the “Mulcoram” and “Hole- 
dall” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before hos 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup 
plied, been available. It will pay 
you to get all the details 


WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily ond economically it can be 
operated in your own shop, with 
out skilled labor ...to provide coupled 
hose of any description, with coup 
lings that can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 
continvous flexing at connecting points 


WHERE OTHERS © 


COMPANY fi 





PA. 


price increases had not been unduly 
large. However, there was strong 
feeling that, in certain industries, 
increases had been out of all pro 
portion to increased costs. On an 
over-all basis, 66% stated that the 
ncreases were reasonable and 34% 


thought them to be too high 


Prices Leveling 


lhe war scare, apparently, has had 
little effect pricewise. The leveling 
trend that started in October is con 
tinuing. For November, 57% of our 
reporting members say prices are 
higher, as compared to 67% in 
October and 84% in September 
There is a strong feeling on the 
part of many that, in some instances, 

' 


recent price increases cannot be 


istiied on the basis of cost, but 


rather are the result of a policy of 


= Z & 
= (As - 
a = >> . Pe getting all you can while the 
te ” ' gee rN iy 
2 oe as ' on. parce.’ getting Is good. 


a Inventories About the Same 


s 
Inventories of unworked mate 

eased downward during the 

past month. While a majority still 

report their inventories unchanged, 

There's no substitute for the there are about 10% who show a 


LiCl 


s 
experienced personal service and help . 
Your business ae : lecline over last month. Users of 
you get from your Porter-Cable : end 
* e + representative. For his on/y interest special steel items are hnding it harc 
Bs Metis . ial 
is is jo is in building your tool business » KCCp stocks at balanced levels 


He devotes his time and his energies * 

Some Recovery 
to your problems. . . helps train - 
your sales force, calls on your major Some of the slight drop in em 


sxrospects when you request, offer 
prospec — yyment mentioned last month is 


his services when you participate in 
recovered this month, though not 


chise 
No other fran local trade shows, makes himself 
gives you available for store demonstrations trong! l'wo percent report em 


and special promotions. plovment better this month, with no 


I 
extras: I 
these He has a wealth of power-tool hange in the number reporting it to 


Porter-Cable knowledge and experience — and it’s be the same. Employment in some 


all 


Your . 
presentative personall) all yours for the asking. A few f the building trades, particularly 
re ‘ ro ° ~ 

» with franchises are still available 1ome construction, is off slightly 


helps yo 
Write for details today ; 
of sales people lue to tighter credit restrictions. 


e Trainms d: 146 s alit 
Jemonstrations Mlustrated: 146 professional quality The logging and lumber business 
Ge 61," Saw. True heavy-duty desien and ; 


and promotion® uginecring—complete, $69.50 ilso reports some decline, whereas 
. eng €¢ g co ete, 307. . 


e Participation in heavy industry indicates maximum 
shows 


local 


e@ Store 


trade 


e Display Ss. sil 
advertising, direct ™ 


IIs on key prospect® Porter-Cable Lead Time Reduced 
e Calls © 


e Inventory control Quallty Eleciriz Toke Purchasing executives continue 


@ Service problems to be cautious in making forward 
. Juct 
e New pros 
formation PORTER-CABLE MACHINE COMPANY 
in — reported reduction on lead time in 
Budget selling P!# 7301 N. Salina Street, Syracuse 8, N. Y ' 
e Bucs buying both production and MRO 
In Canada, write Porter-Cable, Led., Box 5019, F 
London, Ont. Canadian prices slightly higher 


SAWS + DRILLS * SANDERS + ROUTERS + SHAPERS + PLANES 


employment. 





ommitments, as evidenced by the 


items 
On production items, there is a 
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noticeable shift to the 30-day range 
by some of those who had pre 
viously been operating in the 60 
day area. 

Similarly, on MRO items, almost 
two-thirds are now buying in the 
hand-to-mouth and 30-day range 

There is little change in the re 
ported buying policy on capital 


goods items. 


Specific Commodity Changes 


With the introduction of the 
new models, the automobile manu 
facturers also introduced some new 
prices—up over the 1956 prices. 

On the up side are: Automobiles, 
abrasives, steel, steel scrap, tin, 
vegetable oils, fuel oils, paper, coal, 
rubber, burlap, electric motors, and 
cement. 

On the down side are: Brass, cop 
per, and wastepapet 

In short supply are: Nickel, steel 
(plates, structurals, pipe, tubing, 
shapes), monel, kraft paper, cel 
lophane, and aluminum 





FROM THE 


om FILES » 


25 YEARS AGO 
Prediction of the month from an 
economist: “If history repeats it 





self, we are in the very last stages 
of the present slump.” 


In a nationwide survey, more than 
half the distributors interviewed 
said they planned to tighten up 
on credit policies and a_ third 
planned to decrease their stock 
However, only a few said they 
would reduce their sales force, 
number of lines, or territory 


covered. 


A Department of Commerce study 
of an unnamed distributor’s busi 
ness showed that every order un- 
der $15.06 was unprofitable after 


SPECIAL 
ATTACHMENTS 


provide great 
versatility 
for 


CONVEYOR 
CHAINS 


Acme Precision conveyor chains 
are easily adapted to special re 
quirements by the use of stock 
or specially designed attach 
ments. Possibilities for modifica 
tion of Acme standard chains 
are practically endless. In all 
adaptations, Acme engineers are 
skilled in retaining as many 
standard parts as possible to re 
duce costs 


Most attachments are in reality 
special plates which take the 
place of standard chain plate 
and are stamped from dies in 
production quantities. Attach 
ments in smaller lots can be hand 
machined, cast, bent or welded 
to your specifications 


\ 

Whether you use a simple ex 
tended pin design or more elab 
orate attachments used for tim 
ing and motioning special con 
veyor lines, Acme engineers are 
ready to design practical appli 
cations for you 


All Acme conveyor attachments 
available in stainless steel for 
the packaging and food indus 
tries. Write our engineering de 
partment 


FREE CHAIN CATALOG 


Ww rite Dept. 15-F for your 80-page copy of 
Acme’s latest catalog. Packed with valuable 
chain data. An indispensable 

chain reference. 


Call 


AcME 


for Service 


HOLYOKE 
MASSACHUSETTS 
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money... 


when you sell 


PAINTSTIKS 


A COMPLETE LINE FOR EVERY APPLICA- 
TION, MARKAL PAINTSTIKS are widely used 
in a host of businesses because they’re “tailored” 
to specific applications. Marks are weatherproof, 
fadeproof, permanent. Markal advertising plus 
steady repeat business all add up to a real money- 
maker .. . MARKAL PAINTSTIKS. 

COLD . . . Marka! Paintstiks (extreme left) for surfaces —50° 
to 150°F. 

HOT. . . Markal Paintstiks (left) for surfaces 200° to 2000°F. 


SEND today for complete distributor informetion and literature. 


MARKAL COMPANY 


3094 West Carroll Avenue e Chicago 12, Illinois 
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applying the Department's cost 
of-handling yardstick. 


Dodge-Newark Supply Co., Newark, 
N. J., took on the Morse roller 
chain line 


The Joint List Price Committee of 
the two distributor associations 
recommended that suppliers set 
list prices high enough to allow 
a 50-80% selling discount 


Barrett Hardware Co. of Joliet, IIl., 
installed a new welding depart 


ment 


lhe Charles Parker Co. celebrated 
its 100th anniversary. Charles 
Parker, direct descendant of the 
founder, was the firm’s secretary 


Whitman & Barnes in a letter to its 
distributors urged them to take 
advantage of the fact that most 
purchasing agents were now plac 
ing orders where they could get 

them out of stock because of de 

pression-fostered hand-to-mouth 


buying policies 


onstruction awards in the Chicago 
area totaled $13,640,700 for the 
month compared to $29,746,000 
for the same month a year pre 


vious 


10 YEARS AGO 


Cost analysis of lines was a major 
topic at the Central States Mill 
Supply meeting. D. W. Northup, 
of Henry G. Thompson & Son, 
and Carl A. Channon, Great 
Lakes Supply Corp., Chicago, 
proposed doing it with a point 


system 


Salesmen of Industrial Supply 
Corp., Richmond, were using 
small trailers to haul welder units 
behind their cars for demonstra 
tions. 


\lmost half the returning veterans 
had made application for unem- 





. and it's easy to see why. 


With Standard, you tell a 1000-TIMES-PROVED story of 
SAVINGS .. . in equipment, materials, man-power and 
time. 


STORY NO. 1 


The Standard Snagging Grinder with EXCLUSIVE in- 
finitely Variable Speed Feature that gives your customer 
wheel savings up to 50%, increased production up to 
45%. WRITE US — WE'LL PROVE IT! 


STORY NO. 2 


Standard Super Precision Spindles—built to infinite toler- 
ances and finally checked out in our sound, dust, vibra- 
tion-proof laboratory —spindles doing a top-flight job 
in regular and special applications everywhere in industry. 


STORY NO. 3 


Standard Carbide Tool Grinders — Save Steps, Save 
Floor Space, Reduce Operator Fatigue, Save Wheels. 
World's finest Carbide Tool Grinders. 


And with every piece of STANDARD equipment, sound 
reason-why points-of-superiority in engineering and per- 
formance are the stepping stones to increased sales — 
increased income for you. Get the Standard Story 
TODAY! ... Just drop us a line. 


the STANDARD electrical tool co. ==S== 


Since 1912 mokers of 
Infinitely Variable Speed 
Snagging Grinders, 
Carbide Tool Grinders, 
Buffers and Polishers. ‘2 to 100 HP 


Speed Lathes 


Super-Precision Spindles 
Motor and Belt-Driven 


Slides, Tables and Feeds 


Special Industrial Applications 


District Offices 
Coast-to-Coost 


DARE / 


we 


Se 


METALWORKING 


MACHINE TOOLS . . . SINCE 1912 © 2520 RIVER ROAD ¢ CINCINNATI 4, OHIO 
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R/M BIG 7 PACKINGS BRING ORDER AND HAPPINESS 


Good way to keep old customers and 
get new ones is to show them how 
R/M’s Big 7 can bring order out of 
chaos in their stockrooms by drasti- 
cally reducing inventory. In most 
cases, you can service them with only 
3 or 4 types. In addition to giving 
them packing that will perform as 
well or better than anything else, you 


can promise them a number of ad- 
vantages, such as lower maintenance 
costs, less downtime, easier ordering, 
faster delivery. 

All R/M_ packings for mainte- 
nance purposes are sold only through 
authorized distributors. No factory 
competition. It’s been that way for 
17 years. 


R/M’'s BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 


a@@ GAN) Qi 


@) A © 





BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 








FACTORIES: Passaic. N.J.; Bridgeport, Conn.: Manheim, Pa.: 


Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC. Mechanical Packings « Asbestos Textiles « Industrial Rubber e Engineered Plastic: 


No. Charleston, S.C.; Neenah, Wis.- Crawfordsville, ind 


Sintered Metal Products e Abrasive and Diamond Wheels « Rubber Covered Equipment e Brake Linings e Brake 8 
Clutch Facings « Industrial Adhesives « Laundry Pads and Covers e Bowling Balls 
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ployment allowances since the 


end of World War I] 


Percy Ridings of Syracuse Supply 
Co., Syracuse, N. Y., was elected 
1 director of Porter Cable Ma 


hine Co 


Central Rubber & Supply Co., In- 
dianapolis, moved to 30 East 
Georgia St. Ed Ristau organized 

Aristo Powel 


a new company, 


Tools, Inc 


Frederick Rogers, Beals, Mc- 
Carthy & Rogers, Buffalo, was 
named an advisor to the War As 
sets Administration on surplus 


disposal 
| 


loledo, 


Mill & Factory Supply Co., 
moved into a new building 


Harry K. (“Tony”) Clark joined 
The Carborundum Co. as execu- 


tive vice president and directo 


Wiley-Hughes Supply Co, Tren- 
ton, N. J., marked its 100th yea 


of business 


Russell, Burdsall & Ward Bolt & 
Nut Co. bought The Copper 
Screw Mfg. Co. plant in Los 
Angeles 


Plomb Tool Co. purchased J. P 
Danielson Co. of Jamestown, 


N. ¥ 


the Henry Walke Co. bought a 
tract on the outskirts of Norfolk, 


Va., for a new headquarters 


(he National Association of Pur- 


hasing Agents’ Survey Commit 


tee said prices were stiffening and 
ikely to remain fairly stable bat 


ring another siege of strikes 


Robert A. Donovan was made gen 
eral manager of Machinists Tool 


& Supply Co., Los Angel 








Book Reviews 





HOW TO BE A SALES MAN 
AGER, compiled by C. C. Craw 
ford, 3832 Mt. Vernon Drive, Los 
Angeles 8, Calif.—This 37 page 
soft cover contains more than 500 
separate ideas on the subject ob 
tained from 75 salesmen and sales 
managers who are members of the 
Institute of Sales Research of Pasa 
dena, Calif. Dr. Crawford, a man- 
agement consultant, uses a tech 
nique known as the “Crawford 
How-to System” in which partici 
pants, working within a time limit, 
write what they consider the main 
problems of a subject on slips of 
paper, with their suggested solu 
tions. From thousands of ideas 
collected from the 75 Institute 
members, the author published this 
summary. It covers the waterfront, 
from recruiting salesmen to making 
presentations. \While each idea is 
understandably brief, and solutions 
tend to have a pious ring, the whole 
should have practical value as a 
checklist. In spite of numerous 
platitudes, there is considerable 
fresh and original thinking, and the 
summary is well organized. The 
book is available free to “responsible 
sales executives” while the supph 
lasts. 


READING IMPROVEMENT 
FOR ADULTS, by Paul Leedy, Mc 
Graw-Hill Book Co., 330 W. 42 St.. 
New York 36, N. Y. $450—Few 
business and professional people to 
day have time to read as much as 
they think they should. Some barely 
keep up with the essential reading 
material they need to stay abreast of 
their profession, so rapid are the 
changes and new ideas that they can 
only learn about by reading and so 
grcat is the flood of reading matter 
available. There seems to be no cure 
for this other than to learn to read 
more rapidly, and this +50-page book 
describes most of the accepted tech 
niques for improving speed as well 


as comprehension in reading, with 


Stanley SURFORM 
File Type — $2.69 


Stanley SURFORM forms the surface of wood, plywood, 
floor tile, hard rubber, plastics, copper, aluminum — even 
mild steel. It smooths down wood ...cross grain, with 
grain, end grain — 12 times faster than other wood forming 
tools without clogging! It’s easy! It’s fast! It’s safe! It's 
another Stanley first! 


450 sharp edges work together! 


This cutting strip is the secret of Stanley SURFORM. The tool 
steel strip has 450 tough, razor-sharp teeth that really cut, 
and 450 holes that take the cuttings away from the work 
No skill is required . . . you can’t go wrong. Nothing to ad- 
just. Depth of cut is automatically controlled. Tough, long- 
lasting replacement blade fits both tools. 


SURFORM is a 
countless 


STANLEY 
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Your best source for 


special cutting tools 
—just send us the specs 


we do all the work 


ee 














Immediate action on all requests 
— better service for your customers 


—results in more profits for you 


Do it the easy way...order from SPIRAL 








Whether you need cutting tools made to your specifications, 
or you need tools custom-designed to fit a specific job, 
your best source is Spiral. We specialize in ‘‘specials,"’ fast 
quotations, quality workmanship, dependable delivery. One 
trial will convince you. Let's get together now! 


SPIRAL 


STEP TOOL COMPANY 


Designers and Manutacturers of 


4 N Damen Avenve «+ Chicago 25, illinois 


Phone: LOngbeach |-5384 
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the stress on comprehension. Each 
chapter contains exercises in skim- 
ming, eye-movements and vocab- 
ulary building. Much of the book is 
devoted to exercises in reading tech- 
nical matter, charts and other mate 
rial from everyday business 


THE STAFF ROLE IN MAN- 
AGEMENT, by Robert C. Samp- 
son, Harper & Brothers, 49 E. 33 
St.. New York 16, N. Y., $4.00— 
This book should become a favorite 
»f the thoughtful distributor who is 
yppalled by what the author calls 
‘the tyranny of techniques.” In the 
past decade especially, experts and 
specialists claiming exclusive knowl- 
edge of everything classified under 
the term “methods” have become 
the white-haired contingent of man- 
iwement. The author believes man- 
agement has become so pre-occupied 
with techniques—at the expense of 
old-fashioned line authority to get 
things done—that many companies 
ire involved in expensive conflict be- 
tween line and staff functions until 
effective action has become almost 
impossible. In a word, bureaucracy 
has taken over. He recommends a 
crusade against the type of manage- 
ment thinking that regards staff 
work as an end in itself; training of 
experts and other staff people in 
fundamental human relations, and 
relegation of the staff role to its 
proper place as the servant rather 
than the master of line managers 


4 PRIMER TO THE AUTO 
MATIC OFFICE, by William 
Eustis, Dresser Engineering, Inc., 
Automation Management, Inc., 
Westboro, Mass., $7.50—The pred- 
ecessor of this publication, “The 
Automatic Office,” was largely con- 
cerned with big computers. ‘This 
revision, for which the publishers 
called in Dresser Engineering per- 
sonnel to do the re-writing, has 
been updated to include accounts 
of recent progress with smaller com 
puters and integrated data process- 
ing in the medium-sized firm. The 
authors believe that the gap between 
the manual and automatic office is 





now so wide that a degree of auto 
mation is feasible for almost every 


office 


machines from 


Also, many new automatic 
tape-makers to mem 
orv machines are now within reach 


of the small-business poc ketbook. 


NEW AP 
Allen Wallis 
Roberts, The 
Ill., $6.00 — 


designed to 


STATISTICS \ 
PROACH, by W. 
and Harry \ 


Glencoe, 


Free 
This 


give 


Press, 

645-page text 

the 

ing of 

sake and for 
} 


authors believe 


working understand 
both for its own 
practical use. The 
statistics should be 
their 
beginne! 


layman a 


Statistics 


education; 
that the 
can learn its use without a special 
knowledge of The 
book is full of practical examples 
and cases, including more than J00 


part of a liberal 


aim 1s to prove 


mathematics 


instances of everyday misuses of 
Statistics 

probability, 
the art of o1 and uses 
of statistics em- 


phasis on the relationship of tables 


Sampling distribution, 


issociation, variability, 
ganizing data, 
are covered with 
and graphs to the real world. Since 
is described 
that way for businessmen, the book 
itself to the thoughtful 
professional manager 


much of the real world 


recommends 


AMA MANAGEMENT 
SHELF, American Management As- 
sociation, 1515 Broadway, New York 
36, N. Y.—This catalog lists all 
\.M.A. publications, including those 
which are out of print and can be 
It is avail 
non-members as well as 


BOOK 


borrowed from members 
able free to 


members 


CHECK LISTS OF SALES-PRO 
MOTION AND MERCHANDIS 
ING ESSENTIALS, Ink 
Books, Pleasantville, $4.95- 
Some 16] 00 


points are included herein. Lists are 


Printers’ 
N. Y., 
check lists covering 2,7 
prepared as reminders for action, not 
as detailed explanations. They in 
clude: a list of 15 questions for diag 


nosing sales troubles, 6 objectives 


of market 
strengthen 


ways to 
distribu- 
sales meetings 


analysis, 27 
sales through 


tors, 8 reasons why 


Kester Ftux-Core Sotper i 
S ide ring 


to every 


custome! 


s know this, and becat we ve 


them for more tl 


makes a “] 
K-E-S-T-E-R 
l Ke ste 


perfect I duct 
S-O-L-D-E-R. All 


Your customers want 


Kester be sure you 


ae 


oj 


ee 


KESTER SOLDER 


4214 Wrightwood Avenue e Chicago 339, Illinois 


have plenty of stock 
to fill those orders 


ar aie 5S, New Jersey « Brantford, Canada 
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With CHELSEA, you sell the leader 
in quality . . . performance . . . and 
price! Regardless of your customer’s 
cooling or ventilating needs, you can 
solve them quickly and economically 
with the complete line of CHELSEA 
fans. To help you with unusual or 
difficult problems, CHELSEA engi- 
neers will make specific recommen- 
dations—help you make sales! 
You'll serve ALL your customers 
better, with fans designed for top, 
trouble-free performance . . . manu- 
factured to the highest quality stand- 
ards .. . priced for more profits 
for you! 


VO\/0 





CHELSEA gives your personal selling 
efforts top-notch support! Intensive 
national advertising . . . colorful mail- 
ing pieces for your direct mail efforts 

. . complete, well illustrated literature 
— ALL help you tell your CHELSEA 
story more effectively. Ask your 
CHELSEA representative to tell you 
about the 1956 sales program — it’s 
the biggest in the company’s 30-year 
history! Yes, with CHELSEA you 
have more to sell — and more to help 
you sell it! 


Chelsea industrial fans are sold only through 
authorized industrial distributors. 


1926-1956—More than 30 years of service to the ventilating industry. 


ya ed Saeant 


- ie < Fe 


CHELSEA 


FAN & BLOWER CoO., INC. 
PLAINFIELD, NEW JERSEY 
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fail and many other checkpoints of 
use to sales executives. The slant is 
toward the consumer market’s prob 
lems, but at least four chapters—on 
management activities, “jobber” re 
lations, display advertising and deal 
provide a valuable 


for 


cooperation 


reference guide industrial mar 


} 
keters as well 


BUSINESS FORECASTING IN 
PRACTICE, John Wiley @& Sons, 
Ine., 440 Fourth Ave., New York 16, 
N. } Edited by Adolph G 
Abramson, of SKF Industries, and 
Professor Russell H. Mack, of 
this text of 


SA SN 


lem 
ple University, princi 


ples and cases contains contribu 
ions from six eminent business fore 
including its editors. Not a 
book, it scholarly 


of the 


contains 
effectiveness and 


rve\ and 
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Operations Ideas — 
Can You Use Any? 


Pe NEW 
RAWL PRODUCTS 





Travel-Desk 
Hand Truck 
Machinery Roller 
First Aid Kit 
Lift Truck 
Portable Warehouse 


Lift Truck 


When you make money — we make it too... 
These latest additions to our line, we believe, enable 
you and your salesmen to get more sales dollar vol- 


ume out of more anchoring sales opportunities . . . 


RAWL DRILL- HAMMER 


CONVERTS AN ELECTRIC DRILL, ECO- 
NOMICALLY, INTO A DEPENDABLE, FAST, 
> POWER HAMMER. MORE THAN DOUBLES 
THE VALUE OF YOUR '” ELECTRIC DRILL. 


Drill quickly into softest or hardest ma- 


Intercom Unit 
Bar Stock Handler 
Pallet Lifter 


sonry or stone with inexpensive Rawidrills. 
Saves money — eliminates necessity for 
using expensive carbide-tipped drills. 
Automatic clutch starts or stops action 
automatically when the drill point touches 
or is taken away from work. “‘Light"’, ‘‘medium" or “heavy"’ blows 


are selected by turning the collar. RAWLDRILLS TO FIT. 


Travel-Desk 


ictually a desk but a 
writing 


g comfortably in a 
thing to enable sales 
legible notes and call 

reports, nght at the time they are 

fresh in mind. It is simple to use 


the large 6} by 10 in 


by swinging 
metal clip board from under the 
dash he desk swings back under 
the dash after use \ strong arm 
ind clamp gives full support and 


the desk is always level. Four level 
do the job, no matter 
the dash board is at. A 


thick pad of paper and a mechanical 


ng screws 


what angle 


magnetic pencil are included. 


Hand Truck 


[his new truck is especially de 
signed to handle large, bulky, flat- 


l 


Write for free new dimensional wall 


RAWL 
CALK-IN 


improved machine screw an 


chor. Sleeve is precision-cast 


of an exclusive Raw! lead o 


loy, especially developed for 


mosonry oncnors. 

soft enough for easy 
plete caulking ond 
enough for tremendous hold 
ing power. Sizes up to %‘ 


RAWL 
SCRU-LEAD 


The most holding power pos 
bie with any lead screw onchor 
Exclusive Raw! lead alloy 

for ay nstallat 


or easy on and huge 


holding power. The top flare 
out speecs up anchoring time 
s con be inserted 

Use for either wood 

r sheet metal screws 


chart and catalog. 





RAWL-TAPERS 


RAWL HAMMER-SETS 


\W 





RAWL-DRIVES 


a 


RAWLDRILLS 


RAWLPLUGS 





THE 
reoote vos | RAWLPLUG Co, Inc. 


Box 406K, New Rochelle, N. Y. 











RAWL 
LAG SCREW 
RAWL-ANCHORS SHIELDS 


RAWL 
CARBIDE 
= J DRILLS 
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( REGARDING 


VISES--- 


Let's get together 
for good business 


This and similar ads 
are appearing in 30 
Leading Publications 
TO HELP YOU SELL 
VIKING PUMPS 


crated case goods and the most im 
portant departure in the design is 
in the loading. The upper structu 
tilts forward without lifting whecls 
from the floor. Load is then tilted 
back to any desired slant and held 
at that angle by means of adjustabl< 
set screw stops. Because of the 
greater slant of the 
wider cases can be carried than with 
former models. Cases up to 18 in 
wide and up to 2,500 Ibs. are held 
firmly by the truck and handled with \ 
ease by one Because 
wheels do not leave the floor in 
loading, rolling while loading is elim 
inated. The load is carried at a 
greater angle in a firmly braced posi 

tion, eliminating tilting or tipping, 
cause ac 


MORGAN 


gives distributors 
every possible sales 
advantage ...... 


load, much 











operate or. 


we THE LINE: 


The Morgan line of vises is complete in types 
and sizes, giving you a dependable source 


of supply at all times. 


ye THE GUARANTEE: 


It's unconditional. We set no time limit on 


which might otherwise 


cidents 
ee TF ee A our guarantee nor do we have a specified 


period of time for free replacement. This 


applies where any Morgan Vise shows a 


VIKING 


Here's the answer to your prob 
lem of moving semi-solid moa- 
terials of types usually dispensed 
With Vikings 


you can pump such moterials as 


in squeeze tubes 


tooth paste, shaving cream, pe- 
troleum jelly and many others 
in @ smooth-even flow. Hundreds 
of plants are doing it. 

Viking’s simple, rugged “gear 
within a gear” principle makes 
it adaptable to most pumping 
needs. There are 750 catalogued 
models and thousands of spe- 
cially built pumps and units. If 
you have a pumping problem, 
call on Viking Pumps for assist- 


ance. Ask for bulletin 57Smm 


& VIKING PUMP CO. 


Cedar Falls. lowao USA 


In Conode it's “ROTO-KING™ Pumps 


See our catalog in Sweets 


Machinery Roller 


This ruggedly built, versatile unit 
which works on the principle of 
caterpillar action was designed to 
meet increasing demand for an eas 
heavy machinery, 


wav to move 


equipment or materials. The unit 
has two main components: a series 


of moving rollers locked in an end 
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manufacturing or material defect 


ye THE QUALITY: 


Rigid control of materials, accurate machin 
ing, and close inspection standards are 


your assurance of the very finest quality 


we THE CONTAINERS: 


Each vise shipped is packed in a strong 
fibre board carton to prevent damage in 


transit 


Write for the MORGAN Distributor 
Plan. Ask for details regarding our 
FREE display stand. We urge users 
to buy thru their local distributor. 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 





less track and extending above and 
below a heavy steel frame. The 
frame contains serrated edges which 
grip and carry the load. There are 
five ranges of sizes, from 2 to 150 ton 
capacities. The rollers find ready 
use for handling movement of heavy 
machinery or materials in plants 
and warchouses and in railroad, dock 
and freight operations. 


First Aid Kit 


A first aid wall-mounting cabinet, 
small enough to mount close to 


hazardous areas, yet large enough to . . . 
cas, yet large enough te Yes, you can sell this fast-moving line of fine 


old arv fi al ; 
hold all necessary first aid items, is tools wherever you see a smokestack! Because 


fitted with a positive action catch 
that cannot open as a result of 
vibration 


Lift Truck 


even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!”’ It includes milling 
cutters and end mills . . . three different tool bit 
lifting chains and a 12-v electrical grades . .. slitting saws . . . cutoff blades . . . key- 
svstem with built-in hue charger. seat cutters . and the famous ““M-40-U” Alloy 
It has a compact, welded steel body Center that outlasts high-speed steel and other 
mounted on roller-bearing wheels. alloy centers, lasts as long as carbide, and costs 
Overall height is 734 in., overall less to buy and less to re-dress! 


length, 53 in., overall width, 304 in., 
25 in. forks and a maximum lifting 


This low-cost mobile fork lift 
truck is designed to elevate loads 
up to 1,000 Ibs. at lifting heights 
up to 60 in. py with dual 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 


Gorham’s reputation for high 


cutting tools... 
and an extensive ad- 


quality and fair dealing ... 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham TOOL COMPANY 


Bo ervervtuine IN STANDARD AND SPECIAL CUTTING TOOLS” 


oe WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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C vast Preumatic 
and. Hydnaubic Manhket 
and a growing end. 


MAKE Molded Packings YOUR 
BEST BET FOR PACKING SALES! 


Industrial market surveys reveal two sig- 
nificant facts for Industrial Distributors 
1.) there are several million pieces of 
machinery presently using molded pack 
ings—several million replacement sales 
for you. 2.) there is a growing trend to- 
ward automation—oa growing replace 
ment market for you 

Conclusion: You should be stocking mold 
ed packings for manufacturers who need 
o nearby source of supply! 


Here’s What Makes b abet. 
YOUR BEST BET FOR Molded Packings! 


Palmetto gives you what you need in this 
huge replacement market: 1.) a complete 
line to meet every packing requirement 
2.) a quality line to insure repeat busi- 
ness. 3.) the most competitive packing 
prices available 

Conclusion: You should be stocking Pal 
metto for rapid packing turnover at a 
higher unit profit rate! 

Remember: Palmetto is your best bet 
for bigger profits in Sheet and Self- 
Lubricating Packings, too! 

For details on Palmetto Molded Packings, 
mail the coupon attached. 


Gentlemen: 


Please send detailed literature on all 
Molded Packings in the complete Palmetto 
line. 


Name 





Company 
Address 
City 


GREENE, TWEED & CO. 


NORTH WALES PA 








Zone State 





speed of 33 fpm. Shipping weight 
is 600 Ibs Safety 


push-button self-releasing controls, 


features include 


three wheel brakes with emergency 
brake for self-locking position and 
a steering handle that locks back into 


place when released 


Portable Warehouse 


This is new, a warehouse 
supported by air and large en 
to hold lbs. of pa 


goods 


million 
Che pneumatic lly 
ported building, 80 ft., long, + 
wide and 2 hig] rovides mo 


than 64,000 


d possible use 


cubx 
spa C al 
made by distributors with larg 


closed outdoor areas a 


storage space. The building 


400 Ibs., 


erected” by 


costs ibout S$? 


about 
and can be three me! 


in an hour. It is made of paper-thin 


tough vinyl-coated nylon fabric and 
the 


as “the answer to warehouse 


has been termed by manufac 
turer 
men’s need for low cost, low main 
tenance, flame resistant, temporary 


warehousing.” Quite an idea 


Lift Truck 


[his is an improved dust pr 


tected, gasoline powered lift tru 
to provide trouble free materia 


handling in locations containing 


atmospheric abrasives. Since abra 
sives in the air include a diversity of 
consistencies, a tandem air cleaning 


system filters air going into the cat 
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Wway to save 


handling costs 
pleases users, 


profits jobbers 


UNI PAK & 


Your customers will wel 
come the convemence of 
buying spring lock wash 
ers in New UNI PAK® 
visible space-saving pak 
spring lock washers easier to 
Sell UNI PAK@® be 
they're the up-to-date and 
, iseful package of spring lock wash 
F They t your profits by boosting 
our spring lock washer sales 
Write for complete details, jobbe 
ounts and FREE SAMPLES 


PHILADELPHIA STEEL AND WIRE 
CORPORATION 


Penn St. and Belfield Ave 
Sales Offices 
and Warehouses 


on any job 


most 


ll boo 


Phila. 44, Pa 








LUBRISTYL 


New Precision Swiss Automatic Pocket Oiler 


Perfect oiling 
under pressure 
everytime from 


every angle 


Transparent > 


RED 
BLUE 
AMBER 
GREEN 
CRYSTAL 


Fe 
od 


iL 
\/ yy, == 


~ ~ 
——— 


LUBRISTYL’s RETURN ACTION gives you per 
fect control for every oiling need excess 
is automatically sucked back into the 
artridge, leaving o clear oil-free surface 
LUBRISTYL is guoranteed leakproof 
easy to fill with any kind of oil 
The oiler of 1001 uses—projectors, cameras 
lathes, fishing gear, pre 


machinery elect nic de 


ond 1s 


typewriters guns 
gavges ond 

e etc 
Ask us why it will poy you 
to stock and sell LUBRISTYL 


GIRDWOOD & ALLEN, INC 
38 Park Row New York 38, N. Y 
Cortland 7-846! 














burator. An 
improved dry type pre-cleaner, then 
through a heavy duty oil bath 
\ heavy duty air filter is 
the crankcase 
The bottom of the 
tor 


passes first through an 


cleaner 


also provided on 
breather pipe 
truck 


plate which reduces the possibilit Cs 


is protected by a defi 


fr, 


of foreign particles on the floor from 
being drawn up into the engine com 
Finally, the 


ind voltage regulator are con:pletely 


partment generator 


enclosed for the preservation of com 


] 


mutator surfaces and extended brush 


| 
ind ( tact nre 


Intercom Unit 
This w 


with 


IS SO designed to do 


wal manually operating any 


controls during conversation, vet 


permitting private and _ selective 
The voice auto 
operates the talk-listen 


en when talking to touch 


communication 
matically 
control e 


controlles its 


Bar Stock Handler 
| his 


to spec 


new type which is said 
ind simplify moving 
of bar stock by 60%, 


it of pigeon-hole storage 


ind hat qaung 
in and 
One operator can easily handle up 
to 6 in. round, square or hex-shaped 
k where formerly two or even 


As illu 
40 Ibs., 


bar stow 


three men were required 


strated. the unit weighs 


when you handle the complete line of 


GLOBE BELTING 


YOU CAN TAP ADDITIONAL MARKETS 


the most COMPLETE line of 
the RIGHT belting for ANY job! 


The many belting needs that come within the wide range of the 


Globe belting line will help stimulate your sales .. . provide a 
more complete service for customers . increase your profits 
The long lasting qualities, dependability and economy of service 


make Globe a really profitable line for the distributor. 


SOLID WOVEN WHITE COTTON BELTING 

STITCHED CANVAS BELTING 

PLASTIC AND CELLULOSE COATED 
BELTING 

ENDLESS WOVEN BELTS, COTTON OR 
NYLON 

KANRY-TEX BELTING 


WHITE, BLACK OR BROWN NEOPRENE 
RUBBER BELTING 


WEBBINGS 


the GLOBE line includes 


YOUR FINEST PROSPECTS INCLUDE 


Flour Mills Textile Mills 

Bakeries Grain Elevators 

Canneries Biscuit and Cracker Plonts 

Cereal Mills High Speed Too! Shops Candy 

Food Hendling Machinery Manufacturers of Packaging Automotive and Aviation 
Manvfacturers Machinery Industries 


Woodworking Shops 
Printing Plants 


Manufacturers 


Write for details — DEPT. D 


GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET e« BUFFALO 6, NEW YORK 


KNOWN FOR QUALITY THE WORLD OVER 
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PLATEGRI 


LATE FASTENERS FOR CONVEYOR BELTS 





joints 


= 





Make strong dust-tight 
in belts of any width. 


Special design spreads tension 
across belt, allow natural 


ARMSTRONG BRAY & CO. 
5356 Northwest Highway. CHICAGO 30. U.S.A 


Sier-Bath couplings mean 


more inventory variety 





more on-the-spot sales! 


Simpler! only 7 





Get more profit, faster profit, per square 
foot of shelf space; stock Sier-Bath 
Couplings! Their smaller size, their lighter 
weight, enable you to stock bigger, 

better coupling variety at no increase in 
shelf area. No need to sell a substitute or 
to place an unprofitable, time-consuming 
special order. With Sier-Bath you're better 
able to make a sale on the spot! 

For a sales clincher, Sier-Bath Flexible 
Coupling prices are 21% lower* 


Solve your coupling inventory and 
sales problems today! Write for 
performance and sales data now! 
parts "compared to four other lead ng brands 
@ Horsepower ratings ranging 
from 4 to 4500 HP/100 rpm. 


Smaller and Lighter! 
Ys Usual 
Size 
Vy Usual 
Weight 


@ Special and standard sizes 
from 7/8 to 12. 


@ Fast assembling, uncoupling. 
No special tools required. 


@ Lower bending stress on 
shafts; less wear on bearings. 


cts in one motion to overhead 


lo store a bar, the bar 


curely picked up on the bar- 
lamped on the V-grooved 


a In.-d SCTeW 


rs by means of 

1 quickh directed into the pigeon 
By pushing slightly 

the bar, the operato 


rack 


into the 


Pallet Lifter 


is a new 6,000 lb 
r for use with cranes and | 

s designed to facilitate handling 
wverhead 


loads by means of 


ind hoists in areas and unde 
t fork 


and 


ms impractical 

multiplying the 
of cranes and hoists 
ounterbalan ed 


d or empty 





where 
Oper 


Ds 


; 


; 


1 these items, write 


itions Ideas INDUSTRIAI 


Ser Bath 


GEAR and PUMP CO., INC. 


9246 Hudson Bivd., North Bergen, N. J. 55 a 
(RIBUTION, 330 W. 42 St 
Founded 1905 + Member A. G. M. A. York 36. N. } 


New 
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wracrty NATIONAL SANDERS 


DISTRIBUTORS 





Standard Brass & Mfg. Co., New 
Orleans, La., has taken on The 
Parker Appliance Co.’s tube fit 
tings line 

I'he Cameron & Barkley Co., Jack 
sonville, Fla., has been appointed 








distributor for 

@ Blackhawk Mfg. Co 
hydraulic Porto-Power equip 
ment 


¢ Wilton Tool Mfg. Co. ’ ‘ URFACES 


vises and clamping tools 


Allis-‘Chalmers Mfg. Co. has added 
the following distributors: 
© Monarch Electric & Supply Co. 


LaSalle, Ill : Versatile block sander . . . speed can be 

thart Engineering Co. ; varied from 4000 to 6000 rpm depend- 
Knoxville. Tenn ing on the surface and abrasive. Weighs 
ea an ; only 4 Ibs. but has 25 sq. in. of abrasive 
: . . area. Over 125,000 in use throughout 
Somers, Fitler & Todd Co., Pitts the nation . . . in many types of industry. 


burgh, is a new distributor for 


M.A. Ford Mfg. Co. 
The Robert E. Morris Co., West 


Hartford, Conn., has been named A straight-line action, two pad sander 

‘ y .- ww with built-in water spray for wet 

distributor for he sanding. Nine different pads and two 

Nichols Ci sizes of pad shoes are available. 
Write for details. 


POWERFUL .. . LIGHTWEIGHT 
MODEL 400 ORBITAL ACTION 





MODEL 300 TWO-PAD 





FlexAngle Corp. has appointed the 


following distributors 
¢ Adam-Scott Equipment, Inc MODEL 500 ELECTRIC 
Chicag Powerful block sander, with 4 HP 
¢ Elwood Sales \ electric motor. Orbital action, operating 
Washington. D. ¢ at a constant speed of 5000 rpm. Has 
ter - age 38” of abrasive area. Sponge rubber and 
© Killian Equipment Co felt pads available. 
Chicagi 


@ Horace M. Laurence 


Philadelphia. Pa MODEL 600 SINGLE-PAD 
Armour & Co.’s coated abrasive di A straight-line action, single pad, air 








, driven block sander. Weighs only 
vision has named the following $ Ibs., but operating at 3200 rpm. 
distributors A 5/16” pad stroke assures rapid 

: stock removal. Has built-in water at- 
¢ The Aber Co., Inc tachment for wet sanding. Both 
Houston. Tex rubber and felt pads available. 


@ \Maland Power Tool Sales Co 
St. Charles, I] 


Write for literature 
NATIONAL AIR SANDER, INC. 


he Enos & Sanderson Co., Buffalo, 
2820 AUBURN ST., ROCKFORD, ILL. 


N. Y.. is a new distributor for 
Electro Refractories & Abrasives FELL ee 


Corp 
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Your customer can rest comfortably 
when his sheet packing is 


160 proor 


With certain bottled goods “PROOF” 
is an all-important yardstick. The same 
test could logically be applied to sheet 
packing. 

For example, DURABLA Sheet Pack- 
ing is 160 “PROOF”, which means that 
a minimum of 80% of the sheet is top 
quality asbestos fibre. This is higher 
“PROOF” than your customer can ob- 
tain in any other gasket material. 

That is why gaskets cut from 
DURABLA Sheet are so effective for 
sealing water, steam, all oils, gases, alka- 
lies, acids, refrigerants and hydrocar- 
bons. In fact, DURABLA is the ONE 
material that can be used with proved 
knowledge of safety wherever gaskets 
are required. 

DURABLA Asbestos Sheet is available 
in eight commercial gauges. Gaskets are 
made in all sizes and shapes. 

Along with the above facts, tell your 
customer he can forget his worries when 
he uses DURABLA. The “PROOF” is 
in the packing. 

For more information, send for bulle- 
tin [D-17. 


DURABLA MANUFACTURING COMPANY 
114 Liberty Street 
New York 6, N. Y. 
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Fort Worth Steel & Machinery Co.'s 
mechanical power transmission 
equipment line is now being han 
dled by 
¢ BA-Valley Industrial Supply Co 

Bakersfield, Calif 
¢ Inland Service & Supply ¢ 
Las Vegas, Nev. 
® Louisville Bearing & Supply 
LO 
Louisville, Ky 





Obituaries 





Henry A. Turner, 
Garrett Supply 

Henry A. Turner, 50, Phoenix, 
\nz., branch manager for the Gai 
rett Supply Co., division of The 
Garrett Corp., Los Angeles, died of 
a heart attack on Nov. 16 while 
ittending a meeting of the South 
western Wholesale Distributors’ As 
sociation in Guaymas, Mexico 

Mr. Turner was one of the firm’s 
iidest employees in point of serv 
ice. He joined Garrett Supply in 
1939 after 10 years’ experience with 
Arizona Hardware Co., Phoenix. 
\fter advancing to the position of 
merchandise manager, in 1954 he 
was made manager of the newly 
opened Garrett Supply Phoenix 
branch which evolved from the put 
chase of the old McConkey-Docker 
firm in that city 


Moro M. Borden. 
Simplex Valve 
\loro M. Borden, 79, engineering 
msultant of the Simplex Valve & 
Meter Co., died at his home in Col 
lingswood, N. J., on Nov. 16 
\ir. Borden joined the compam 
1905 as its chief engineer. In 
4 he became general manager 
in 1938 was appointed vice 
dent in charge of engineering 
1946 he became engineering con 
t to the firm 
He held a number of patents ot 
flow and control devices. He was a 
member of the American Society of 
Mechanical Engineers and Frank 
lin Institute of Philadelphia 





Harry H. Crosby, 
Reichman-Crosby Co. 


Harry H. Crosby, 91, a founder 
of the Reichman-Crosby Co., Mem 
phis, Tenn., died on Dec. 10 at his 
home 

In 1895, Mr. Crosby and J. A 
Riechman organized the firm. It 
was onginally located in a small 
building on Union between Main 
and Front. After five years as the 
company prospered, it was moved 
to larger quarters on South Main 
between Beale and Linden; the 
present building was purchased in 
1909. 


Mr. Crosby was active in the com Here’s the 


pany until about a year ago. He 


is a former president of the old product wanted ' ea REPAIR a 
National City Bank which late: of Auk Yq-V) THREAOS 
merged with Union Planters Na by all 

va Bk distributors’ 


Mr. Crosby leaves his wife, Mrs 


Imma _ Crosby salesmen 


Elmer C. Thuston, It’s the nationally advertised Heil-Coil* Shop-pack— 
needed in every shop — wherever threads strip, wherever 
bolts break or freeze. With it, anyone ca- drill out old 
Elmer C. Thuston, president of threads, re-tap, wind in new stainless steel threads — same 
Birmington Saw Works, Birming size as original, but far stronger, more durable, and ab- 
ham. Ala.. died on Nov. 4 solutely strip-proof and corrosion-proof! 
Shop-packs sell for as little as $18.50. Each contains the 
special tap needed, an inserting tool, and supply of 
Heil-Coil Screw Thread Inserts of one size. Shop-packs 
are available for any thread size from 6-32 to 142-6 NC 
and 6-40 to 12-20 NF series (also pipe thread sizes). 
You get extra discount, plus the backing 
of Heil-Coil national advertising and pro- 
motion, plus big portfolio of promotional 


Join MARCH OF DIMES; = = 
Distributors are being carefully chosen 


for each territory, so act fast if you want 
in. Send coupon or, better still, phone 
right now— Danbury, Conn. Pioneer 
3-0242 Extension 30) 


Birmingham Saw Works 











*Reg. U.S. Pat. Off 


r ne a ee Oe 
| HELI-COIL CORPORATION 
6 301 Shelter Rock Lane, Danbury, Conn. 


Please send me information on becoming a Heli-Coil Distributor. 








Nome ____ Title 











Address 








I 
I 
I 
| Company 
I 
I 


City__ eS ae __Zone State 


. ae oe oe om ao om oe ow oe oe oe oe ae a a ow ao 6 


In Canada: W. R. Watkins Co., Ltd., 41 Kipling Ave. So., Toronto 18, Ont. 
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NEW 


BRIGHT Start on pag » 124 
IN Ei WV 


ia TOOLS =~ | 


. . 
wnnlioe Here are five new catalogs 
” rs yom 





recently off ‘‘the production line’’ 


ae 
= 


at Donnelley’s. 
AS, Built according to the 
up-to-the-minute experience 
and wishes of five good companies, 
ri a Hr they have also had the Zz. 


iis Lil; Se x > . < » ic 
benefit of the latest tested ideas Philip Schmalaker and S. I. Resnick 








poly 
ceumranr 


and methods of compilation. Resnick. Schmalaker 
Acquire Petty & Wherry 

S. I. Resnick and Philip A 
Schmalaker have purchased Petty A 
and better catalog Wherrv Inc., 28-vear-old Brooklyn, 
N. Y., power transmission firm. 
, ; \\ F Pettv, who founded the 
Let's talk it over. mpany and resigned from active 


iwement early in the vear in 


OPIOIr O- NOPD 


Are you thinking of a new 


: 


for your own company? 


No obligation at all. man 


favor of the new owner-partners, 

Simply drop us a line today. died in August. Mrs. Ida Petty re 

mains as chairman of the board 

Mr. Resnick is president, Mr 

, Schmalaker secretary-treasurer and 
‘Bond W. C. Miller vice president 

Sasnve cones r. Resnick has been with the 

The Lakeside Press since 1954 as sales engineer and 

recently sales manager. Mr 

ilaker joined the company 15 


R.R. DONNELLEY & SONS COMPANY "soni hn sx 


Casurer since 1945. 
CATALOG COMPILING DEPARTMENT Donald Hagstrand, who has been 


ittached to the warehouse for the 


390 East 22nd Street | pt two and a half years, was r 


ently promoted to outside sales 


. man 
Chicago l6 Mr. Resnick said expansion plans 
ill for the addition of two more 

side salesmen. Office obit 


CAlumet 5-2121) have recently been reorganized 


SVS 


- A 








SMT TMZDO>< Z>Z0HOE | 


THE MOSSMAN YARNELLE CO round a_ perpetual inventory 


vue MOLANA 


~ 
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Skil Enlarging 
Chicago Facilities 


4 $150,000 addition to the Skil DISTRIBUTOR SAYS 


Corporation’s main plant at Chi 


cago is under construction it was 
innounced by the firm’s president, A ™N G L Gg Ge «A r 
Bolton Sullivan. 

The 15,000 sq. ft. addition will 
be an extension of the second floor S & i ! ba 
it the northwest side of the plant. 
I'he space was needed to allow for = 
expansion of engineering and re q t Ss ee * f 
search facilities 

[he new area will also permit TO DESIGNERS, ENGINEERS 
onsolidation of product develop 
ment and design, and test laboratory 
departments. The entire addition 
will be air conditioned. Plans call 
for completion of the construction 
on or about March 1, 1957 

[he plant area will be 277,000 
sq. ft. with the new addition, 


“No cogitating, no hesitation on the part 
of designers, engineers or laymen when 
they see the ANGlgear trio. ANGLgear 
' ripe for automation—compact—powerful— 
which, like former expansion proj versatile and, of course, aircraft quality,” 
ects, was designed to conform to 
the original architectural pattern of says G. E. Poplar, Patiyn Gears and Transmissions Corp., Chicago, Ill. 
the building 


Patlyn Corporation’s men have discovered that ANGLgear 





appeals right off to designers and engineers. Standardized 
ANGLgear provides a simple, compact, positive 90 
takeoff at far less cost than custom units. ANGLgear 


always available from stock in }s, 1 and the new 5-hp 


rating with 2 or 3-way shafting and 1:] or 2:] gear ratio. 
And ANGLgear. because of its universal mounting feature, 


is easy and economical to install. Among the many com- 


panies that Patlyn considers good prospects for ANGLgear 


are manulacturers of conveyors, automatic controls, ele 


trical equipment and packaging machinery 


There are many equipment manu 
facturers in your territory who have 
90° power transmission problems. Call 
: on them with ANGLgear. You will 
James B. Cook, Jr. find sales easy to close. 


Cook Joins Hays Mfg.., WRITE FOR INFORMATION. THERE 
MAY STILL BE A TERRITORY NEAR 


Was Distributor Officer YOU THAT IS OPEN 
James B. Cook, Jr., has joined 
Havs Mfg. Co. as sales manager of ee, 


the general products division. He — - een a 

will direct division sales to water =S—> r) } + ‘} t) 4, | 7 —— 

ind gas utilities, manufacturers and R 

distributors AIRBORNE ACCESSORIES CORPORATION 
Mr. Cook had been vice — 1414 CHESTNUT AVENUE, HILLSIDE 5, NEW JERSEY 

dent and sales manager for ‘The 


C. I. Thornburg Co., Inc., Hunt 
ington, W. Va 
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Just four numerals to some people 
.. . but to us and our Distributors 


.. . @ DATE TO REMEMBER! For 
that’s the year we BEGAN serving 
Distributor needs in all lines of rub- 
ber belting, hose, packing . . . and 
we've been at it ever since... 
growing steadily in size and scope 
because of the enthusiastic coopera- 
tion of our Distributors . . . an in- 
tegral part of the picture of the 
growth we anticipate in serving our 
Distributors through the years 
ahead. 


HOME RUBBER COMPANY 


TRENTON 5, N. J. 


Branches in 
New York and Chicago 


NEW YORK—WOrth 2-4460 
CHICAGO-CEntral 6-060! 
TRENTON 5-6171 
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» Thompson, Jr. 


Thompson Elected Head 
Of Bostwick-Braun 


H. L. Thompson, Jr., has been 
ected president of The Bostwick 
He fills the 


. + 
Cilt Cie 


S manager and most recenth 
] 
Sit 


ent and general man 
He 1s director of ‘Toledo ‘Trust 
».. Toledo Scale Co., ‘Toledo Plate 

& Window Glass Co. and Mather 

opring Co. Mr l hompson is also 

1 member of the executive commit 

tee of the National Wholesale Hard 
re Association 


On Firm’s Board 


\. FE. Hargreaves, sales manage 
(he Bostwick-Braun Co., has 


ippointed to the board of 


Joins LeTourneau 


Vernon Bingham has joined R. G 
LeTourneau, Inc., as trade promo 
oordinator. He will be r 
sponsible for coordinating the firm's 
industrial exhibits programs, arrang 
trade show participation and 
developing appropriate display ma 


terials and sales aids 





Allegheny Ludlum Makes 
Vice President Changes 


Carl B. Pollock, vice president 


operations, has been elected vice 


president in charge of manufactur 
ing planning and policy by Alle 
gheny Ludlum Steel Corp. 

In addition, three new vice presi 
dents were Merle J. Gra 
ham, vice president in charge of 
production; Dr. Rush A. Lincoln, 
vice president and technical direc 
tor; and John E. Groves, vice presi 
dent, industrial relations. 


elected: 


Expands Seattle Staff 


salesmen, Harvev B 
Lucas and John H. Snedeker have 
been added to the Seattle, Wash., 
district office of Allegheny Ludlum 
Mir. Lucas was previously a branch 
manager for Woodburv & Co., Port 
land, Ore. Mr. Snedeker had been 
with Inland Steel, Joseph ‘T. Rver 
son & Son, Inc., Chicago, and Pu 
get Sound 


Iwo new 


l'abricators 





James W. Heck 


American Pulley Names 
Cleveland Area Manager 

James W 
district manager of 
Pullev Co.'s Cleveland territory and 
will make Village, Ohio, his 
headquarters 

Nir. Heck has been a specialist in 


Heck has been named 
he American 


Bay 


power-transmission sales engineering 
for the past five vears; he has an 
engineering degree from Ohio Uni 


versity 


An Extra Sale... 
Additional 

Profit for You 

at the Same 

Time You Sell Those 
Grinding, Buffing 
or Polishing Wheels! 


Plant Operators 
Welcome the 


Ge Waste 


as a Protection 
to Workers’ Health 
and Expensive Equipment 


So you sold the man some Grinding, 
Buffing or Polishing Wheels! Why let 
dust settle on a good sale? It's a more 
profitable sale for both you and your 
customer when you sell him The Cin- 
cinnati AIR MASTER, too. This efficient, 
self-contained dust collector unit is 
urgently needed in every plant where 
grinding, buffing or polishing of any 
kind is done. 

Designed to thoroughly filter dust and 
grit laden air from all makes of Grinders 
and Buffers regardless of whether new 
equipment or equipment already in- 
stalled and in cperation. 

Get the facts—get more mileage and 
profit per sale with the AIR MASTER 
and other The Cincinnati products— 
QUALITY equipment since 1902. 





THE CINCINNATI ELECTRICAL TOOL CO. 


e CINCINNATI 4, OHIO 


312 MT. HOPE AVE. 
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BARNES 


SAW BLADES 


On-the-job sales assistance 


increases distributor sales. 


Barnes is a specialty manufacturer. All facilities are devoted 
entirely to the perfection and production of top quality band 
and hack saw blades. Inventory is high to assure you prompt 
delivery of each order. Costly follow-up procedures are eliminated. 


Barnes sales engineers are trained, metal cutting experts. 
They give your salesmen on-the-job seliing assistance and 
advise your customers on metal cutting problems. This service 
increases your sales efficiency and creates good will for your 


company. 


Barnes advertising and publicity programs pre-sell Barnes 
blades to your customers. Your salesmen know that the Barnes’ 
reputation eliminates sales resistance. 


Barnes sales aids help your salesman produce sales. The 

Handbook of Metal Sawing” and the “Hack Saw Production 
Calculator” plus effective technical literature build sales for Barnes 
distributors. 


Constant research keeps Barnes engineering obreast of latest 
developments. This creates customer confidence in Barnes 
blades and in your service as a Barnes distributor. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


ee 
. ’ 


uhen cutting counts <)3> count on Sarues 


BY 
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Douglas R. Starrett 


L. S. Starrett 


Advances Executive 


Douglas R. Starrett has been mad 
executive vice president of The L.S 
Starrett Co. He had formerly been 


sident in charge of plant 


yperations 
Mr. Starrett joined the firm as an 
ipprentice toolmaker and also served 
hief methods engineer and assist 
( president He is a great 


lson of the founder of the com 
v, Larov S. Starrett. 


Hardware Increases 


Hand 
Group Insurance Benefits 


Group insurance benefits have 
een increased for employees ot 
Hand Hartford. 
Conn covered 


Hardware Co., 
All personnel are 
premiums arc completely paid 
by the firm. 

lhe improved program includes 
pecial employee life insurance pro 
tection, in addition to the weekly 
me benefits previously in effect 
lost from work because of 


$ or non-occupational injury 


Adds Oklahoma Branch 


\ new branch has been opened 
by Fort Worth Steel & Machinern 
( it 1413 West Reno St., Okla 
Okla., to serve Okla 
Texas pan 


homa City, 
homa and part of the 
Teas | H 


sales engineer 15s 


handle 
listrict 


the new operation 


\pperson, 


directing 





Link-Belt Takes Over 
Detroit Power Screwdriver 


The Detroit Power Screwdriver 
Co. has been acquired by Link-Belt 
Co. through the exchange of 20,020 
shares of Link-Belt common stock 
I'wo and one half shares of Link 
Belt were given for each share of 
Detroit Po 

The Detroit firm manufactures 

e screwdrivers and related 
issembly equipment. It 
ed as a subsidiary by 
nagement which 
W. Bailey, who 
1926 with his 


New California Plant 


Construction is to begin this 


ng by Link-Belt on a new plant 
Montebello, Calif The new 
pliant will more than double present 
manufacturing facilities in Los An 
l will replace Che 
branch store and dis 

‘fice also wil] be housed 

s expected to be 


195 


Bill Murray 


Murray of Owatonna Tool 
Is Assistant Sales Chief 


Bill Murray has been made assist 
int sales manager by Owatonna 
loo! Co He will assist Robert L 
Allyn, sales manager, with sales 
planning and administration. 

Mr. Murray formerly had been 
redit manager and supervisor of 


ustomer sales 


KALAMAZOO 


...worth more to you 


For a big, fast machine that will give 
you high-production sawing of 12-inch 
round stock, 20-inch flat and 12-inch 
pipe—and maintain hair-line accuracy— 
write for complete details or contact your 
local Kalamazoo distributor. 


MODEL 1220W 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO COMPANY 


718 HARRISON STREET... KALAMAZOO, MICHIGAN 
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wW-S 150 Ib 
Stainless 
Steel 
Fittings 


se AND IN 
FULL 
PRODUCTION 


NOW 
IN 
STOCK... 


New production machinery and techniques developed at 
W-S Fittings Division now assure you of prompt deliveries 
on corrosion resistant stainless steel pipe fittings. Your local 
W-S stainless steel distributor will be glad to fill your order 
from his stock. 

W-S 150 lb stainless steel fittings, types 304 and 316, re- 
sist a wide variety of corrosive services in petroleum, chem- 
ical, petrochemical, food and other process industries. They 
are also ideal for many low temperature operations because 
of their inherent toughness at sub-zero conditions. W-S 150 
lb fittings can be obtained in sizes *” to 4” in either screw- 
end or socket-welding types to meet your 
needs. 

For detailed technical information on 
our 150 lb line, send today for Bulletin 
S-3-55. For prompt price and delivery infor- 
mation call your nearest W-S distributor. 


Write to W-S Fittings Division, H. K. Porter 
Company, Inc., P.O. Box 95, Roselle, N. J. 


HP W-S FITTINGS DIVISION 
) H. K. PORTER COMPANY, INC. 
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Brooklyn Distributor 
Opens New Building 

Pacific Hardware & Suppiv Co 
has moved from Brooklyn to 
12.000 sq. ft 


Rockawav Boulevard, Jamaica, | 


a new 
building at 161-01 
ong 
Island 
[he company’s former headqua 
Atlantic Ave., Brooklyn 

will be retained as a branch 
Its warehouse at 533 Atlantic Av 


ters at 3/6 


store 
il] be \ icated 
J. Granowitz, the 


ind relocation w cl 


WHCT, Sale 


to give better 


firm 
] dustrial nd uirlines 
nd [he 


‘ 


mn Long 
7 
hnewil\ bu ind ¢€ 


hand! 


Abrasive & Supply 
Celebrates Sales 


monthly quota 


“a - - 
ne otmece and tater 


— , ] 
us t insported the g 


l wood ( isino, 





® 


NEW POST: John Rabuse has been 


made assistant to the president at 
Coil Corp. With the 
held the 
of customer 


in charge of the original 


Heli 
firm since > 
he has positions € m; 


] 


Servi and sales 


market 








l #1. Caster sales idea series 





J. W. McEvoy 


McEvoy of American Hoist 
Become Subsidiary Officer 


John W. Mckvoy has been ap : fe, a c ert oy 
pointed vice president and general 
manager of the Lebus Mfg. Co., a Galloping trash rane: pene 
new and wholly owned subsidiary 


of Americ an Hoist & Derrick Co. $20, OOO worth of casters 


Before his new assignment, Mr 
McEvov had been with American Not much money in casters you'd think? Well, look at 
Hoist 17 vears. When he left. he sale up in Syracuse, N. Y., of a thousand Bassick Floating 
eee Se Hub Casters. 
was superintendent of structural : 

Ls at the St. Paul vl lan Sal The application involved a fleet of 250 trash trailers carrying 
WOTKS at thc aul plant; he hac quarter ton loads over rough floors, railroad sidings and open 
also been works manager of the ground at tractor speeds of 10 to 12 mph. Ordinary casters 
South Kearny, N. J., plant just couldn't take it. In fact, on two all-metal 3 lb. payload 

Mr. McFEvov is a member of sledges, conventional casters had lasted only one day That's 
the American Welding Society and where they decided to test the Bassick Floating Hub casters. 
\ R ; — The test casters are still in use today -- over a year later. 
the merican ciety of toed Now they're welding Bassick Flcating Hubs on the trash trailers 
Engineers and one industrial salesman has himself an order worth close to 
$20,000. How about galloping trash trucks in your area 


Know your products 
Bassick Floating Hub's advantage over ordinary caster 

U. S. Steel Fills sales point it will pay you to remember. The Floating 

. a. , provides true shock absorption of 
Division Sales Posts horizontal as well as vertical 

; , impact, and eliminates caster shimmy, 

Frank E. Kyndberg succeeds his wobble or instability. 
brother Elmer, who died, as gencral This means you can recommend them 
sales manager, cyclone fence depart not only for fragile or liquid loads 
but also for heavy duty over rough 


ment of American Steel & Wire 
floors at high speeds. 7.1 


Division, United States Steel Corp 
Before his promotion, Mr. Kynd Wheel rides up and over obstacle without lifting load. 

berg had been Waukegan, IIl., dis - ;, — 

trict sales manager. He joined cy : } R/S } ; ) 

clone 31 years ago and also was Vel 

district sales manager of the Savan i's Wwe St Kg}. 

nah, Ga., division and a salesman 

at the Milwaukee and Waukegan 

offices. 


Arthur C. Correll, assistant dis > tJ B i . , 
trict sales manager in Waukegan, Pei! ass ‘4 
has been promoted to Mr. Kynd =; a esveiaiiniie “aie” 


berg’s former post, sales head of MAKING MORE KINDS OF CASTERS .. MAKING CASTERS 00 MORE In Canada: Belleville, Ont. 
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STOP HUNTING 
FOR THESE 


£m, 


Now... 
One source for all... 


One of America’s leading Safety Equipment Manufacturers 


Mr. Distributor, you can now provide a complete line of 
PULMOSAN Safety Equipment . .. the line more and more PA's are 
specifying ... the line on which you'll roll up steady repeat orders. 


Here’s why : PULMOSAN reaches everyone in the chain of 
buying command through consistent advertising. PULMOSAN 
leads in developing new and outstanding equipment for 
respiratory, eye, face and general industrial employee 

safety needs. PULMOSAN quality control assures a standard 

of product excellence that never varies ... that can be 
depended upon year after year. 


PULMIO'SAN POWERFULLY ADVERTISED. PRACTICALLY PRICED. 
PROMPT DELIVERY. 
Gecdink 


Write today for Complete Catalog and Distributor Price List 


Pulmosan Safety Equipment Corporation 
644 Pacific Street ¢ Brooklyn 17, New York 
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the Waukegan district. Mr. Correll 
had been district sales manager at 
Savannah, Ga 


Reorganizes Operations 


Frank E. Kyndberg, general sales 
manager of American Steel and 
Wire Division’s cyclone fence de 
partment, reported a_ re-alignment 
f sales operations and appoint 

nts to two newly established 

sts 

Joseph F. Boyce and C. J. Kinman 
have been elevated to the new posi 
tions of eastern area sales manager, 
Newark, N. J., headquarters, and 

uthwest area sales manager, Fort 
W orth, Tex., offices 

in addition,” Mr. Kyndberg said, 
‘we will have a pacific coast area, 
with headquarters at Oakland, 
Calif., a central area, with offices in 
Waukegan, and a southeastern area, 
vith principal offices in Savan 
nah, Ga 

\ir. Boyce has been eastern dis 
trict sales manager the last five vears 
With the company 21 years, he was 
ilso sales manager of the southeast 

ind Waukegan districts 

Mr. Kinman has been with cy 
lone also 21 years and the past two 
vears had been assistant southwest 


district sales manager 





HOTEL STATLER 


WINS AWARD: Robert D. Black 
left), president and chairman of the 
board, The Black & Decker Mfg. Co., 
receives the Financial World “Oscar 
of Industry” for the best annual re- 
port. Weston Smith, originator and 
director of the annual report survey, 
makes the presentation. 





Because customers want 
realistic answers fast 
on small hole drilling 
‘and tapping problems... 








Profit-wise distributors 
speak up for 


Ettco tapping attachment 
made in sizes to fit any d 
press For sma mediu 
and large taps and cie 
Popular stock items, sold 


universally for basic tapping 
needs 


William P. Scott 


Thomson-Diggs Honors SPECIALISTS IN THE PLANNING AND 
Scott, 50 Year Man MANUFACTURE OF EVERY COMBINATION 
. OF EQUIPMENT FOR SMALL HOLE 


William P. Scott, general superin 
DRILLING AND TAPPING 


tendent of the Thomson-Diggs Co., 
Sacramento, Calif., recently cele 
brated 50 vears with the firm. At When Ettco distributors team up with Ettco engineers to plan a small 
hole drilling and tapping program, the customer finds it easy to take 
The equipment is always realistically priced, exactly suited to the job, 
never needlessly over-powered — and will be delivered on time. 
That’s because Ettco equipment is built by specialists of standardized 
him with a television set. “Unit-Engineered” parts and fewer parts, most of which are inter- 
Mr. Scott joined the company as changeable for other jobs. 
a stock clerk at the age of 16 and There’s another big Plus. Dealing with a single supplier who offers 
was promoted to general superin undivided responsibility and complete, authoritative answers on all 
tendent 20 years ago. He was elected drilling and tapping problems, your selling job is simplified! 
a director in 1947 


1 banquet honoring Mr. Scott for 
his service, Charles L. Mason, presi 
dent and general manager, presented 


4 
/ | The famous “Tap & Drill Twins” shown 
ee ~ vane | at the left may be used separately or 
an \ 
© . \ = | ndl ' 
Skinner Chuck in combination — single spindle or with 
i ; multiple heads as required. BELOW they 
Expanding Plant ; are combined with standard Ettco multi- 
. ple heads and work holding fixtures to 
Plans have been made bv the make a fast, high production special 
Skinner Chuck Co. to add 20,000 oo machine. Their possibilities are 
sq. ft. of production and storage i limited 
space and 6,500 sq. ft. of additional 
space for its expanding engineering 
departm« nt 
Paul K. Rogers, Jr., president, As an Ettco distributor, you 
said “Although we moved into our can cash in even more on the 
present building only three vears extra profits available by 
have alreadv outgrown it.” “speaking up for Ettco” when- 
ever there is a small hole 
drilling and tapping problem. 


Advances Bridge 
Regis O. Bridge has been ad 


anced fro purchasing agent to 
rat MR BM I ta gp te ETTCO TOOL & MACHINE CO., INC. 
CUICClUl ) a SCS Cl 

' 569 Johnson Avenue, Brooklyn 37, N. Y. 


ble Steel Co. of America. With the 
company 37 vears, he had been Chicago * Detroit * Los Angeles * Indianapolis 
| TAPPING ATTACHMENTS ¢ MULTIPLE HEADS © DRILLING & TAPPING UNITS AND MACHINES 


cing ager 950 
purchasing agent since | SPECIAL MACHINES © INDEXING FIXTURES © TAP & DRILL CHUCKS 
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PRODUCTION 
FINISHING 


GENERAL 
FINISHING 


TOUCH-UP 


AUTOMATIC 


——*, 
Ep ons 
APPLICATION we 


HEAVY FLUIDS 
& COATINGS 


SPECIAL t 
PURPOSE 


| Model 171 
flocking 


The Binks line 
has spray guns 


for applying any 
finish or coating... 
FASTER...BETTER 


Fine finishes...plastics...heavy-bodied 
coatings—production line tempo or 
occasional touch-up...there’s a Binks 
spray gun and nozzle combination 
that is just right for the job...will give 
your customers better coverage with 
fewer passes. 


” Model 26 


Model 18 Model 7 


Model 19 


Model 7E2 





Model 190 
dusting—drying 


Binks complete spray gun line is the 
result of having wrestled with the 
spray application of every imaginable 
fluid since Joseph Binks invented the 
first practical spray gun over 50 years 
ago. It is the result of a shirt sleeve 
knowledge of your finishing and coat- 
ing problems and how to solve them. 


A profit builder for you 

Binks spray gun line has ready accept- 
ance among your customers. It is part 
of a complete line of over 1100 spray 
finishing and coating equipment prod- 
ucts...all backed by a long-standing, 
sales-producing advertising program 
Ask the Binks representative 
nearest you about the advantages of 


being a Binks distributor. Or, if you 
prefer, write direct to the address below 





Mr. and Mrs. R. M. Gattshall 


Gattshalls Celebrate 
Golden Wedding 


ilph \l Gattsha , WhO retired 
» from Republic Rub 
f Lee Rubber & ‘Tire 


, a | 
eieDrated his golden 


wedding 
versary with his wife on Christ 
mas day in San Diego, Calif 
With them were Mr. and Mrs 
Q. S. Dollison, who went from Fort 
Lauderdale, Fla., for the event. Mr 
former vice president 
eral manager of Repub 
ind Mrs. Gattshall were mar 
hristmas dav, 1906. Mr. Gatt 
ear career with Republic 
Rubber included many 
manager and 
was southern 
1 he retired in 
1931 he he ped organize 


nt Merchandisin 


lustria 


g Committee 


supply asso 


1i¢ 


Ask about our spray painting school 
Open to all...NO TUITION ...covers all phases 


Aids Charity 
he late Irwin R. Shadbolt, re 
red president of Shadbolt & Bovd 
Milwaukee, left 2% of h 
state to charitable and _ religious 
SHRAY FAINTING groups. B. G. Slater, attorney, 


mated that the estate 1 ight 


) 
Ah Nv - 


ACCESSORIES COMPRESSORS SPRAY BOOTHS 


Binks Manufacturing Company 
3128-30 Carroll Ave., West, Chicago 12, Ill. 


ALL ALAA es 





th as $500.000 


1, 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED EP DIRECTORY ~ 
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Cochran Heads Branch 
Of Hamilton Rubber 


John Cochran has been made 
branch manager for the Hamilton 
Rubber Mfg. Corp.'s southern divi 
sion with Atlanta, Ga., headquar 
ters. He has had 10 years’ experi 
ence in the mechanical rubber 
goods field including factorv, sales 
office and outside selling experience 
in Georgia, North Carolina, South 
Carolina and Tennessee. 

he sales staff has been increased 
ind Mr. Cochran said that one day 
delivery is available to distributors 
in Georgia, Alabama, Florida, South 
Carolina, North Carolina and Ten 
nessee. Salesmen now covering the 
territory are: William C. Faulkner, 
Georgia; W. Beta Coker, Florida: 
Joshua B. Montgomerv, South 
Carolina; and Chester L. Butts, 


l‘ennessee 


~~ 


> 
© 


John Cochran 





Jewel Directs Buffalo Sales 
For U. S. Rubber Division 


L. L. Jewel has been promoted 
to Buffalo district sales manager fot 
the mechanical goods division of 
United States Rubber Co. He suc 
ceeds P. ]. Guilfoil who resigned. 

Mr. Jewel has been a member of 
the mechanical goods sales staff at 
the Buffalo branch since 1944. He 
will cover western and central New 
York State and the north-eastern 


nol f Pennsvlvania 





j 





HOOKS and LACERS Mi//I97) Is 


| WORKIN 
Muscle is old-fashioned—and expensive when FOR Yoy Py 


there is a machine to do the job faster and 
better. Exerting up to 45,000 lbs. pressure MERICANW » 


Clipper Belt Lacers lace belts as wide as 12 "ESSOR LLER ang 
inches all in one operation. And with such TE CANNER 
pressures, Clipper Belt Hooks are in to stay YESIGN = 
The design of the hooks and the method of Floy 
installation distribute strain evenly across the D PROCEen 
belt without injuring belt fibers or otherwise Mt onan SSING 
weakening the belt at the joint. Choose he an, TORY 
Clipper machine-lacing as the modern answer % ‘NOUSTRIEg 
to your belt-fastening problems. 

FOR MORE INFORMATION Detailed product in 

formation and case history examples of Clipper ma 

chine-lacing benefits are contained in bulletin Nc 

157. Send for your free copy today. > 


PRO 


7 FREEZE p 


Aue 
OWS 


Ask your Industrial Distributor for Clipper Products 


BELT LACER 
COMPANY 


—_— 


992 Front Ave., N. W. Grand Rapids 2, Michigan 
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power of 
ATOMIC 
ENERGY 


QUALITY 7» 
CONTROL 
on master, joiner and end links— 


adds to the superiority of 


™™ 


factory made 


alloy sling 
chains! 


More and more distributors are cashing 
in on the growing market for TM factory | ; cee oe 
made Alloy Sling Chains—and there are g 
good reasons! These famous Slings meet 

and exceed the demands of industry. 

They’re tougher and safer, due to new 

Gamma Ray (X-ray type) quality control 

on master, joiner and end links... Con- 

trolled Atmosphere Heat-Treating and 

other new production techniques. In ad- 

dition, only TM Alloy Slings are equipped 

with patented Tayco Hooks—the finest 

on the market! Start selling TM Alloy 

Chain and you'll gain well-satisfied 

customers and rich profits right away. 

Write for Bulletin No. 13. 


Advertised in Business Week er’ 
and leading trade magazines! " \ ay 


Backed up with effective sales helps! S 


D. K. Bailey 


Ft 
Tayior MapE \ ‘a ie aes mice il Rr Weston Electrical Appoints 


oe en oa ae Oe eons Oe er Branch and Area Managers 


\ 
e \, 3505 Smaliman St., Pittsburgh, Pa 
el ee \ \ branch manager and two dis- 
(Tl nted 


t managers have been appoint 
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by Weston Electrical Instrument 
Corp. as part of the firm’s sales e 
expansi n program 


Kenneth C. Moulton has taken 
the post of manager of the Los : 
Angeles branch office. He previ ww re rope 
ously had been with General Elec 
tric Supply Co. as Los Angeles sales 
manager 
Edward B. Annett, Jr., has joined 
the company as Cincinnati district 
sales manager. He had formerly 
been with Western Electric Co. 
Pennsylvania Power & Light Co 
and Edwards Co., Inc 
Dudley K. Bailey, former sales 
representative, has been promoted 
to district sales manager for th« 


Buffalo territory. Mr. Bailev has 


to ZU 


been with the company close 
vears and during the past 10 years 


; 


1 : 
as a sales representative in both 


it ind = norther New 


Marsh Directs Western Sales 
Of Armour & Co. Division 
\ v S. March has been ad 
rm division sales 
coated abrasives 
Armour & Co. Mi: 
been covering the Ind 
Baltimore areas as a sales 
nd will now make Chi 
headquarters 


lition, three division sal 


’ 


ENGINEERED 
ugene F. Land FOR SAFETY 


headquarter 
\Ir. MacMillan 
| M Land in 


ive been appointec 


llawav, George D 


@ Crane ropes and wire 
rope slings must be of 
high quality for safety’s 
sake. That is why U-W 


wire rope and slings, 





assembled with U-W fit 
FATAL ALLURE tings, are so often spec 


New scourge of Florida's citrus belt, ified for hoisting and 
’ 


the Mediterranean fruit fly, is being VA many other indus al 
lured to a poison-bait death by oil of ZZ uses. For reliable sery 
angelica seed. This oil has been used . 

as a perfume in milady’s boudoir, so 7 
the fruit fly isn't the first to be at 


tracted to trouble by its motivating THE UPSON-WALTON COMPANY 
oe 12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
New York . Chicago . Pittsburgh 


” ice, call your Upsor 


Walton DISTRIBU TOR 


publication, comments 





MANUFACTURERS OF TACKLE JLOCKS, WIRE ROPE, ROPE FITTINGS —ESTABLISHED 1871 








INDUSTRIAL DISTRIBUTION ¢ JANUARY, 1957 245 





QUALITY PRODUCTS 
+ 


STEADY PROMOTION 
= BETTER SALES ~ 


this formula has made KEY pipe sealing 
compounds “Best Sellers’’ for 38 years 


—Key Pipe Joint Com- F . 
pounds provide tight, permanent leckproof seols, never io se 
freeze in the joints, break quickly and easily. pray cy 
PIPE JOINT Walter W. Weismann 
—with o steady program of COmPoUND 
attention-getting advertisements in 10 leading national 


industrial publications, plus liberal sampling and power- 1 r —<_ ; ; ! 
ful follow-up soles letiers. —= Heads of Competing Firms 





i” Ae ened — 


ctentete 2 tiene For oil. ses, Join Each Others Boards 


supply houses hove been stocking KEY compounds for over F * li : 
20 years. Their customers’ orders specify “KEY—no fp a Walter W. Weisman 


bstitutes."* . 
substitutes . f Graton & Knight ¢ 


WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


Ww al 
W-R-NI 
DIVISION OF QC f INDUSTRIES 
INCORPORATED 
Plant: Missouri City, Texas . Mailing Address: P.O. Box 2117, Houston, Texas 1 and 
of the 
said the 


maintaining thei 


roduct 


L« 


respects and will 


; , | , 
dependents 


li try ; | 


LICCLOTS ) Cad 
vas done to improve 
ons through the exchange of 
ind thus benefit the 
leather field w 
cts has beer 


ent vears 








“And now for $64,000... what's ; 
HELLER TOOL going to announce Feb. 1?” Frederick W. Baldt 
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Ray Neal Takes 


Association Post 


Ray C. Neal has been named to 
the new position of executive secre 
tary of the Buftalo-Niagara Sales 
Executives Inc., Buffalo, N. Y. The 
post is not a salaried one 

Mr. Neal retired at the end of 
1955 as president of R. C Neal 
Co., Buffalo, after 42 vears as head 
of the firm. He has come out of 
retirement at the age of 70 to start 
a new career because he “didn't 
want to quit working.” 

While Mr. Neal is not connected 
with anv single company in his new 


l 1 


work, the job of coordinating the 


activities of the sales executives’ CARBIDE TOOLS 


group will keep him in close touch 


with the business world 
+ 7. 
Ile is a former president of the for increased cutting tool sales 
National Industrial Distributors’ As 


sociation and a former director and 

treasure! f the Buftalo-Niagara TOOL HOLDERS and 

Eales Executive ee Winel fe eae THROWAWAY CARBIDE INSERTS 
tinuing as a partner in Ene Indus 


trial Supph ( »., Erie, Pa , Catalog “a. 
Sprout-Waldron Plans \ gs | 
: ™~ 


General Sales Meeting 


\ general sales meeting of all its 
district sales engineers, including 
‘ = ‘ iin taaes Broached 
those in Canada and Latin America, Type 
has been scheduled by Sprout, Wal 

, ' Fast delivery, quick service, 
dron & Co., Inc. for Jan. 14-18 


; selective distributor policy and 
Company officers, as well as all 


national advertising help you 
division sales managers, will partici 
pate in the five-day meeting. The get your share of this fast 


firm’s latest products and services CARBIDE 


1] } Write, wire or call for 


will be discussed 
BLANKS details . 


PORTABLE COMMUNITY r’ LL. 
An entire two-block stretch of 17 , 

homes was moved across town in Fort 

Wayne, Ind., by truck, reports Fleet & . : 


Owner, McGraw-Hill publication. The 


houses were moved three at a time to atin 


a site where they were reoccupied by aa - 
the families who had vacated until the 
move was completed. Twelve duplex i 


growing cutting tool business. 








log 851C 
and three single-family dwellings ame 


were shifted, each weighing 45 tons; 
two multi-floor dwellings weighing 55 B E Ss LY - Ww E L L E Ss 
tons each also made the trip along CORPORATION 


streets whose trees were trimmed for BESLY eet. oc Chas. N. Besly 8 Co.. 1675 


the move 106 Dearborn Avenue ° South Reloit. Illinois 
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Exclusive Features 
Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 
orders. 


j 





Raed 


“CENTER-HOLE” PULLING 
—an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Eccentric loading has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are casy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here’s an exclusive feature that 
benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It’s 

fully described in catalog 56. 


mPGES OF INDUSTRIAL 


HYDRAULIC JACKS 


wor.ro's taacest 
MECHANICAL AND 


vmaros SACKS «oc. 


2O1-TO! 





LIFTS FULL CAPACITY 
ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with toe lifts rated at half the 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 
tomers. And more sales to you. 


COMPLETE SIMPLEX 
LINE INCLUDES : 


. 


- 


q 


A 


Re-Mo-Trol Lifting Roms and 
Pullers — 10-100 tons 


New Rol-Toe lifts 


full copacity on cap 
or toe 


Screw 
Jocks— 
12-24 tons 


Standard Hydraulic Jacks—3-100 tons 
Lever Jacks — 5-55 tons 


Special Jacks for Railroads, Mines, Utili- 
ties, Oil Fields and Construction 


TEMPLETON, KENLY & CO. 


2523 Gardner Road, Broadview, Hil. 
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Clyde R. Dean. 


Neal J. Kemp, Jr. 


Louis W. Jander 


Yale Unit Fills 
Top Sales Posts 


] 
neral sales managct 


ynal sales managers have 


ippointed by Yale Materials 


nid 


two 


been 


Han 





dling Division, The Yale & Towne 
M{eg Co 

Clvde R. Dean, Jr., former dire 
tor of export sales, has been made 


general sales manager. He has been Come To CAMPBELL 

with the firm since October 1954 P 
Neal J. Kemp, Jr., has been trans For The Complete Line 
ferred to Chicago as midwestern re of SLING CHAINS 

gional sales manager. He will super 

vise sales in I]linois, North and 
South Dakota, Nebraska, Kansas, 
Oklahoma, Minnesota, Iowa, Mis _ Whatever your particular applica- 
sourl, Wisconsin, Michigan, Ohio, 7 en tion, Campbell will deliver exactly 
Indiana and Kentucky. Mr. Kemp - = the right assembly! All Campbell 
had been hoisting equipment dis . a Sling Chains are available in 3 
Detroit the ~~ grades—Cam-Alloy Steel, High 

, Test Steel and Wrought Iron. 


post of eastern regional sales man - . a i GUARANTEED 
ager. He had been with the Henn . : 4 . e FOR A FULL YEAR! 


Disston Division of H. K. Porter 


Co., Inc., Pittsburgh, as general 


every type — every size 
every grade — every attachment 


trict sales manager in 
past four vears 


Louis W. Jander has taken the 


sales manager. Mr. Jander will over 
see sales in Pennsvlvania, Maine, 
New Hampshire, Vermont, Massa 
chusetts, Connecticut, Rhode Is 
land, New York, \larvland, 
Delaware, Virginia and portions of 
eastern Canada 

I'he appointments of Messrs 


} 
he ai 


Kemp and Jander complete t 
vision’s expansion program which 
called for establishing four regional 
territories to achieve closer coordi 
nation in sales and service activities 
Regional offices are maintained in 
Philadelphia, Chicago, Atlanta and 
San Francisco 


Promotes Dunleavy 


Francis J. Dunleavy has been ad 
vanced from director of pricing and 
+ 


budget control to assistant general 


manager by Yale Materials Handling 
Division. He succeeds John T. Me Send today for your free copy of 


Carley who had been named get Campbeli’s new Sling Chain Handbook 


eral manager of the firm’s new west It contains complete details on all Campbell Sling Chain equip 

coast pl int being constructed at San together with lots of valuable information on care and use. Ar 

Leandro, Calif find step-by-step instructions for ordering each type of 
end attachment— illustrations—specifications and workir 
limits for all grades. 


Promotes DuBosque 


Clayton DuBosgue, Jr., has been 


made assistant to the executive vice 


president of American Machine & 


Foundry Co. He had been engi ger. 
Main Office, York, Pa. « West Burlington, lowa 


neering assistant to the genera Portland, Oregon * Secramente, California 


products group executive Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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IR5S7! 


“WAtemn.. 


“ss 
= 


A BETTER DEAL 


‘ 
H 


~ 





havea 30% trade-in value. a 
{V AILABLE IN PLAIN OR 
SERRATED FACE IN ALL 

DUROMETERS 











DElta 6-8900 


651 MARKET STREET 





of ilew Vcloms 20)-1-1-8. mu Ote) 17-4. be 


a, com 


7 WAUKEGAN MLLINOTS 











Bolder vnens 


$ geared to 
it fast! 
Inves- 


Baldor’s flexible sales plan 

boost your grinder profits—and do 

Proved successful in city after city 

tigate without obligation 

@ Totally enclosed motors last a lifetime. 
Keep out dust, dirt, grit, metal particles— 
can't clog. 

@ Motors never need servicing—ball-bear- 
ings lubricated for life! 

@ Dynamically balanced motors assure 
smoother operation, less vibration, greater 
accuracy. 

@ Models to satisfy every customer require- 
ment. % to 3 HP, 6” to 12” individually 
balanced wheels. Bench and pedestal types. 
Guaranteed! 





BALDOR ELECTRIC co. 
4353 Duncen Avenve © St. Levis 10, Missouri 


250 


offers more profits because 
it builds repeat sales 
Each new Speed Vise that is sold is sure to 
build repeat orders because once production 
men have used Speed Vise they quickly dis- 


cover several other places where additional 
Speed Vises will save more time and money. 


Priced lower than other drill press vises 
$12.75 to $26.75 list 


* Field assistance for your sales force 


* Sold only through industrial distributors 


if you are not selling the Speed Vise 
line, write for complete information. 


CARDINAL MACHINE CO. 
1819 Dana Street, Glendale, California 
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E. C. 


Mfg. 


Sales 


Jr. 


Gross, 


Eaton Promotes 


Two Engineers 


. R. Chandler 





Gets Controller Post 


William Bozman h on 
neering Supply Co., Dallas 
‘% whe } 7 

ind wi 
ind fina 
rorl 


r Universal 


) 
Bozm in} 


troller fe 


was 





neriy as 


Skil Assigns Area Heads specify te } LWA U * iz £ 


For Distributor Sales 


Continued from page 128 the complete line of quality valves 
oe a for all plumbing and heating 


nesota and North and South Da 
kota 





B. McKeever, west-south 
tral manager; base, New Orleans, 
La.; region—Louisiana, Mississippi, 
western Tennessee, Arkansas, Okla 
homa, Texas and southern New 
Mexics MILWAUKEE globe valves 
Paul K. Jones, Los Angeles area 
r; base, Los Angeles; region 
southe i faemts weil Actonee MILWAUKEE angle valves 
Paul Watts, northern _ pacific 
manager; base, San Francisco; re MILWAUKEE check valves 


rion—northern California, Oregon, 


western Washington and Hawaii 


MILWAUKEE gate valves 


MILWAUKEE manifold units 


L.. Hoffman, intermoun 
base, Spokane, Wash.; 
Washington, Mon MILWAUKEE needle point valves 
ming, Utah, Colo 
New Mexico 
these regional MILWAUKEE  anti-hum valves 
reorganization 
indlus- MILWAUKEE relief valves 
ies managers in 
the various re 
ese district sales managers MILWAUKEE foot valves 
t to the regional managers 
MILWAUKEE vertical check valves 
Connecticut Filter Names 
MeKay to Distributor Sales MILWAUKEE angle check valves 
\icKay 
Corp., a divi MILWAUKEE by-pass pressure 


ng Corp.. as regional relief valves 


Proved best for 
trouble-free service 


f distributor sales : ‘ 
istri r Sal : Milwaukee valve > fir , 
MILWAUKEE air check valves Milwaukee \ alve s are first choice of 

smart plumbing and heating men 


everywhere. That’s because their 
MILWAUKEE rodiotor valves reputation for quality and depend 
ability is your assurance of satis- 
faction. Add to this superior design 
MILWAUKEE miscellaneous rugged construction and trouble-free 
equipment service. It’s plain to see why so 
many contractors standardize on 
Milwaukee valves. Stocked and sold 
TROLLEY CAR CHIVALRY by leading jobbers and wholesaler 
Write for catalog B255 





Trolley cars and buses in Kansas City 





ore making night stops at all intersec 
tions, permitting patrons to board or 
alight, soys Bus Transportation, Mc 
Graw-Hill publication. The extra serv- 
ice is especially to protect women pas- 
sengers, who otherwise would have to 

THE COMPLETE LINE OF PERMANENT QUAL 
walk through dimly-lit sections of the 
cit A Subsidiary of Controls Company of Ame 
"yy 


2375 South Burrell Street . Milwaukee 7, Wisconsin 
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Sell the spring lock washers 
your customers know— 


-by name! 
= 


KANTIENK 


SPRING WASHERS 


Universally Famous for Live Action! 
i 
| 7 
a 


National Spring Lock Washers enjoy a reputation 
of dependability throughout industry and on the 
Packaging is Keyed to Volume Sales! 
STANDARD PACKS 


railroads. Powerful expanding helical spring action 
means National Spring Lock Washers keep bolted 
ages are clearly labeled, easy to store and 
display. Supplied in all standard sizes, 


assemblies tight permanently! 


Convenient pack- 


National Catalogs Help Build Sales! 
Illustrated literature available for distribution to 
le of service-proven 

or write tor 

today! 


THE NATIONAL 
LOCK WASHER COMPANY 


ARK 5, NEW JERSEY 
. EE WISCONSIN 


Representatives in 
Principal Cities 

in the United States 
and Canada 
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Edward J. Blake 


Vincent P. Mahon 


Lunkenheimer Assigns 
Five Representatives 
representative 
s been transfet 


ind f 


i\ 





Carrison 


Green 


to cover the Rocky Mountain ter 


ritory from the Denver office. He 


had been with the Moorlane Co.. 


Tulsa, Okla., as branch manager. 


and also with Crane O'Fallon Co.. 
division of Crane Co., Denver 

Mr. Green has been made Hous 
ton representative succeeding the 
late Joseph A. Birkhead r the 
last 13 vears he had been 
publi Supply ¢ 
Angeles, and W< 
Mfg. Co 


Joins Walter Kidde 
Warren Vodak has joi 

Kidde & Co., 

tive and 

fire extinguishing products out of 

the Chicago office. He had been 

with Pyrene C-O-T'wo Corp 


A. S. A. SIZES and TYPES 


of RELIANCE SPRING 
LOCK WASHERS 


Aggressive selling is not the only attribute an industrial dis- 
tributor needs to end up the year on the profit side of the ledger 
A good choice of lines and an adequate supply of different items 
are two of the major factors in getting and keeping customers 
“in the fold”. 


And when it comes to lock washers, don't overlook the import- 
ance of having access to a wide range of sizes and types to meet 
the many different requirements of industrial customers. The 
Reliance line of lock washers numbers 116 American Standard 
Association sizes . . . and will fill almost every known bolted 
fastening need where tension is a must. In addition to the com- 
prehensive line, the Reliance service department is adequately 
staffed with experienced “lock washer men” to help you with 
application, specification and delivery problems. Write today for 
more information about getting a franchise for distributing well- 
known, well-built, well-advertised Reliance Spring Lock Washers 
in your area. 


RELIANCE DIVISION 
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‘THH)) Users 


are Enthusiastic about 


product 


Only | year old 
—Already a Proved 


e When, a year ago, ACCO’s sensa- 
tional new Accoloy X-Weld 125 Chain 
first was offered, “proof of the pud- 
ding”’ came in fast—and keeps com- 
ing in! 

Men who have bought it and used 
it are loud in their praise of ACCOLOY 
X-wWELD 125—the chain with welds 
as strong or stronger than the alloy 
material—the chain that hangs 
straight as a die, thanks to its pro- 
jecting lugs which prevent kinking. 
Read these typical reports from en- 
thusiastic users: 

‘The Accoloy X-Weld 125 
Chain which we bought as a test is 
still in use [after a year}. Our men all 
swear by X-Weld. We are buying no 
other kind of chain.”’ 

“For a year, our | X-Weld] chain 
has had regular use. Its perform- 
ance is superior to that of any other 


agco 


Success! 


chain we have used. We appreciate 
its non-kinking feature. The chain 
is still in use, has needed no repairs, 
and is in Al condition.”’ 

“We have constantly used and 
abused this chain... it has held up 
under all tests . . . it is still in prac- 
tically perfect condition.” 

. . . 

@ACCOLOY X-WELD 125 CHAIN is 
available in five sizes— 4%", %", 6”, 
%” and 4%”. It can be furnished in 
special analyses and heat treatments 
to meet requirements of special ap- 
plications—corrosive jobs, abrasive 
jobs, hot or other tough jobs. 


Write our York, Pa., 


office for Bulletin DH-319 
on Accoloy 
~ <o 


X-Weld 125 Chain 


American Chain Division 


AMERICAN CHAIN & CABLE 


Better 





York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 


Value 


Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 
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- Havens 


Haven of Wright Hoist 


Pacifie 


Heads 


S I Havens is now ¢ 


1CdaCit 


Nl 


Cdl 


iTt¢ 
Haver hd 


Coast Sales 


listric 


t man 





4 NEW MULTIPLE-COPY sales slij 


S 


Dudle 
ppli 





GE Unit Appoints 
Engineering Manager 


J. S. Gillespie has been made man 

ager of engineering for the Metallu 

Products Department, General 

( In addition, he will 

t ng manager of the 
diamond _ project. 

Nir 


3 


spice jomned the firm in 
ngineer for the then 
Department. He has been 
f product planning, man 


} 


irbide tool and wear parts 


ind manager of 


“Aw lemme go —! wanna find out what 


HELLER TOOL will announce Feb. 1!" 


= ADI A 


INDUSTRIAL 
am — 


Directs Fund Drive BRUSHES AND BROOMS 


Pidgeon ¢ president 
lhomas Iron Co., Mem 


] ' Management is alwoys interested 
een made chan anage way 





Best for All Industrial Needs 


value for the money This 


initial gifts 
Your markets are 
March of 
n connected Aviation @ Meta 
c Working, Packing and 
ince 1950 and 9 ; 


Power Plants @ Paper 
who will 


LO 
S and Textile Mills @ 


Mines @ Dairies @ 
Hotels @ Schools @ 


Garages ®@ Railroads 





@ Airports @ Ware 


h @ Public Build 
CATERING TO LADIES vee ee 
ings @ etc 
Oil companies, impressed by the im 


pact women drivers are beginning to @ We urge 
buy thru their 


make on service station sales, are tak tribut 


ing on female advisers to cater to the 
iy mtr so Palen We INDIANAPOLIS 

McGrew-Hill publication. One edict of 

the lady advisers: color-clashing dis BRUSH AND BROOM MANUFACTURING CO 

plays must ge CORNER BRUSH and BROOM STS Est. 1890 INDIANAPOLIS 7, IND 














y, 
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FOREMOST 
DISTRIBUTOR = 


CONFIDENCE 
SINCE 1891 


Doily Averages by Yeors 
(Left hand scale) L 


— 


IN Petroleum Production Starts Upward 


y Averages by Weeks 


Right hand scale 


Ave) 


j om 


68 





Minton Machinery 
Builds New Quarters 


NOMLINK POSITIVE \ new building being 





structed by Minton Machinery ¢ 
Oklahoma Citv, Okla., at 172] W 
Main to serve as an office a 
nOuscC 

Ihe one storv structure, 40 x 5 
t.. will cost an estimated $40,0\ 


RIBBED TYPE Ss exper ted to be complc 


Carpenter Tube Unit Names 
Territory Sales Manager 

n has join¢ 

of the Carpc 

i Cl sales I 

New York State 

been wit 
ision of We 
tric Corp. wher 
re} no } 


rCHaASINE )») 


ft me S. Glease 


+ 


formerlh 
- } 
iti Ul 








HIGH COLLAR 
j 


POSITIVE” Lock Washers are a 
product of the confidence many Dis- 
tributors have placed in us as their sole 
source of supply for the past 65 years. 


POSITIVE” Lock Washers are a!l-im- 
portant adjuncts to fastener sales. Their 
use in your customers’ plants are vital 
to critical assemblies of their products. 
To serve your customers well, rely on a 
source of supply geared to making the 
best possible product and selling 
through distributors. 





AVE. A & MILLER ST., NEWARK 5, N. J. 
INDUSTRIAL DISTRIBUTION @ JANUARY, 1 


9 





ATHOL Macwine 
FOUNDRY COMDANY 


VISITOR: H. A. \ 





H. kh. 
17-Story 


\l 


Porter to Construct 
Office Building 


building at Sixth 
St.. Pittsburgh. Six of 
vill be used for the firm’s 


} +} 
ich Chie ( 


Abramo 
Ak and 








DUSTY AIR IN GERMANY 


One area in the world with an even 
bigger national air pollution problem 
than in the U. S. is the German Fed- 
eral Republic, with an estimated dust 
fall-out of one million tons a year 
106 tons per square mile), reports 
Chemical Week, McGraw-Hill publi 
cation. Industry's lack of enthusiasm 
for air pollution control stems from 
the fact that to provide all existing 
factory chimneys with filters would 
cost an estimated 50 billion Deutsche 
Mark (approximately $119.9 billion). 








SHELDON 


CHICAGO 





(1) T-Handle Speed Selector 

(2) Micro-Switch Direction Control 
(3) Speed Change Mechanism 
(4) 2 H.P., Three Phase Motor 

(5) Belt-tension Adjustment 

(6) Multiple V-Belts 


os) 


T. > 


Variable Speed. 
PRECISION LATHES 


any speed 


INSTANTLY 


* Spindle speeds changed at 100 r.p.™. per 
second. Built-in tachometer permits accu- 
rate selection of speeds from 200 to 18001 p.m 
in direct drive-40 to 300 r.p.m.in back gear 


This new lathe instant! 
speed requirement 

sets and holds 
production runs 
Rugged, Heavy 

an oversized 
throughout that 
the spindle 


high speeds in 


Speeds are 


oversizec 
naximurf 


liver ms grippir 
2 H.P., three Phase 


athe features 
pered roller sz ndle bearings, 5 
heavy ast pedestal, tool-roon 
tional accessories include harden 
LOO long taper key drive 
spindles 
Sheldon n Variable St 

strated) les r and s 

$1,944.00 F re) B. Chicag “Ot ther 10 
13” Sheldon Precision Lathes from $832 
Also 13” and 15" Sebastian Geared Head I 
Sheldon Milling Machines and 
Shapers 


SHELDON MACHINE CO. INC. 
4234 N. KNOX AVE. * CHICAGO 41, ILL. 
- 


— 


es ri 


— > 


. 


Each Sheldon Lathe hos its complete complement of production attachments and accessories 
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Service Tool Institute 


AT LAST... | Elects Officers 
A SQUARE DEAL ror pistrisutors 


ENJOY RECORD SAVINGS 
ON BULK FASTENERS 


for the first time you 
make really big profits on the 
of bulk fasteners! How? ~- by 
buying quality imports from heads 


and threads. 


TAKE BOLTS FOR EXAMPLE. You'll enjoy tremendous savings on bulk Square Head Machine 
Bolts, Carriage Bolts, Lag Bolts and Hanger Bolts. Of course, heads and threads products con 
form fo all applicable American standards. Sizes: Square Head Machine Bolts 4°’ x 34°’ thru 
1” x 6"; Carriage Bolts 4°’ x Se thru V2" x 6"; Lag Bolts Va" x 1” thru 36" x 4 Honger 
Bolts 44" x 2" thru ¥\4" x 3”. 
Particularly in the range from 38" thru 1° diameter Machine Bolts, we con often ship a truck FUGENI ] MIL LDOON 
load or more of individual popular sizes right from stock. Carloads can be shipped on one day \ Britai 


notice. Also all types Square and Hexagon Nuts ovailable from stock. Sold in full bulk case 


quantities only. Samples on request 


Campane heads and threads 


PRICES .. . Watch your profits grow! You'll be amazed at heads and 
threads consistently lower prices. 


DISTRIBUTOR PROTECTION POLICY ... We sell to distributors only 
and positively will not sell to users or consumers. 


DELIVERY . . . Stock shipment from Chicago and Bayonne warehouses 


FOR EVEN GREATER SAVINGS .. . DIRECT MILL SHIPMENTS—delivery 
to the port nearest you. We handle all details — your name appears 
nowhere as consignee — no letters of credit or advance deposit — terms 
net 30 days. Save on freight, and price too! 


QUALITY .. . Although you can pay more, you cannot buy a finer product, 
look where you wili. Produced by leading manufacturers abroad, pride 
of craftsmanship is very much apparent in every one of our fastener 
products. You can sell your most critical customers secure in the knowl- R. J. AHERN, president of Billings & 
edge that our fasteners will measure up to the most rigid standards of S Co. and of Peck, Stow & W 


quality. 


( ias been elected 
GUARANTEE. . . Complete satisfaction guaranteed. Free return privileges 
at our expense. 





the complete heads and threads fine — 


FREE BOLTS NuTS 
Carriage Lag Acorn Machine Screw . 
Honger Machine Automotive Miniature Leschen Wire Rope Appoints 
TALOG LOCK WASHERS Cap Oil Quenched . , 
Split Tooth Cold Punched Reguler Granger and Miller 


Finished Semi-Finished 
SCREWS Heavy emi-Finished . 

If you are interested in selling Maching  Sechet Cop Hex | Saas yhn H. Granger and Willian 

bulk fasteners at bigger profits, — - Hot Pressed 9 } 

write today for our 36 page 

loose leaf indexed complete SAMPLES OF ANY OF OUR FASTENERS presentatives by Leschen Wire 

CHEERFULLY AVAILABLE ON REQUEST - K. Porter 





ippointed | sales 


fastener catalog. 





IMPORTERS OF QUALITY FASTENERS —The World Is Your Factory — 14,000 Skilled Craftsmen from Nine Countries to Serve You 





5761 LINCOLN AVENUE - CHICAGO 45, ILL 
heads Tit 


' J/V/\. lusiana and most 
threads inc. 
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Crowe of Wolverine Tube Practical Idea 


Directs Industrial Sales 


is been ad for the 


vanced to man f industrial 


] 

sales rol ) rine ub din Ol 

le ‘sic. dvson Production Man 

O iumer a ( i n suc 

ceeds | Efficient electric hoists...to 

move materials overhead 
and release floor space for 


more valuable operations. 


became 
Calumet 

( \ 
Mr. Ci 
repres 
Mr. Johnso 
Capacities 


oth 


Increases Facilities 


New offices and mill depot ta 


ties have been opened in Denver 


by W. G. Cline & Co., western 
Cl rT \\ ) CTINC lube 


Cuno Names Branch Chief. 
Appoints Two Agents 


CM LODESTAR ttectric cHain Horst 


George Whorf has b promoted ¥§ to 1 ton capacites—First truly heavy duty version of 
small electric hoist. %{ ton model weighs only 51 Ibs. 
. . Heavy duty self-adjusting brake. Upper-lower safety 
Cuno Enginecerin orp. s new Cin limit switches. CM-Alloy load chain. 


cinnati brancl ( or the past 
: wis CM METEOR ttectric wire ROPE HOIST 


hree vears as been working “es 

three yea rking out 45 to 5 ton capacities — Compact, enclosed design. Low head 

ot the hims home onc in rl room. Continuous duty motor with thermal overload protec- 
tion for heavy duty service. Precision bearings and helical gears 


den, Com for long life. Only 110 volts at push button control 
Rugged lightweight hand ~) 


Phe 
I C. Geor 
hoists and pullers...to make 
your job easier and safer 


pointed t 

CM CYCLONE HAND HOIST 
i to 10 ton capacities — Easy t 
and lift. One ton mode! weighs 
pounds. Made of tough aluminum c 
CM-Alloy load chain. High efficie 
Lifetime lubrication. 


CM PULLER THE*ONE MAN GANG" 
A % to 6 ton capacities —Lifts 
1 or pulis at any angie ev 
‘ handle operation. Automat 
3 brake holds at any point. % t 
model weighs only 13 ¢ 
CM-Alloy flexible load che 


from sales engine { manager of 





neerin 


iTCas 


Suggestion 
for the 





COLLAPSIBLE OIL BAGS Maintenance 


Rubber bags are being tried as con- Man! 
tainers for oil products to be trans- 


gE 





ported by airplanes, reports Petroleum 
Week, McGraw-Hill publication. The 
new transport method was developed 


-— a J) 


C 








by an Australian oil company to re- 
duce transport costs. Big advantage 

of the bags over steel drums is that ALSO ...CM Trolleys and Cranes 
they can be folded up to make room ¢ Call the CM distributor for descriptive liter- 
for other cargo on return flights. The ature, prices and fast delivery from stock. 





bags are placed in position in the 
planes, then filled from underground 
storage tanks. At their destination, HISH IM-M F 
they are emptied by pumping or by 
COLUMBUS McKINNON CHAIN CORPORATION 


gravitation, then folded to a minimum 


size for the return trip TONAWANDA. NEW YORK 
HOISTS AND CRAIN 
REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 


In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


.\ es So a 
\ \\ AREAS » Ba Be He, LN Mek \ ee 
\ \ \ 


BUILT RIGHT—Best materials throughout . . . tool 
steel cutters . . . Right and Left hand Threaded 


for Automatic Tightening. »" AAAS RAN \AN YX 
i YQ 


. \ 
~ae 
\ 
. \ 


\ Henry Steers 


EASY TO HOLD— Extra 

Weight well distributed Russell, Burdsall Adds 
QQ \ for smooth handling. New Chicago Sales Posts 
XX \\ NANANAANNANA \ Hard Dunham and Henn 


i 


Also CALDER Fine Renan Dressing Tools \ \ sae Rees promoted se 
\ LAN AN AN ANAANANANANAAA Puce y Ward B anes! 
\Y'soup ONLY THROUGH DISTRIBUTORS WN urdsall & Ward Bolt and 
QDR to the newly created s 
CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 


ie 
NUDGE rev sr 


PROFIT POSSIBILITIES 
.-- for YOU! 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
BACKS YOU UP. 


You can best satisfy your customers’ needs with Madesco 
blocks because they embody performance-features de- 
veloped through 30 years of specialized experience. Your 
basic inventory, plus our fast factory-to-you service 
means maximum sales, fast turnover, top profit. Your 
customers get blocks that assure utmost safety, top 
operating efficiency, longer block-life under the most 
exacting conditions, at competitive prices. Madesco 
Blocks in stock assure you constant repeat sales 
from satisfied customers and new sales created by 
recommendation and aggressive advertising. Write for 
illustrated catalog, today. 


mat-me-108.58 MADESCO TACKLE BLOCK CO., EASTON, PA. Willard Dunham 








260 INDUSTRIAL DISTRIBUTION e JANUARY, 1957 





Aluminum Industries 
Names New Executives 


Four new executives have been 
appointed by Aluminum Industries, 
Inc 


Robert | 


in production, sales and executive 


Hater, who has served 


capacities, was elected a vice presi 


dent in charge original equip 


ment s§ 


SiON, Was 
president of the 
Riley, formerl, 
ledo Steel P1 ! 

Ch ympson Prod 
In as taken the post of 
manager, Permite Parts 

Merle Wolff has joined t 
pany as acting di 

lat 


ind labor relations 


with Aluminum ( 


Norton Assigns Four 
To Detroit District 
Frank W. Krohn and William 


Pettigrew have been assigned to 
Norton Co.’s Detroit office as field 
Mr. Krohn recently co 

the firm’s sales tr 
ourse and Mr. Pettigrew 
merly an abras 


Russell J. O'Neil and Lincoln M 


have been ited abra 


engineer 
7 
pleted 

eC engineer! 
Johnson Ippon 
sive engineers and WI! over metro 
politan Detroit soth 


? 
held engi 


were formerl 





| just asked ‘How’s business? 











“All he can say is, ‘What's HELLER TOOL 


going to announce Feb. 12°” 


MOM ML 


STEEL ROD 


Sintz ert* threaded rod gives you these important 
time-money saving features. 

@ Quality—Made from +1010 CISI cold rolled 
steel @ Smoother, More Uniform Threads 
@ Greater Strength @ Low Cost. 

Try SINTZ once and you'll be convinced. 


ORDER FROM YOUR MiLL SUPPLY HOUSE— 
INDUSTRIAL JOBBER OR DIRECT FROM : 


Tl =) craupe SINTZ inc. 





*Cold Rolied Threaded 


1940 STANLEY AVENUE —Bends Cold 


DETROIT 8, MICHIGAN 
ahd ed 


STUDS + FORMED RODS «+ 
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Sperry Western Elects 
Manning President 


Robert B. Manning has been ad 
vanced from vice president and 
treasurer of Sperry Western, Inc., to 
president 

Since 1954, Mr. Manning has 


Apert Send 68 quidh-octinn, super been assistant to the president and 
Penetrating solvents, not to be confused 
with ordinary penetrating oils. Harmless ' 
to oll metels. Frees perts frozen by rust, : - ‘ is a subsidiarv. and he will continue 
corrosion, scole, paint, varnish, carbon, oo sn hold this position. 


or gum. “ : > 

nypure® . : In addition, Clinton R. Hilliker 
has been appointed operating man 
ind a director of the company. 


products manager of Sperry Prod 
ucts, Inc., of which Sperry Western 





“WHEREVER PRESSURE-TIGHT CONNECTIONS ARE REQUIRED...” Ife! 


TITE-SEAL 


GASKET AND JOINT 


SEALING COMPOUND 


Heat-proof, vibration-proof, non-solvent, non- 
shrinking, non-crumbling, non-cracking . . 
for every gasketing and sealing requirement. 
Makes all assemblies leak-proof and pressure- 
tight. Prevents rust, corrosion and seizure of 
joints. 


RADIATOR SPECIALTY CO., Charlotte, N. C. (Dept.4 ) 


4 In Conede: Redictor Specialty Co., Ltd., Toronto 











AT NO 


EXTRA Grip - Wfaster® Robert B. Manning 
COST! SPROCKETS 
HAVE Heads 

HARDENED TEETH Sai eich aati 

to 7" in ssitial, deities “iia “eiemaiais fie 





Eastern Sales 


diameter the Shaft Seal Division Gits Bros 
* Mfg. Co. From Englewood, N. J., 


eneied headquarters he will cover the New 
reves . “ . 
AF England, New York, New Jersev and 
res 
eastern Pennsvlvania areas 
* YOU CUT OPERATING COSTS! 
Because hardened teeth means better resistance to shock 
loads and abrasion, you get longer chain drive life “on- = 
the-shaft.” 


* YOU SAVE MAINTENANCE COSTS! ‘ 
Sprocket replacement costs are reduced about 30°. Hubs MASHED POTATOES NOW 
or bushings can be used over and over, with installation IN FLAKES 


and removal fast, clean and simple. van a 
New mashe potato akes—yust 
* YOU SOLVE DELIVERY PROBLEMS! 
} ~ : ” now undergoing their first market tests 
Grip-Master Sprockets are available “off the shelf’ for b b seal sa os eal 
quick delivery. Cuts space and storage costs for you. wn a a oo 
dehydrated mashed potatoes by ex- 


For complete details, write today for your 
Grip-Master Sprocket brochure. tended lab and pilot tests, reports 





Food Engineering, McGraw-Hill pub- 
lication. They're made by a process 


@)¢ Ui i j rr aA ri that doesn’t require especially built 
equipment 


POWER TRANSMISSION 
ROLLER CHAINS AND SPROCKETS 


LLY 
33486 


CULLMAN WHEEL CO. * 1347 Altgeld St. * Chicago 14, Illincis 
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DISTRIBUTORS 


can’t sell 
CUSTOMERS 


can’t buy 


BETTER FILES 


than 
} \LIGATo, 


i BRAND 
FILES 


SWISS PATTERN 


That's been true 
for 50 years and 
it's true today. 


We help Distrib- 
utors make money 


by selling SOLELY 
through them, and 
giving them the 
7 SERVICE and qual- 
ity files they need. 


We keep Custom- 
ers coming back for 
more by the supe- 
rior workmanship 
and extra fine qual- 
ity we put into these 
fine files. 


The line is com- 
plete. All sizes, 
shapes and cuts. 
Made in both Amer- 
ican and Swiss pat- 
terns, to the most 
exacting standards. 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSON 
NEWTON 


R. J. Sutton 


of Atkins Saw 
On New Duties 


Sutton 
lakes 
Robert J. Sutton has be 
I purchases | 
Borg-Warner 
to hh 
at ly 
ion purchases 
\ir. Sutton joined E. ¢ 
& ¢ 1S in 1947; the 
Borg-W arne 
LHe 


auties 


Atkin 
auditor com 
any became a 
was 


1954 


in 1952 


Gets Trade Post 


George A. Jaggers, pre 


Fort Worth Steel & Machinery Co 
of the 


sident 


been elected a director 


lexas Manufacturers Associa 


ft 
I 





—_—_ 


a. 


OFFICE MANAGER Verda _ (Jo 
Painter is Jill-of-all-Trades in tl " 
female organization, Sc! r | 
Detroit 
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-YOU CAN— 
WIN NEW 


BUSINESS 
ees WOR sues — 


DARNELL 


CASTERS AND WHEELS ~<@ 








a 


Bi 


* Good Profit Margin 
¢ Nationally Advertised 


* Always In Demand 
RUBBER TREADS .. . a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 


RUST-PROOFED by zinc plating, 
Darnell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
icals are freely used. 


LUBRICATION .. . all swivel and wheel 
bearings are factory packed with a high 


quality grease that “stands up" under at- 
tack by heat and water. Zerk fittings are 
provided for quick grease-gun lubrication. 


STRING GUARDS .. . Even though string 
and ravelings may wind around the hub, 
these string guards insure easy rolling at 
all times. 


OVER 4000 TYPES OF CASTERS 
& WHEELS FOR EVERY USE! 


Distributorship Information Gladly 
Sent On Request. 








DARNELL CORPORATION, LTD. 


DOWNEY (LOS ANGELES COUNTY) CALIFORNIA 
60 WALKER STREET, NEW YORK 13, NEW YORK 


36 NORTH CLINTON STREET, CHICAGO 6, LLLINOIS 








WHITNEY, 


No. 95A Hydraulic Punch 


Here is another example of Whitney 
A Tool skill in design and engineering 
Operated from oa foot treadle. De- 
scent of punch always under com- 
Sales plete control of operator, Makes a 
Se" hole thru 44" iron—a 34" hole 


Points thru 3/16” iron 


with many 


TRADE MARK 


REGISTERED 
20 STROKES 
PER MINUTE 


capacity 
122 tons 


Operator 
works 
from 
the 
front 
of the 
tool. 
Send for 
complete 


catalog. 


Also made 
in unenclosed 
models and 

known os 
number 95B 


W. A. WHITNEY MFG. CO. 
636 RACE STREET » ROCKFORD, ILLINOIS 








s, 


GREER 


STOP NUTS 


ANCHORED % 


It pays to represent 
Proved Product 
PERFORMANCE 


When you sell these widely used Stop Nuts, 
you are able to provide for all requirements 
from small instruments to such large appli- 
cations as in Diesel locomotives. 


Made in steel, aluminum, brass and stainless 
steels in conventional finishes. Special al- 
loys and finishes available. 


Find out the advantages to you in represent- 
ing this line. Full details sent. 


GREER 
STOP NUT COMPANY 


2620 W. Flournoy Street 
Chicago 12, Illinois 


Industrial Production Tops ‘55 Peak 


1$0r- Tf 


| Monthly Averages | 
(Right hand scole) 


Yearly Averages — 
(Left hand scale) 


947-439-100 


(Adjusted for seasonal! variation 
Source: Board of Governors, 


Federal Reserve System 
= tiiiiiiiij_ 
35 940 


Mills and factori 
last summer 
sales and new 
but with les 


ra r 
Ul vCal 





Johnson Bronze Moves James Directs 
Francisco Office 
The San Francisco office of Joh: \ new 
located 


San New Thor Branch 

branch ofhce has be 

ypened by Thor Power Tool ¢ 

an entire building at 70 it 1489 North Harding St., Indian 
Oak Ave. i lis, Ind 


western les ic] | 


son Bronze Co is now 


James L. Stone, James, Jr., has 


manager, will use the new office direct the new bra 


his headquarters yperation which will 


SCTVC 
It was announced that on uuthern Indiana and western Ken 
deliverv on all cut from stock special tuckv, an area formerly included 


bearings was now possible the Chicago territory 





Flexible Steel Lacing Holds Sales Meeting 


New products and developments as well trent products were discussed at the 
annual sales meeting of Flexible Stee] Lacing ). Field engineers from Canada also 
attended the four-day meeting at which 195 lvertising and sales 


g promotion plans 
were presented 
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P. A. Benke 


Paasche Airbrush 
Promotes Benke 


Paul A. Benke has been promoted 
from vice president and assistant 

neral manager to vice president 
ind general manager of Paasche 
Airbrush Co., a division of Cline 
Electric Mfg. Co 

Mr. Benke joined Cline Electric 
in 1951 and became vice president 
ind assistant general manager of 
Paasche n Cline acquired the 


firm in July 1955 


ASSMA Index Shows 
Orders Near Korean Peak 


Distributors placed orders in Oc 


tober at volume levels that have 


he 


nly been surpassed during t 
Korean build-up, the American Sup 
ply & Machinery Manufacturers 
\ssociation’s New Order Index re 
veals. ‘The index was 215.6 for the 


month, up 7“ from September and 


13% above October 1955. Recor 
rv has been sharp and decisive, 
mmpletely reversing a fall-off at 


midyear 


Sellstrom Uses Helicopter 


\ helicopter was used by Sell 
strom Mfg. Co. during the 1956 
National Safety Congress to trans 


port its customers and distributors 
} 
l 


xetween the convention site, Chi 
cago’s Conrad Hilton Hotel, and 
the firm’s general offices and factory 
30 miles away. 


B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


——— 


always measure up! 


Product, Promotion, Policy on 
these crucial distribution factors, 
B-RIGHT-ON always measures up 
It is the result of Brighton’s fair 
play policy . . . and your assurance 
of extra profit and extra customer 
good will 


From factory to you to the customer 
B-RIGHT-ON produc ts are satis 
faction controlled They alway 
measure up on 


PRODUCT Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 


guarantee consistent high quality 


PROMOTION— Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it 


PoLicy—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


you can do better . . . with B-RIGHT-ON! 
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of every American company 


LET'S FACE IT . . . the threat of war and 
the atom bomb has become a real part 
of our life—and will be with us for 
years. Fires, tornadoes and ‘other dis- 
asters, too, may strike without warning. 
The very lives of your employees 
are at stake. Yours is a grave responsi- 
bility. Consider what may happen. 
When the emergency comes, every- 
body’s going to need help at the same 
time. It may be hours before outside 
aid reaches you. The best chance of 
survival for your workers—and the 
fastest way to get back into production 
—is to know what to do and be ready 
to do it. To be unprepared is to gamble 
with human lives. Disaster may hap- 
pen TOMORROW. Insist that these 
simple precautions are taken TODAY: 
| Call your local Civil Defense Direc- 
tor. He’ll help you set up a plan for 
your offices and plant—a plan that’s 
safer, because it’s entirely integrated 


with community Civil Defense action. 


Check contents and locations of 
first-aid kits. Be sure they’re ade- 
quate and up to date. Here again, your 
CD Director can help—with advice on 
supplies needed for injuries due to 


blast, radiation, et« 


Encourage personnel to attend Red 
Cross First Aid Training Courses. 


() Encourage your staff and your com- 
munity to have their homes prepared. 
Run ads in your plant paper, in local 
newspapers, over TV and radio, on 
bulletin boards. Your CD Director can 
show you ads that you can sponsor 
locally. Set the standard of prepared- 
ness in your plant city. There’s no 
better way of building prestige and 
good employee relations—and no 
greater way of helping America. 


Act now ... check off these four simple 
points ... before it’s too late, 


rn 
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nmr OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY 


SALES LEADS 


SINCE 188O WORLD'S GREATEST TOOLMAKERS 


MECHANICS HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES « PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS., U. 5. A. 


The ultimate in Vernier Gage Design 
NEW STARRETT No.123 SATIN CHROME 


MASTER-VERNIER CALIPER 
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Here Is A New Precision Tool You Can Sell To Every Shop 
That Takes Pride In Its Precision Standards 


This new Starrett No. 123 
Satin Chrome MASTER- 
VERNIER CALIPER will excite 
the interest of every shop that 
does precision work . . . and 
that means every metalworking 
plant on your list. Better still, it 
will open doors to toolroom 
supervisors, tool crib foremen, 
tool and die makers, inspec- 


tors, production manczgers, 


. people 


who not only set the precision 


purchasing agents 


standards of any shop, but also 
control or influence the pur- 
chase of many items of indus- 
trial supply. 

You can present this new 
Vernier caliper with supreme 
confidence in its master preci- 
sion. It is without question the 


easiest to use, fastest reading, 


most error-proof gage ever 
made — truly a great advance in 
the art of fine toolmaking. 

Get familiar with the many 
outstanding features of this new 
Starrett Tool. Stock it, display it, 
demonstrate it at every Oppor- 
tunity. It presents an excellent 
opportunity to establish your 
company as headquarters for 


the finest in fine precision tools. 


NO OTHER VERNIER GAGE OFFERS ALL THESE STARRETT-ENGINEERED FEATURES 


SATIN CHROME FINISH for no-glare, easy 
reading, long life, rust and stain resist- 
ance. 


NEW LONG VERNIERS with 50 widely 
spaced graduations on the Vernier plate 
and half the usual bar graduations for 
easy reading without a magnifying glass, 
easier alignment and maximum accuracy. 


FLUSH FITTING VERNIER PLATES eliminate 
“‘parallax’’ and optical reading errors. 
OPEN-FACE DESIGN with inside and out- 
side measuring scale on the same side — 
no need to turn the tool. 

HARDENED, STABILIZED master bar for 
maximum rigidity, resistance to wear, 
lasting accuracy. 


EXTRA LONG ADJUSTING JAW tor greater 
bearing surface to assure perfect square- 
ness. 

NEW JAW DESIGN for greater rigidity 
and resistance to springing 

12 AND 24 INCH SIZES graduated in thou- 
sandths to read the full 12 or 24 inch 
length. 
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products 


WRIGHT Safeway Hoists 
have been redesigned. In the 
Safeway line you are selling 


of lifting applications. The 
twelve sizes and capacities 


of hoists handle loads of from 
» to 50 tons 


f the utmost operation effici- 
f ency over the widest range 
i 


These rough, tough hoists build repeat business. 
Their long service life is promoted by a sealed construc- 
tion which suits them for both indoor and outdoor 
service. All vulnerable parts are enclosed in high grade 
analysis steel housing (see illustration). These features 
make good prospects of cement mills and foundries 
where excessive dust prevails, heat treating installa- 
tions with their high temperature, and outdoor appli- 
cations with cold or wet exposures. 

Be sure YOU have the WRIGHT Hoist 


for every customer requirement 


for complete information on the WRIGHT 
line items shown, send for these booklets: 
Safeway Hand Hoists: Bulletin DH-164B 
Speedway Electric Hoists: Bulletin DH-133B 
Pull-A-Way: Bulletin DH-163B 
Jib Cranes: Bulletin DH-300 ~< 


Acco Wright Hoist Division 


The WRIGHT Hoists for Dependability 


A FULL LINE TO MEET CUSTOMER REQUIREMENTS 


WRIGHT Hoist Equipment 
to fit any job 


WRIGHT Safeway Hoists 

WRIGHT Safeway Clevis- 
connected Hoist with geared 
trolley. For close head room 
operations or where easy de- 
tachment of hoist from trolley 
is not desired. 
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WRIGHT | 
Speedway | 
Electric 
Hoists 

Ideal lifting units for loads 
from 14 to 10 tons. Most 
dependable for production 
jobs. Easiest to service. 


OOO CO Ot sD 
hrooo os te 
— 


Roller-bearing Trolley 


WRIGHT roller-bearing 
trolleys, in plain or 
geared models, provide 
smooth handling of 
loads from '4 to 40 tons 
Other trolley types with 
proportional strength 
and flexibility for lighter 
industrial applications. 


WRIGHT Jib Crane oT hi 
WRIGHT Jib Cranes are 

extremely desirable to sup- 

plement regular traveling 

cranes or monorail track, or 

for individual use in bays, on 

side of shops, etc. 


Better 








Lé AMERICAN CHAIN & CABLE 
AW York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 


Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


Value 





